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Our shipping-room light 
is always on! 


Forget about you need socket screws 

from Holo-Krome! No matter where you are or when you call in an order, 
H-K has a shipping room crew standing by to get those orders out immediatel 
Next time you’ve got a rush order . . . call it in to Holo-Krome. 

The order will be filled and put on the next train or plane heading your way 
before midnight! That’s what we mean by improved Same-Day Service! 


For the finest in socket screw products—and Service—look to Holo-Kron 


HOLO-KROME ¢4°27 4° *7 


SOCKET SCRE Wi & Tie H0v0-KRome screw corr. HARTFORD 10, CONN. 
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; “WHAT'S THI 
Losing Money on Product X?...... as MATTER...” 


An editorial 





And what follows is usu 
Distribution Cost Analysis illy a complaint about ser 


. ; E vice. On page 92, four men 
Here's an article on how to evaluate the profit- 1) 
responsible for handling 


ability of products, customers and territories ustomers complaints tel! 
what they do about it 


The Other Fellow Needs Your Help realizing the importance of 


Rochester salesman, formerly inside man, discusses to themselves and 


selling on both sides of the fence ompanies 

Tell Your Company Story 
Bassett, Va., firm gets results from modest booklet 
10 IDEAS 
Wanted: Salesmen Who Can Serve 


Purchasing executive lists nine qualities salesman 
needs but often doesn't hove 





“What's the Matter with Your Outfit. .?”’. . 


Here's how four Southern telephone men deal 
with this kind of a conversation 


10 ideas for Faster Handling, Lower Costs. . 


Perth Amboy, N. J. management drew on many 
sourcet for streamlined operation of new quarters 


Shelves Loaded with Dead Stock? 
, . , LAZY SUSAN 
Four basic steps remedied a Detroit firm's trouble x 


A Woman's Place Is. .. .on the City Desk. . When a Baltimore distr ba : ge > 
utor bout . < = 





lid someth ng 
Milwaukee distributor has woman working full time a re 7 EY ee * 


ovel and su 
Can You Write Good Sales Letters? 104 fills in all th 
m the story of the 
san” 


on city desk ie sahtien eae toh — : 
essful. Page ~~ Sy 


New edition of book puts four-part formula 
to work 


“Lazy Susan” Is Center of Office Layout... . 


Baltimore firm solved office layout problem 
by novel method 





Get Them to Use Blanket Orders 
Columbus distributor promotes buyin ractice to pull 
pore maieaan : REGULAR FEATURES 


small-order business out of the red 
A Story in Headlines You Said It 
Manufacturers have spent $113 billion since World Talk of the Trade 
War Il, here's where it went Products and Markets. . . 


The Crying Need for Salesmen Supply Sales Trends. ...... 


400,000 are needed but men over 45 scarcely 
have a chance 


Outlook for Business 
What's New in Merchandising... .. 


Suppliers’ Salesmen Give 
Invaluable Support 
Detroit salesman lauds cooperation given by 
supplier salesmen 


Price Index....... 
On the Market Today. . 





big reasons 


why it’s easier to handle 
the best gauge glasses 


1. Corning product performance ...2. Corning rep- 
utation ... and 3. Corning advertising are the three 
big sales-influencing factors at work for you when 
you stock the complete line of Corning Gauge Glasses. 


CORNING®, PyreEX®, and MACBETH® gauge glasses are ad- 
vertised in Mill and Factory ... Power... Marine Engineer- 
ing... Petroleum Refiner .. . Chemical Processing... Chemical 
Engineering .. . Refinery Catalog .. . and Thomas’ Register. 

Well over a 1,000,000 impressions throughout the year. . . 
designed to help you sell more gauge glasses, more sight 
glasses, more flat glasses for odd-size openings and chemical- 
resistant surfaces. 

No one in your business has to be told that reputation and 
performance are synonymous with Corning when it come? 
to gauge glasses . . . or any kind of glass. 

So... with a market you don’t have to create . . . customers 
who are being reminded over and over again of the importance 
of buying the best . . . (and an order-by-phone product recog- 
nized as the best, and readily available from any of the follow- 
ing Corning stock warehouse distributors) . . . you're all set 
for more sales . . . and profits. 


é —; 





CORNING STOCK WAREHOUSING DISTRIBUTORS 


American Packing & Gasket Co., Ltd. James Morrison Brass Mfg. Co., Ltd. 
Houston 1, Texas Toronto 1, Canada 


Cincinnati Gasket, Packing & Mfg., Inc. H. J. Murray & Co. 
ncinnati 10, Ohio New York 7, N.Y 
Diamond Industrial Glass Stemmerich Supply, inc. 
Philadelphia 6, Pa St. Louis 4, Mo 
Fred S. Hickey Corporation Swift Lubricator Co. 
Chicago 44, iI/ Boston, Mass 
Hobeimann & Co., Inc. Swift Lubricator Co. 
San Francisco 3, Calif Elmira, N. Y 


Warren & Bailey Co. 
Los Angeles 22, Calif 











WA CORNING GLASS WORKS 


Corning, New York 
Corning means neseach i Gleedd 
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Greater Dynamic Strength Extends 
Life of All Link-Belt Roller Chain 


Full Line of Takeups 
for Conveyors-Elevators 


Offered dep Link-Belt 


Link-Belt gravity rew and 
spring take ps are “availa ble 
for easy, positive adjustment 
of head I oot shafts on 
conveyors an levators, re- 
gardless ol elt or chain 
lengtt juipped with ball. 
roller r babbitted bearings 
they can be mounted on verti- 
cal or horizontal s pports 
sliding “loch The 

curately finished for proper 


snatt hit—easy to lubricate 


ON DRIVES 
to withstar 


Start 


Three of a broad range 
of takeup types 


ON oe Dynam 


created by surge load 


Equally Important 
for Conveying and 
Power Transmission 


* Sales 
Meeting 
in Priat 





MOVING RAILCARS is one of many car spotter uses. Today many 
in manufactur 
rds and other facilities 


are Deming used 


mines, foundries, lumber ya 


ng plants, airports, docks, canals, 


Link-Belt Car Spotters Permit One Man 
to Move Heavy Loads Quickly, Easily 


Becau permits e 

ing and accurate posilioning 
of railroad cars and other mo 
bile loads a Link-Belt 


spottel offers substantial ecor 


omies. Providing rope p 
to 10,000 Ibs., the car spo 
takes the 

haulage permits on 
to do in minutes what for 
<} 





work out of heavy — 


LINK. BELT COMPANY | 


crew 


train delays and 


ar spotters 

with integra 

separate motors—in Stat 
or portable types. They c 
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..- for delivery when you need it 


see Trxeadwel first 


FOR THE FINEST IN 
CUTTING TOOLS AND GASes 


LOEB 


| os Mode by THREAOWELL, oe, Mass. 


INDUSTRIAL DISTRIBUTION @ APRIL, 
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cover 
tical than 
designed to be of 


The Cover 
This 


month we're featuring a design 


And in another sense, more prac 


artistic, we're featuring articles 


help to distributor 
Needless to sav. Wwe 


beth our 


esmen hope you 


ipprove of “designs 





Editor Walter F. Crowder 


Managing Editor Raymond W. Barnett 


Senior Associate Editor John A. W: 


Associate Editor 


Associate Editor 


(Chicago) 
Assistant Editor 
Assistant Editor 
Assistant Editor 


Editorial Assistant D 


MeGraw-Hill Domestic News Bureau: 
\ ( eland, Detroit, Houston, Sar 
} ; Was} ton, D. ¢ 


MeGraw-Hill World News Bureaus: 


Publisher 
M. Morris 





District Managers: E. N. Grant Chi- 

MecOsker, Cleveland; J 
York and Philadelphia; 
New York Boston: 


San Francisco; H. | 


cago; tf J 


New 


N Los 


Angeles; Gordon L. J 
Business Manager, ©. H. H 


Advertising Production, T. W 





itive Editorial 
McGraw-Hill 
N , 


Advertising ar 
Building 330 We 
C. Met 


Position and comps 
» subscriptior 








Postmaster Please send form 3579 to 
Industrial Distribution 
330 W 42nd St, New York 36, N. Y 





Get Expanded Mar, 


With PROTO-TAC Ratehat Wrenches 


Featuring the Famous Open-End Ratcheting Principle 


Open Socket Type 
Ratchet Wrench 
34,”"—4” Openings 


~~ _ 


Ae~ 
~S = _ 


Crowfoot Type 
Ratchet Wrench 
¥"—3” Openings 


A 


Closed Socket Type 
Ratchet Wrench 
¥"—1\,” Openings 


In addition to the three types of ratchet 
wrenches illustrated, the PROTO-TAC 
line includes ratcheting box wrenches, 
screwdriver attachments, rigid heads, 
and adapters for turnbuckles, standard 
sockets and internal wrenching 


They‘re Magic Tools for Building Extra Sales! 

Here’s why... 

Using the patented open-end ratcheting principle, 
versatile PROTO-TAC wrenches perform hundreds of jobs 
for your customers that are otherwise difficult or even 
impossible to handle. They work in close quarters, ove! 
and around tubing and other obstructions, on hidden 
bolts and nuts and in recesses and wells. They save time 
and frustration. 

Your old customers...and new customers...need these 
magic tools, will want to buy them. So...why not go after 
these expanded markets and profits? Send for catalog 
of entire line to PROTO TOOLS 


2215 Santa Fe Ave., Los Angeles 54, Calif. 








Eastern Warehouse 
& Factory 
Jamestown, N.Y 


Canadian Factory, 
London, Ont 
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Right off your shelves and onto the cus- 


tomer’s shafts — without re-machining! 


That's the big sales advantage for you when you 
stock Taper-Lock Sprockets. And now Double-Strand 
Sprockets are added to the Taper-Lock line, extending 
your sales opportunities 


Customers are quick to appreciate the saving of 
time and cost accomplished by Taper-Lock mounting. 
When the sprocket becomes worn, only the tooth part 


needs to be replaced — bushings are used again and 


of Mishawaka, Ind. 


THE TRANSMISSIONEER is featured in Dodge advertisements, 
which appear in leading industrial publications. Prospects are 
directed to ‘‘call your local Dodge Distributor’’ for information 
and assistance on new cost-saving developments in power 


transmission machinery 


TAPER-LOCK SPROCKETS 
SINGLE AND DOUBLE STRAND! 


again, each time at a saving. And Taper-Lock bush- 
ings are interchangeable in Dodge Taper-Lock 


Sheaves, Couplings, Conveyor Pulleys. 


The new Double-Strand Sprockets are available in 
sizes from No. 40-2 to 80-2, up to 102 teeth. Single 
Strand from No. 40 to No. 160, up to 112 teeth. Dodge 
Roller Chain made to ASA standards is available in 
both single and double strand 


DODGE MANUFACTURING CORPORATION 
500 Union Street, Mishawaka, 


Indiana 





TAPER-LOCK 
CHAIN COUPLINGS 


Accommodates com- 
mon minor shaft mis- 
alignments. Provides 
strong, compact coup 
ling. Available with 
covers, for appearance 
safety, dirt protection 
and lubrication 
which increases coup- 
ling life. 
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Mail for the distaff side—tips on 


San Francisco convention: salesmen’s 


paperwork, sales training and business 


ethics arouse 


Sales Training Costs 
NEw 


I enjoved your concentrated sales 
training article on 
Mar., p 


bothers me 


E-NGLAND 


Ducommun’s 
105), but what 
the statistics 
on turnover of those who took the 
Since 1953, “125 


in the pI 


program 
really are 
UTSC trainees 
wram of which 34 are no 
longer with the 
left voluntaril 

We 


smaller firm 


_ 
ympany, 28 having 


are, und much 
West Coast 


this as a 27% 


ubtedly, a 


than our 


brethen figure 
of § ile . 


loss 


C mplovees ind while 


| might be interested in setting up 
} 
{ 


1 more comprehensive sales train 


lg progTam na nT 


present, by 


omparison r-Iliss 


set-up, | 
shudder at the thought of losing 


more thai ne quarter of the men 


spend so time, 


wed much 


ind effort in tr 


ompan\ 


money 
lining 
oul it’s diffi 
to 
fash 


horrible 


S1Ze 
justify time and money 
in in this extensive 
lar] th the 


ion particulariv w 
may 


possibility that he leave in a 


couple of years, just when he might 
begin to pav off 
Another asp¢ 


the 


ry} ; ' 
‘ } 
phas mn 


t that perturbes me 
that all 


Inside operations 


possibility this em 


and ] 


li salesman 


} 
DCIICVC 


] 


unac 


firm] n outside 


should 


rstand every phase of 


business) may produce a man 


) winds up spending more time 
details and paperwork than on 

the job he’s hired to do 
| don't know the 


I'm just out 


what solution 


random 


1S tossing 
thoughts that occurred to me while 
reading this article. If nothing else, 
it set me to thinking again about 
the all-important 


distributors 


problem facing all 
how can we solve the 
need for voung, aggressive, trained 
salesmen to 


nsure our future? 


\ DIsrrRIBUTOR 


readers’ 


comments 


You Said lt 


You Taking Your Wife to San Francisco? 
. . . Better Let Her Read This First 


San FRANCIS¢ 
qd tf he ir yvourc 
San Francisco fot 


If it’s vour hist it, 


tl 
tii Ch 


there 


surprises 1n store for you 
The weather, for one 


Francisco is air-condit 


1 typical week in June the 


ture will range from 52 


] 
Cit 


grees, average being 7 y 
leave vour cotton dresses 

] 
unless you pial 


ICCCSSOTICS behind 
sightseeing trips outside of the cit) 
San will 
lightweight dresses, 
\ coat 
for the mornings, when fog is likely 
city. A 
suit and blouse is perfect 


take off the jacket in the afternoon 


I ranciscans be wearing 


wool hats 


gloves, even furs must 


IS a 


to curl around the spring 


you Call 
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Plant management everywhere is fight- 
ing hard to bring rising maintenance 
costs down to a reasonable level. It’s 
not an easy battle. Greater efficiency 
in the maintenance department helps, 
but it doesn’t attack the problem at 
its source. And that’s where you can 
help—because right on your stockroom 
shelves, you have a powerful weapon in 
the quality products you sell . . . among 
them, Lunkenheimer Valves. These 
world-famous industrial valves give 


better performance, need fewer repairs, 


The cost of a LUNKENHEIMER VALVE 


} 


cause fewer plant and equipment shut- 


downs. When you have a product that 


offers all these advantages, you can’t 
afford to stay out of industrial manage- 
ment’s maintenance battle. Every 
chance you get, explain to your cus- 
tomers just how Lunkenheimer Valves’ 
attack high maintenance costs at their 
source. You have the answer to one of 
industry’s most difficult problems, and 
industry wants to hear it. The Lunken- 
heimer Company, Box 360, Annex Sta- 


tion, Cincinnati 14, Ohio. 


gets smaller eee and smaller « « « and smoller. 


with each passing year of dependable service. 


LUNKENHEIMER 


CONSIDER THIS SELLING 
APPROACH ON ALL YOUR 
MAINTENANCE-REDUCING 
TOP-QUALITY PRODUCTS 


eler Vane: 
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rT Ttrr 
to let your customers fight their 


battles alone! 





THIS IS 
INDUSTRY'S ' 
NUMBER-ONE Ll 
PROBLEM 
TODAY... 





PLANT 
MAINTENANCE 
EXPENSE 


IS AT AN 

fff! ALL-TIME HIGH— 
AND STILL 
mi CLIMBING 


BRONZE * IRON * STEEL - PVC 


LW WN NHEIIMER 
THE ONE COX NAME IN VALVES 
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INVENTION, 
i in One Easy 


esson | 


ee 7 
nm * 





service charge Or vou could fin 
ish up your shopping in Chinatown. 

You might prefer to lunch at Fish 
erman’s Wharf, then catch a boat 
there that cruises around San Fran 
Or vou could board a 
ferry for Oakland at the Fern 
Building, pausing first to view the 
New World Trade Center 

You probably will want to get a 


raat 


SS MALE LL IER ILS NA LEP IIR SR OS MINT 


wor 


the Pacific. and a good 


limpse of 
intage is the Cliff House, a beau 
ul S] for breakfast or an after 

noon cocktail 
lhe North Beach area is a center 
ight life. Sit at the counter at 
ind the chef will show vou 


flaming desserts. ‘Tn 


make 


A 
\=— 4 = 


t 


ho i brand\ ind 
it La ‘Tosca. Later 


. 
ening vou might want to 


, 
at a Bohemian gathering 


—_ 


} 


A oh a 


e like Hungry i, a dimly-lit ce 


bbbbp 


P| 


ir where ballad singers work a quiet 
pell, or Tokvo Sukivaki (Japanese 


floor, or India 


a 


. 


} n 


the 


' 


children came aiong 


SOCKET CAP SCREWS fyi) akc them 


Here’s the best advice you can give your cust 


\ 


ers, the right answer to the old problem of vil 
tion. Blue Devil Sar-Lok Cap Screws are av 
able in a complete range of sizes from #6 to 1 


+ 
. = 
-» 
. = 
7 
- 
* 
”~ 
. = 


a til 


ALSO SAF-LOK SHOULDER Sar-Loxk is the only Socket Cap Screw on the 
SCREWS AND FLAT HEAD market today that is absolutely vibration-pro 
SOCKET SCREWS It's another exclusive development of Safety 
Socket Screw Company. 
All three ; 
types give ( iT round San | Ta 
you an at ‘ . . . ; 
solute seal I'm a Blue Devil Distributor NN f nating. too. Carmel 
a 


against ...and these products give if 
{ 
\ 





: 
vater 
<= dee es me the finest line of socket screws + i 
as well as available. The remarkable and { > /, to the sout!l \ pleasant aften 
vibration exclusive Sar-Lox vibration-proof f 
é 
4 7 


—«<"" screw gives me access to any to the Vallev of the Moon 


( plant in my vicinity. What more = ] in the wine country north of Sai 


’s colony, is 130 miles 


“\ 








q , 
does a distributor need? ae 
rancisco—where you might visit 


.< i 





vinery and sample a few vintag 


f Another interesting drive is to the 
) [ 7, Mother Lode country, where you'll 


iS } i ee mining towns like Fair Play 


Socket Socket 


Flat Head Socket “Led-Lok” Socket 30 ind Sloughhouse 
t pe 
Set Screws Cap Screws 


Socket Shoulder Socke ' 
ca ' S— Cap Screws cits Hope vou enjov the visit 


MemberASMMA Sold Only Through Authorized Industrial Distributors Sur JoHNSON 
SAFETY SOCKET SCREW COMPANY \NicGraw-Hitt News Bureat 


6500 North Avondale Avenue + Chicago 371, Illinois 


Continued on page 1 
Warehouses at: Los Angeles, San Francisco, Detroit, New Haven, Conn pas t) 
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‘MARVEL SAWS’ 
Automatic Brain 
Adjusts Blade 
Feed Pressure 
and Depth on 
Every Stroke to 


vE YOU FASTER 
. CUTTING-OFF 


The exclusive automatic Dual Power Feed built 
into every MARVEL Series 6 and 9 Hack Saw is the 
“brain” that adjusts and compensates both pressure and 
depth of feed correctly in proportion to the number of blade 
teeth in contact with the work. Once the MARVEL Dual Feed j i details on MARVEL 
is set, no operator attention is required to insure that the . ’ a 
blade is cutting as deeply as possible and practical on every 
stroke . .. regardless of the changing area of the work being 
cut. Whether the Saw is being used for continuous auto- 
matic cut-off of identical pieces or a single cut, the MARVEL 
Dual Feed that practically “‘thinks for itself’’ guarantees 
that the work is cut-off in the fewest possible number of 
strokes. 

Heavy duty MARVEL Series 6 and 9 Hack Sews embody every 

practical design and operating feature to give you speed, accuracy 

and operating economy you can find in no other metal cutting saws. 


Write for the MARVEL 
Catalog and complete 


Ai YNVs 
ARMSTRONG-BLUM MFG. CO. \ t rs 


~ 


5700 BLOOMINGDALE AVE. - CHICAGO 379, ILL, 
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pointing YOUR way to a 


PROSPEROUS 
TOMORROW! 


PRECISION SPINDLES 


5 


Y 
CTANDARD The machinery salesman of today is working 
in a stepped-up era of industrial production 
where AUTOMATION is the watchword — where 
cutting cost in material, labor and time is on the 
mind of every plant engineer and shop super- 
intendent. 


¥ 














That's why Standard is GOOD for Your 
FUTURE . . . Standard Super Precision Spindles 
are “job tamers"’ designed and built by men 
who have been perfecting spindle applications 
and uses for more than a quarter of a century 
. . . Spindles now in use in modern automation 
and re-designs in a thousand shops coast to 
coast. 


Made by experts to infinite standards of pre- 
cision and finally tested in our own sound, dirt 
and vibration-proof laboratory...Standard Preci- 
sion Spindles are EASIER to sell because they 
are backed by success stories on tough jobs. 
And Standard engineers back up sales person- 
nel with ‘‘tailor made” installation information 
where needed. Get the Standard story today — 
Line up with the Standard line for a Prosperous 
Tomorrow! 





Makers of more than 800 different Super Precision Spindles 
. and ready to design 1000 more for industry's needs! 


See Our Display! Booth 511 
Triple Mill Supply Convention 
SINCE 1912 San Francisco © June 18 thru 20 


the STHNOHHAD electrical toot co. 


Write us: 


2520 RIVER ROAD wana oF (RA eerawonsnc 
CINCINNATI 4, OHIO Turoucnour Ny) THE woRLD 
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DURKEE-ATWOOD'S hi-tensile 
NOT JUST GOOD Here synthetic rds ore specia 
s the finest quolity cushion pre-treated for w stretch 
rubber specially compounded na extr m, Gurat 
by Durkee-Atwood's expert 


rubber chemists. Here the 


snd flexit 


queolity your customers want 
Durkee-Atw d 
withstand countle hy 


MULTIPLE BELTS by OD 


flexing Aaxin = eor " ket e mor Atw 


ATWOOD 


a complete line 
serving industry 


dente nen SUPER SERVICE YOUR ACCOUNTS 


loads 
Premium Line with 40% 


wextra capacity for high Here are seven features of Durkee-Atwood’s Super Service 
loads ° . . . . . 

—— that help distributors sé 1 Factory trained distributor 
men <a complete line of Power Balanced V-belts 
3 Preventive maintenance service 4 Fast emergency ser- 





STEEL CABLE vice .. . 5 Readily available field engineers 6 Complete 
V-BELTS design and research facilities at the factory and 7 Com- 

Now ovailable... a com- plete stocks in warehouses across the country 
plete line of steel cable 


nemeuiien, FIND OUT HOW DURKEE-ATWOOD CAN HELP YOU SELL! 
Write for complete information on the Durkee-Atwoo 
Industrial Distributor Plan. 





GENERAL DUTY 
V-BELTS 


Power-balanced con 

struction for maximum 

flexibility, durability and a 
strength 


for weather proof ng 


sound proofir draf ' 
mae COMPANY 
SPONGE RUBBER 


for cushior gaskets 


mounting pads, et FEderal 2-0441 Minneapolis 13, Minn. 














INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 








a : 
Question: What's your straightest way fo new sales You Said It 
to the vast materials-handling market? 


Starts on page 





Another Protest 


Mippte West 

Let me join the protest of “A Dis 
tributor” in your March issue ( p. 7 
descries the practice of sup 


distributor salesmen 


er bonuses to sell their 


other type f 
irs and ow 
msible as 
tmas and other gifts 
igents. In cities where 


} } 


large plants heavily tal 


Answer: The new BEELINE—<« ers, engineers, et 
SCREW CONVEYOR 


with Automatic Straightness* 
and lower cost! 


*k New design and precision manufacturing make new BEELINE sections 
so uniform that the conveyor is automatically straight as lengths of 
trough and other components are assembled. 


In addition to overall outstanding quality and its major improve 
ments over conventional screw conveyors, the BEELINE’s new design 
and production techniques also make possible lower selling prices 


BEELINE advancements mean easier installation, sharply reduced 
maintenance, greater operating efficiency, and interchangeability of 
parts. The new BEELINE design is more readily adaptable to dust 
tight systems. These and other new savings are offered with the most 
compact means for conveying bulk, free-flowing materials such as 
cement, flour, grains, crushed ice, dry chemicals. 


Mail the coupon below for more information on how the new 
BEELINE means MORE SALES, MORE PROFIT FOR DISTRIBUTORS. 


ers GE oe Fa he . = s a AS bd Oe ee A Ol 


4 Send me more information on the new BEELINE Screw Conveyor. t | A Desranuros 


My Name: Title: 


Company: 
Address: Credit Line 


i 
é New York, N. ¥ 


Mail to Dept. 13, P. O. Box 1038, Fort Worth, Texas Editor's Note: In line with 


January 195 
Fort WorTH= | 


STEEL AND MACHINERY COMPANY nt met 


1s distributors, a reader 
Stocks in e Fort Worth e Jersey City e 


Tones Cin 0 Oa . ston toma City @ Denver O1 | copies of Chain Belt 
as An a poe sega IR 1055 a 
cports for > and 


TOMORROW'S PRODUCTS TODAY ontinued on page 1§ 
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One more good reason why it pays to sell CHICAGO fasteners 








4 
7 
| Has 
Me 
Any ot 
aN 
sh 


On our payroll... 
but selling for you! 


CHICAGO’S fastener experts work hard at our own expense, 
to open new accounts for you! Often they work right along 
with your salesmen. Sometimes they work alone. Either way, 
you benefit directly. 

CHICAGO makes a complete industrial fastener line... 
including cap screws and “‘Safety-Plus” socket screw products. 
Furthermore, CHICAGO protects you on sales of all items 
in your territory—whether you make the sale or we do! 

It pays to be a full-line cHIcaGo distributor. Vigorous 
missionary selling on your behalf—plus the most liberal pro- 
tection policy in the industry—adds substantially to your 
profit. Ask us to prove it. Write our Standard Products 
Division—today. 








Continuing sales help. Fastener ex- 
perts selling with you and for you. 


Full protection on all sales in your 
territory. 

A complete fastener line ... over 
4,000 catalogued standard items. 


Superior fastener performance. 
CHICAGO'S unique carbon restora- 
tion process and rigid quality con- | 
trol make it possible. 


Fast service and delivery. 


Preferred by leading manufac- | 
turers throughout industry. 


Specialized engineering and metal- | 
lurgical service. | 





THE CHICAGO SCREW COMPANY 





DIVISION OF STANDARD SCREW COMPANY @ ESTABLISHED 1872 


2503 WASHINGTON BOULEVARD, BELLWOOD, ILLINOIS 
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April is the time to ‘‘zero 


If you aim to sell industrial maintenance equipment, don’t wait until 
vacation time when plants shut down. Your opportunity is now ! 
That’s why we say stock up with Hamilton Rubber Products at once; 
be ready to make delivery right from stock. The next page 

shows you how complete your line can be . 


Write today for more information and literature. 


ATLANTA CHICAGO « CLEVELAND HOUSTON PITTSBURGH 
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HAMILTON HOSE FOR EVERY MAINTENANCE NEED 


<. 


REVELATION AIR HOSE. GIBRALTAR STEAM HOSE 








Hamilton offers you: A complete line—engineering help—regional stock for fast delivery 


— quality products you can sell with security—fast moving items to build your profits. 


MANUVEACTURING CORP. 
: TRENTON 3, N. J. 
A Division of Acme-Hamilton Manvtacturing Corporation 


INDIANAPOLIS * LOS ANGELES * NEW YORK * SAN FRANCISCO 
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by serving indoly 








Sell these Great 
Names in Belt 
Fastening 








-~ 4 FLEXCO 
FASTENERS 


a= 


ALLIGATOR 
CONVEYOR 
BELT LACING 


FLEXCO 
HINGED FASTENERS 


—h 
a 


To many distributors the year 1907 
may not seem too long ago. Many 
of your organizations are older. 
This year marks the beginning of 
Flexible Steel Lacing Company's 
pioneering leadership in the 
development and manufacture of 
metal belt fasteners. 


At this early date Flexible Steel 
Lacing Company recognized the 
importance of selling its products 

through distributors .. . a policy that 
has been rigidly adhered to 
through the years. 


Our 50 years of association with 
distributors has been very enjoyable 
. and rewarding. We have prospered 

and expanded with your support 

and cooperation. 

Flexible Steel Lacing Company 
begins its second half century with 
a sincere appreciation of the truly 
invaluable services rendered 

by distributors. 


FLEXIBLE STEEL LACING CO. 
4633 Lexington Street 
Chicago 44, Illinois 


ALLIGATOR 
V-BELT FASTENERS 
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You Said It 


Starts 





Paper-Weighted Salesman 


PHILADEI 


\\ 


TY) 
Hit 


top exe \ 
7 

f paper work det 
] 

drawe! ind 


st of it solved itself? What 


f sales managers in supply 


rastination 


wouldn't find out if they just 
the outside salesmen: “Okay. 
1 month forget about call 
harts, questionnaires, itin 
ndex cards, etc., et l 
odds nothing 


( repeat noth 
yuld be lost, 


ind sales would 


per man. Stupid thing 


it to me 
\ SALESMAN 





sold through distributors only .. 
For nearly 70 years Ohio 
Brass has maintained the 
policy of selling valves 
through distributors instead 
of competing with them. 





fair pricing policy... 
Ohio Brass believes that by 
standing behind its published 
prices the distributor is as- 
sured of making a fair profit. 





easily identified... 
Because each valve carton is 
clearly imprinted with size of 
valve, type, number, kind of 
disc and pressure ratings, 
order filling and inventory 4 


| more reasons 
why distributors 


taking are speeded up. 


like handling... 


Here, then, are three of the many good reasons 
why you too will like handling O-B bronze valves if 
you are not already doing so. Our representative 
will be glad to call on you and tell you more about 
our products and policies. Just write to the 

Oun10 Brass Company, 380 North Main Street, 
Mansfield, Ohio. 
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ARO — AIR TOOL? 


PORTABLE ELECTRIC TOOLS 


. 





SUPREME BRAND CHULKS.. 
on Ainericas Hinest 


| ADSIN | 

| LEADING 

- TRADE 
MAGAZINES 
E a 
| J POPU Ap 7 
Y R/ 

By) “EcHaNics 

ANO 


— - ——7 
ADVERTISED 
IN SATURDAY 
EVENING 


Supreme Chucks ...in a complete line... 
FOR ALL PORTABLE DRILLS and DRILL PRESSES 





— 


PORTABLE POWER 


LUCLE 


His 











IP FRONT 
Power lools 


The most famous trade names in the world of tools. 





Supreme is proud to display them because each is equip- 


ping some portion of its output with Supreme Chucks. 


To get this unanimous approval Supreme needed to 
offer something extra. What they offered was a tougher, 
more precise chuck. 

Tougher because of 

exclusive inside-and- 


out hardening. More 





precise because that’s the way they are made. — 

When you buy new power tools look for the Supreme 
Chuck up front. When you replace a worn chuck, ask for 
Supreme— it will give you extra service. 


SUPREME PRODUCTS CORPORATION 


2222 S$. Calumet Avenue, Chicago 16, Illinois 


Porter-Cable 





You tell us the job requirements for the file your customers 
need. We have the file that fills the requirements among the 6000 
Nicholson and Black Diamond types we produce. Or, if there’s 
need for a new kind of file, Nicholson’s research department will 
develop the file that’s right for the purpose. 


When you specify Nicholson and Black Diamond files to 
your customers, your recommendations are backed by the expe- 


rience of the world’s foremost file manufacturer. Every time you 
recommend Nicholson or Black Diamond, you add to the con- 
fidence your customers have in you. And confidence makes it 
easier for you to sell more of all your lines. 


REMIND YOUR CUSTOMERS TO SPECIFY NICHOLSON OR BLACK DIAMOND FILES 


From the 3” X.F. Swiss Pattern file to the 


FROM MICRO-MECHANICS /@ 18” Mill Bastard, you can give your 
TO FORGINGS customers a Nicholson or Black Diamond 
file that meets the size of their job. 
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FROM THE FINEST JOBS TO THE COARSEST 
Nicholsen makes a file of precisely the proper degree of fineness or coarseness your customers need. 


FROM FINE WATCHES TO PACE-SETTING AIRLINES 
Regardless of the size of the customer's job, you can recommend a Nicholson or Black Diamond file for his needs. 


"oO 
><, NICHOLSON FILE COMPANY, PROVIDENCE, RHODE ISLAND a 


v. S.A. (in Canads. Nicholson Fite Company of Canada Ltd _ Port Hope. Ontario 


NICHOLSON and BLACK DIAMOND FILES 


WORLD'S FOREMOST MANUFACTURER OF FILES FOR EVERY PURPOSE 
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+ New SSRIiBeoID 


Pipe and Bolt : 
Threading Machine , 


| 


with 7 Universal Die Head 


and 2 Sets of Pipe Dies ‘4° to 2" 


Cash in on this fast-selling bargain in power threading 


Complete machine, including Speed Chuck guaran- 
teed to grip tight any pipe or conduit, forward, 
reverse ... 1 universal quick-opening die head that 
adjusts to size right in machine, with 2 sets of dies, 
one for }2" and *4’’, one for 1”, 1's’, 144”’, and 2” 
A full range of pipe and bolt dies to fit the same 
universal head are available. Roll type cut-off with 
self-centering full-floating cutter wheel . . . Five- 


flute cone reamer, ¥%"’ to 2’ Above 3 tools operate 
swing up out of way u hen not in use, 
so pipe can be chucked from front... Powerful 115/120 
All 500 and 500A die heads 
A terrific 
value—stock it, tell your customers you’ve got it . . . 
and you'll like the sales results! Order today. 


independently, 


volt universal motor... 
and accessories fit this 535 machine .. . 


They can’t afford to thread, cut and ream pipe by hand! 








a felg Gio aig — } 








| ) > Pipe Tools 
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Assures Your Customers Accurate 
Pipe Cutting with Power Drives... 


New Fel ecu 


No. 202 
Wide-Roll Cutter 


@ Built-in wide rolls have double the bearing 
surface on pipe—set and hold at perfect right 
angle with revolving pipe. 


@ Assure accurate start for straight cut ... and 
perfect tracking of cutting wheel. 





"See how it works —close-up view 
C—O as cut begins 


a 
lt a 


- Potents 
— 
fF ZF 7 Applied For 





| 


New RIFEBID 
No. 202 
Wide-Roll Cutier, Ve’’ to 2” 


A New RIGID Fast Seller! 
Straight Clean Cuts Every Time 








New RI@&(O Wide-Roll Cutter is foolproof 

always get straight clean cuts, by hand or 
power—thin-blade cutter wheel assures least 
burr .. . No bother with special rolls . . . Bigger 
handle for easier cutting . . . New long shank 
protects threads on cutter screw from wear on 
power drive support bar . . . Rugged warp- 
proof body . . . Widely advertised .. . pay you 
to stock up—order today! 


—=_ FY = — a =, 
a > 
a = ae 
Work-Sa Pipe Tools 


The Ridge Tool Company, Elyria, Ohio, U.S.A. F : \ 
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The Catalog they 
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~ 


reach for FIRST 


IMPORTANT 
FEATURES 


HELPFUL INSTRUCTIONS FOR 
CHOOSING AND USING VALVES 


pages of basic infor 
ndamentals of 

and Applica- 

4S a guide in 

correct type of 
srovide instruc- 

their proper instal 
and maintenance to 


naximum service life 


FOUR TYPES OF INDEXES LEAD 
QUICKLY TO DATA NEEDED 
Four-way indexing Gen- 
1, Alphabetical, Fig. No., 
nd Sectional leads the 
istantly to the infor 
mation desired, from any 
point of reference pat 
tern, met number, or 


function 


VALVE SPECIFICATIONS LIST 
ADVANTAGES AND MAJOR USES 
Every Jenkins Valve in every 
group, Bronze, Iron, Cast 
Steel, and Stainless Steel 

is fully illustrated and 
described in detail, with an 
explanation of its principal 


advantages and uses 


USEFUL TABLES 
AND REFERENCE DATA 
TO WIN FAVOR OF ENGINEERS 


In the 23 pages of the 
“Engineering Data” section, 

No. 56 provides a 
compilation of useful 
requ red tables, charts, and 
codes the information 
wanted by the men who plan 
piping layouts . . . and spec- 


ify valves 


ig it Fk 


ROR APE 


gives Jenkins Distributors 


an in’ when and where 
valves are being bought 


Your problem of being in the right place, at the right time to 
swing a valve order is something your helper the new 
Jenkins Catalog . . . usually can lick for you. 


Every one of its 296 pages was designed to make it the Catalog 


industrial buyers will reach for FIRST when they need valve 
information. Any specifier or buyer who has carefully exam 
ined this new catalog WILL turn to it first. For, no other 
single book holds so much clear, easy-to-find data on valves 
and how to select and use them. 


It will pay you well to spend a few moments showing your 
customers how much help there is in the new Catalog No. 56 
sent to them by Jenkins during the past year. Some important 
features to talk about are printed here. Look them up In your 
own Jenkins Catalog, now, and call them to the attention of 
your customers. You can make this Catalog a potent on-the- 
spot helper whenever valve orders are being placed. Jenkins 
Bros., 100 Park Ave., New York 17. 


JENKINS 
VALVES <@& 


h Leading Distributor 
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GOOD TOOL SALES 


START WITH GOOD TOOLS:: 


You can make money with these BLACK- 
HAWK Tools that save time and trouble for 
your customers. They are designed by me- 
chanics for mechanics to handle industrial 
maintenance jobs quicker, easier and better— 
to sell fast and make more profits for you. 
BLACKHAWK gives you a complete, fully 
guaranteed Line, including all the basic Tools 
your customers use every day, plus scores of 
special-purpose Tools for industrial repairs 
and service. 


One of the many Service Sets 
of BLACKHAWK Tools that 
ore so popular in many fac 
tories and Tool cribs today 
Ask vs to show you how 
these Sets can make Too 


sales for you 
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THE STANDARD of INDUSTRY FOR 
MAINTENANCE and PRODUCTION 


These great Tools have the precise fit, 
perfect balance and rugged turning 
power required in industrial mainte- 
nance. Famous BLACKHAWK alloy 
steel Sockets, Drive Parts and Engi- 
neer’s Wrenches handle the toughest 
nut-turning jobs with ease—and their 
triple-plate Chrome finish guarantees 
a lifetime of rust-free service. More- 


standard. They are job-engineered, 
made of the finest alloy steel, all fin- 
ished to the peak of perfection. You'll 
find BLACKHAWK Tools easy to sell 
—and hard to beat in any type of in- 
dustrial maintenance or factory pro- 
duction. Ask about the sales-active 
BLACKHAWK Hand Tool Line to- 


day. Write for complete catalog and 


over, all BLACKHAWK Hand Tools 


measure up to the same high quality 


prices. The New Britain Machine Co., 
New Britain, Conn. 


PLUS SPECIALIZED TOOLS FOR MAINTENANCE AND SERVICE 


. a 


i 
T —! SF 
ny : 


1-INCH 
DRIVE TOOLS 


S~) 


HEAVY DUTY —s«iéPIPE 
TENSION WRENCH WRENCHES 





= BOX, 
~* OPEN END 
& COMB. WRENCHES 


ADJUSTABLE CHAIN 


IMPACT SOCKETS WRENCHES WRENCHES 











| 


bh aurk dean 
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NEW BRITAIN, CONN 





SPS announces another 
HALLOWELL ERECTOMATIC™ 


Here’s what we are doing 
to help you sell it: 


nth leading industrial publica- 
nounced ERECTOMATIC steel shelv- 
ir editorial columns. This month 
ng the first Of a series ol 

nts to promote it. For the 


nonths other advertisement 





s 


e word. During this time, 


back up space advertising 





ilings to selected lists: wil 
with imprinted self-mailers 
reprints, and price lists to 


lop sales. And our sales 
will work with you in 
sales force. To get your 
literature, contact A. W. 
r of Advertising, STANDARD 


Jenkintown 13, Pa 


STANDARD PRESSED STEEL CO. 


JENKINTOWN PENNSYLVANIA 


AKAN 


FAST ASSEMBLY. Just position the shelf supports, insert the shelf, press the unique locking 


device, and the job is done. No tools or special instructions necessary 
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new line of equipment 
Steel Shelving 


“2 


QUICK SHELF CHANGE. Release the STRAIGHT OUT-AND-IN SHELF CHANGE. N. INDEPENDENT SHELF POSITIONING. | 
locks, remove the shelf and its sup- tilting to interfere with any other shelf. N shelf can be r i re 
ports, relocate and press the locks. time wasted unlo 


It takes only seconds bin fronts, par 


FULL USE OF SHELF AREA. No angles or tees; beaded COMMON SIDE PANELS AND POSTS expedir 
corner posts make full area of shelf usable. No box Save material between adjacent units 


guides are f led Dack 


(te 
dies 
BEADED FRONT POSTS AND BOX FULL-DEPTH SHELF SUPPORT. The 4 CLASSES OF SHELVES. R 
FLANGED SHELVES prevent snagging load is distributed over the entire heavy and extra-he 


of clothing or stored goods: also depth of the shelf. No buckling ts oad re eme M 


injuries from sharp, ragged edges possible 





—ann. 
BRA 


UN D 


—_—_—_—— eee 
ee 
Ko SOCKET SCREW PRODUCTS FLEXLOE srisiockinc nurs «= MALLOWELL SHor cquipmenT §EL-LOK sprinc Pins 
ie SS Ee 





INDUSTRIAL DISTRIBUTION e¢ APRIL, 1957 





THE BALANCED 


LINK V-BELT 


Distributors! 


This big 4 page color insert, 
(the next four pages) will appear, 


with the name of each Veeles Distributor, in: 


MILL & FACTORY, April 
FACTORY MANAGEMENT & MAINTENANCE, May 
PLANT ENGINEERING, September 


It is the first in our new heavy-duty advertising campaign. In addition 
continuous two page spreads and one page ads will run throughout the 
This program is designed to back our policy of selling exclusive) 
through trained distributors. 
Read this Te//-A// advertisement carefully. It re-emphasizes 
the many advantages of Veelos over endless V-belts. Manheim Veelos 


is the high profit, low inventory line. 


For additional information on Veelos, write to: 
Mr. Vincent K. Alexander, Sales Manager, 
THE MANHEIM Mpc, & BELTING CO., Stiegel St., Manheim, Pa. 
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What do YOU do when V-Belts 
stretch or break? 


“If a belt breaks, we just go on 
without it. Doesn’t everybody ?”’ 


Many do—-but then you get 
..More slippage 
.. less production 
. wasted power 
.. excessive wear to remaining belts 
.. uneven sheave wear 


I slide the motor back!’’ 


That's fine, BUT 

You run the risk of the drive 
heating up, causing excessive bearing 
wear. Tight belts wear faster 


“We replace the whole set... 
we don’t fool around!’’ 


Okay, if your company can afford 

the waste and time. BUT if you believe 
in getting the most for your 

V-belt dollar... 


Turn page for some sound V-Belt advice from ygélas 





Veelos Adjustable V-Belts 
ave You Money Where Time Counts! | 


"My downtime headaches are over! With Veelos I cut 

downtime up to 90%. There’s no tearing down outboard bearings, no resetting, 
tilting or moving motors to make belt replacement or repairs. 

Adding or removing one Veelos link may save you production HOURS too.” 


"Veelos is more than a time saver, it eliminates costly 


vibration! Veelos V-Belts are absolutely uniform; every stud and link is 
identical, every foot of every reel is perfectly balanced. By using a vibration 
analyzer, the Veelos representative tested my endless belts against Veelos 
Belts. You'll see the difference too, vibration reduced up to 89%, fewer 
rejects, less bearing and machine wear.”’ 


"Veelos is more flexible, cooler running, longer lasting! 
Sectional construction and beveled links allow greater flexibility, 

shorter centers, smaller sheaves, reduce slippage. 260% more surface-cooling 
area, plus beveled links, naturally makes Veelos cooler-running, longer-lasting.” 


316 different sizes on four reels. With four 100 ft. reels Uncouple from reel, 
of Manheim Veelos (O,A,B,C widths) you can replace as many couple together, roll 
as 316 different sizes of endless belts—and Veelos stores in on. Merely a matter 
inches of space! Veelos cuts your inventory to a minimum minutes. panel ver out 
No obsolescence or deterioration, no worries about having board bearings. Remem 
specific length sizes in stock. With Veelos your inventory ber, measure Veelos 1 
problems are licked per foot short of pitch 
length and force on sheaves 
by rolling. It won't stretch 
any more than any other 
belt on properly belted 
drives 


Test proves Veelos 
knocks out costly 
vibration! Withelectron- 
ic vibration analyzer your 
Veelos salesman can show 
you in just 15 minutes 
how Veelos V-Belts reduce 
costly vibration as much 
as 89%. 





COOLER RUNNING- 
LONGER LIFE! 


r ge 
4 4 —~g 
= 


BALANCED 
CONSTRUCTION! 
Each Ve let 


“A 


As 


VEELOS FITS 
SHEAVE PERFECTLY! 


>= 
Be weidd 


D MORE 
" FLEXIBILITY! 


~<A 


The 
i 


Add it up...Veelos gives you more for your V-Belt dollar! 


Sales are up! More and more industrial plants are now 
standardizing on Veelos V-Belts. This can mean only 
one fact; Veeios is more economical in the long run. 


4 types for 


~—S 


REGULAR WP OILPROOF 


For oily and hot drives 


Double-V available ir 


For genera! service 


NEW—TD & TE VEELOS 
Patented stud, cup washer and T-screw 
design. For use on D&E drives. Available 
coated, in regular and oilproof 


| 


Your V-belt problems can be solved by Veelos’ easy 
installation, vibrationless performance, lower invento 
ry. Install Veelos on all your drives and save money 


all drives 


COATED 


How about a date to prove our claims? Call the Veelos distributor nearest you. 


Turn page for his name... 





Your authorized VEELOS distributor is a V-Belt expert 


Call him today 


ALABAMA 
Birr m: Continental Gin Co. Wimberly & 
Thomas Hardware Co. Mobile: Turner Supply ‘ 


ARKANSAS 
Crossett: Tri-State Mill Supply ‘ Fort Smith 
Bruce Co. Little Rock: Hollis & Co. Pine Bluff 
riState M Magnolia: M 


ntinent Supply ( 


Suppl) 
upply | 


CALIFORNIA 
Bakersfield: Power Transm: 
Fresno: Pacific M 
Beach nes Hardware ( 
Andrews Hardware & Meta! ( 
& Mechanicals. Oakland: H - te 
Supply ‘ Oxnard: Gordon | 
Reliable Bearing & Supy 
Sacramento Rubber 
Salinas: Seaboard Equ 
San Bernardino: Reliable Beart 
SanDiego: Standard | Supply 
San Francisco: Bearing Engir 
i f Calif. San Jose: Orchard Suz 
San Pedro Marine Hardware 


wer Transmiss 


pmer 


ar 
Building 

South Gate: | F 
Stockton es Bearing 


COLORADO 
Denver hnson S Sterling: M 


CONNECTICUT 
Bridgeport: Electric Maintenance Service 
Hartford: J. R. Braze Sullivan T & 5 
New Britain & Khe New Haven 
Mersick & New London i — 
Supt Norwich I "Stamford 
Frank M. Wes : 


DELAWARE 
A. Newton & & 
, Brig 


Bridgeville 
Ellis & 
Renes justria 


DISTRICT OF COLUMBIA 
Washington: Noland 


FLORIDA 
Fernandina: Standard Hardware Fort Lauder- 
dale: Vogel's Marine Supy Fort Myers 
Supply. Jacksonville: Miller Ma 
IPT Key West Mar 
Lakeland Miarm 


Standar 
Wahkemes r 
Supply Hor 
handler 

Nery 


kins-Ca 

Panama 
Pensacola 
Saint Augustine: Mar 
Industrial S 


GEORGIA 
Albany: WI Atlanta 
Supply Southe Augusta 
nond Supr I e Supy Brunswick 
Helms & Langston. Columbus r 
ron V rks Dalton Southerr \ Salers 
Dublin eae pply & Serv Macon: Ma 
Savannah D. |} s 
hip Chandlery & Thomas- 
r pt Valdosta: Vaid 
rks. Waycross: Wa ery & 
West Point rzia-Alabama = 


Parker 


sta 


ross Batt 


IDAHO 


Coeur d'Alene ar Wallace 


ILLINOIS 
strial S Bloomington 
Cairo 
¢ & Shafting dualit 

Vecatur: rield & 
Ir Stor Peoria 
Rockford ert Va 
, A 


Taylorville 


INDIANA 

Anderson versa tr 
Seward & Columbus ua 
Elkhart Kegerre Sanwiie 
I ,. Fort Geen Nationa 

Hammond: sta 

In anapene 
okomo: N orthe 


Bloomington 
‘ 


ras 


Kir Risk pr 
Baker Specialt & Supe 
versal Electr Muncie 
Richmond ve I 
Terre Haute iwell & 


rsal | 


1OWA 
Cedar Rapids: Allen Supply Co. Davenport: Indus- 
trial Engineering Equipment Co. Des Moines: 
Electrical Engineering & Equipment Co. Fert 
Dodge: Leighton Supply Co. Muscatine: Barry C 


KANSAS 
Ellinwood: The Happy ‘ Great Bend: Mid- 
nent Supply ( Liberal: Mid-Continent 
upply Plainville: Mid-Continent Supply C 
Wichita Bearing Service ( Reschke Machine 
Works 


KENTUCKY 
Frankfort nd apply Lexington 
‘ Louisville: Ne 
Henry A. Petter 


mwe ! 
LaVielle Paducah 
9 LOUISIANA 
Harvey: Mid-Continent Supy Houma: M 
tinent Supply Lake Charies Mid-Cont 
Supe { New Iberia: Mid-Contine 
‘New Orieans: McLellan Equipn 
"Shreveport Hollis & Mid t 


MAINE 


Brewer: Stanie Lee 
ak ‘ wards & W 


Portiand 
aiker 
MARYLAND 

Baltimore: A. K. R Fleck 

rer WLR i Controviie 

arts & | pret Cumbertand 
Pr Frederick motiv Indust 
Glen Burnie: B 

Hagerstown tz Mfg 1 

Salisbury: R rer & & 


MASSACHUSETTS 
Boston 


i 


Avon 
& Far ar 
Framingham 
s Hardware Holyoke: 
Lawrence: Treat Har 
Bedtors Ma ery Sales Cort 
arris ase Tu 


Berkshire 


perating 

Cambridge 
Asrow Elect 
“a 
ware 


Russe 


Orange 
acturing Pittsfield 
Provincetown: La i Mar 
tele “ F Taunton 
Worcester: Brier Lor 


war 
MICHIGAN 


Ann Arbor: 
ware-M 


Adrian tility & 
Aipena Supt 
Creek: Kenda 
Harber: Ind 
Detroit ‘ V rT 
Escanaba tfie fa e & Foundr 

Flint: Gransden-Ha Grand Rapids: Hayd 
s Jackson ty & I strial Su 
Kalamazoo: h Mill Supy 
Lansing: M e rt ae 


De Haas 


Petoskey: Fochtn 
Mill Supy 


Hard 


Hardware 


ent ‘Saulte Ste 

Marie: s Traveres City 
MINNESOTA 

Duluth: Minnesota aring Hibbing 

Nott “Minneapols yr. 8. 3 St 


Paul 
MISSISSIPPI 


Laurel: M t t Su 
Natchez: Vi 
Vicksburg: Souther 


Meridian 


Soule Steam Feed W ork 


MISSOURI 


C.ty tear 
St. Louis 
rp. Springfield 


Kansas 


MONTANA 
Great Falls: } Motor 


NEBRASKA 
Kimball: M 


NEW HAMPSHIRE 
Berlin: k Harve Keene 
4 ght. Manchester o™M 


NEW JERSEY 
Camden Villa. H. Fisler Hawthorne: 
Sievers Belting. Hoboken n Industria 
Milttville Nationa! Distributor. 
nase 1 New Brunswick 
Passaic: New 
Trenton: W ile 


Newark 


Williamsport 
ery 4&8 


NEW MEXICO 
Gorman Eng f New Mex 
Machine & Welding Eunice 
Farmington: M 


Albuquerque 
Carisbad: Hal 
Mid-Continent Supr 


Continent Supply Co. Gallup: Ga ar Parts & 


Supply. Hobbs: M 
NEW YORK 
Albany: R. BW & Amsterdam 
Beitmore Li ral B 
ng t tr : 


“Brook lyn 


i Sales. Jamestown 
Lindenhurst Long 
Long island City: Furst 
W b 


" { Syracuse 
Troy g 4 
& 
et Watertown 
Yonkers 
NORTH CAROLINA 
Chartotte 
M Durham 
Gastonia 


Asheville: As 
{ize Text 
Supr Elizabeth City 
rifin S Goldsbor 
Greensboro M Hickory 
Smith - Lincointo . . “ 
Mount Airy: Merritt M 4 

New Bern ar : t . 
Plymouth n prolina Raleigh 
illon Sug Rocky Mount 
Sanford ’ r 
Shelby: = 

HIO 

Akron: Vi Mur Barberton 
& Supy Canton r 4 
Cincinnati . 
elting Cleveland 
Columbus 

Lima: Stee stria 
rp. Sandusky 
Springheld M cS 

istria Toledo 
&s I ting & : . 
Warren & Mfg Zanesville 


" ak 
Dayton 
Marietta 


Steubenville 


OKLAHOMA 


Chickasha ka 4 

Duncan: VM t Oklahoma 

City Mars A M 
trnent Seminole 

Mid t t Tulsa 

Ma. ‘ 


OREGON 


Portland Rubber & 
~ r t « 


PENNSYLVANIA 
Allentown r tr 
Serv Bradford 

Bridgeport I I a Chester 
Sons. Easton: Vi T an & 
WV elle Greensburg 

Johnstown 4 : 

r 4 Leba 

war Lewrst 


, yur 
" urg 


New Castile 


r Washington 
Wilkes-Barre: H { 


York 


he gives good service! 


RHODE ISLAND 
Providence 


Ma 


Charleston ebt arleston Supt 
Florence Greenville ree 
ville Textile 8 Greenwood: Dixie Hard 
& Mills Spartanburg: Brown-Rogers 
us Someries S M IPT 

T : 


Sumter: B. L. Montag 


TENNESSEE 
Chattanooga: N ola Kingsport 
z rp. Knoxville: Hoyt N. Pa 

Nashville: K 


TEXAS 
Abilene: M S 
2 a em M 
Beaumont: Bra Kra 
t ts Brownfield: Vi 
s Brownsville la 
Corpus Christi Ala r tra 
Kra Dallas tr ering & Supy 
Fal- 
Worth 


Amarillo 


Bowie: Mid 


Ei Paso: | ting 
furrias: VM t t Fort 
ra strial 3 
Gainesville 
Harlingen: da 
Houston: bra Kra 
Su Kermit: M 
Kilgore: American 5 
S Lubbock 


rk San Antonio 


Snyder: M j 
t Waco Ls 


Heavy 


Wichita Falis: Hor 


UTAH 
Salt Lake City 


VERMONT 
Barre s & 5S Burlington 
M Poultney ray | 


Johnsbury 
VIRGINIA 

Bassett I lardwar Grundy 
\ : cag — ta We 


Richmond 
Roanoke 


WASHINGTON 
Everett tt ra ss 
Seattle r t 
Spokane s Mfg 
t-Atwater Tacoma 
Walla Walla: Morr 
‘ " Yakima ra A 


Wenatchee 
rans 


WEST VIRGINIA 
lardwar Charleston 
Huntington 
Martinsburg WH 
Parkersburg r ate Tool & 
Wheeling ? icts 
a & r 
: 


WISCONSIN 
Eau Claire: V H : Green Bay 
ert r LaCrosse: Wiggert Br 
Madison r Ela Manitowoc 
t r Milwaukee Ma 
Sheboygan 
Wausau sin River 5 
WYOMING 
Newcastle 


MANHEIM 


MANUFACTURING & BELTING 
STIEGEL 


2000 


co. 


ST MANHEIM, PA. 


Write for Veelos Data Book or Veelos Vibration Demonstration 


out 


“Industrial Belt Specialists Since 1911" 
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Complete line stocked by 
the Standard Tool Distributor in your area 


Proper selection of Milling Cut- ‘ 
ters from the Complete Family of 
“Standard” rotary metal cutting 
tools is the answer. 

Modern metallurgy, sound engi- 
neering and fine craftsmanship have 


been built into these outstanding 
tools. 

For low cost, high quality milling 
specify ‘‘Standard”’ Milling Cutters. 


~~ om 


Quality Toots Since (887 





1Y,V33 De ROY) Om GO 


_ 3950 CHESTER AVENUE CLEVELAND 14, OHIO 


FACTORY BRANCHES IN: NEW YORK « DETROIT «© CHICAGO « DALLAS «© SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Toole - Gages 








“U.S.” Splicing tapes sell in vast quantities 
because of the ready demand for any product bearing 
the United States Rubber Company name. 


These tapes are used and advertised the year 
‘round to the electrical industry, manufacturing 
plants, hardware field, to name a few. 

Backing up “U.S.” Splicing tapes is this big plus: 
THE NAME U.S. RUBBER REACHES INTO 

MINDS OF INDIVIDUALS AND OF INDUSTRY EVERY 
DAY, ALL YEAR LONG, THROUGH ADVERTISING IN 


NEWSPAPERS, MAGAZINES, RADIO, TELEVISION AND 
BILLBOARDS, with products that are household names 


U.S. Royalastic Plastic Tape 


U.S. Security Rubber Tape 


sales tap ei 


—names such as U. S. Keds®, U. S. Royal Master 
Tires, U.S. Golf Balls and widely used rubber 
or plastic products. 


Make your sales taper up with the volume line, 
the profit line. Order “U.S.” Splicing tapes from 
any of the 28 “U.S.” District Sales Offices, 

or write to us at Rockefeller Center, 

New York 20, N. Y. 


Mechanical Goods Division 


“U.S. SPLICING 
TAPE! 
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CARMET 


THROW-AWAY 
TOOL BLANKS 


improved this 


cutting operation 


al 


A leading West Coast manufacturer now uses Carmet CA-610 tool 


Write for the NEW 
CARMET CATALOG | for machining components of jet engines and gas turbines. Since switching 
; 


to this special steel-cutting carbide grade, production has sharply increased 


from 28 parts per blank fo more than 8 

Carmet throw-away blanks are designed for any type of tool holder. This 
same manufacturer reports that the ease and speed with which used blanks 
may be exchanged for new ones has reduced downtime for tool change- 


over by 7 

Advantages such as these are important in your industry, too. ¢ 
Carmet dealer TODAY for his advice on any production problen 
may have... or write Allegheny 1 lum Steel Corporation, Carmet Di 


Detroit 20, Mich 


For ALL your CARBIDE needs, call 


Allegheny [udlum 


Address Dept. ID-88 
} Branch Offices or Distributors in Principal Cities 
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“DELTA is our 


. 


= 


READY TO DEMONSTRATE—Delta tools are prominently 
displayed and set up to demonstrate ot H. W. Mills & Co. 





In business serving northern New Jersey in 
dustry since 1870, H. W. Mills & Co. prides 
itself on providing a well-rounded, full stock 
supply to its customers 








4 
i 
ihe 








tA ; : yus@ 
An attractive window display of Delta tools and 
accessories helps to interest “will coll” customers 


in power tool possibilities and gives salesmen the 
opportunity to discuss Delta tools. 








Ted Radimer (right), floor manager, points out a Delta 
fecture to Jack Prall, purchasing agent 


H. W. Mills & Co. customers often specify Delta tools 
by model number when they order by telephone. Taking 
orders quickly and accurately, Mills “inside” men ac 
count for a large volume of business and help to build 
customer confidence in Mills service 





fop profit line 


says H.F. Mills, President, 
H. W. Mills & Co., Passaic, N. J. 


In providing a well-rounded, full stock service to its 
customers, H. W. Mills & Co., leading industrial sup- 
ply firm in northern New Jersey, handles a great 


many lines--with 32 classified as major and 80 as 


secondary. 


‘“‘Delta is always among our top ten lines 
in sales volume,” says H.F. Mills, pres- 
ident, ‘‘but on the profit side—when you 
figure margin, cost of service and turn- 
over—the Delta line is on the very top.’’ 





Salesmen Like Complete Line 


H. W. Mills & Co. has nine outside men and four- 
teen inside who take time to know customers’ re- 
quirements. Mills men serve a wide variety of 
industries and find that every shop—large or small 

has some need for Delta tools. And they can give 
the customer exactly what he needs from the com- 
plete Delta line. 


Customers Pre-Sold on DELTA 


Delta’s consistent national advertising and promo- 
tion create a strong customer preference which 
makes selling Delta tools an easier job. 

“From our point of view,” states Mr. Mills, “the 
only problem in selling Delta tools is finding the 
opportunity to describe and demonstrate them to 
our customers. Once we have the chance to point 
out the advantages of a Delta tool, we don’t 
worry about competition.”’ 


DELTA Quality Builds Repeat Business 


Mr. Mills notes that initial sales of Delta tools often 


Herbert F. Mills, President, and Frederick Kraft, Secretary, H. W. 


Mills & Co. “The Delta line is no longer sauce on the -vdding,” 
soys Mr. Mills, “but meat and potatoes business 


create a buying habit. “‘As soon as a customer has 
one Delta tool in his shop, he specifies Delta on 
future orders—and frequently even knows the model 
numbers. We know that this Delta Quality builds 
sales volume—and that repeat business reflects cus- 
tomer confidence in H. W. Mills & Co. as well as 
the products we sell.” 

The continued growth and success of H. W. Mills 
& Co. with Delta is typical of leading industrial 
distributors throughout the country. The reason 
When Delta Quality is backed by dealer service of 
equally high quality, the result is bound to be growing 
sales and profits. Delta Power Tool Division, Rockw 
Manufacturing Company, 634D N. Lexington Avenue 
Pittsburgh 8, Pa. 


another product by 


DELTA’ 


ROCKWELL 





HEWITT-ROBINS continues — 


As distributors, you are as important to us 
as your customers are to you. And we both 
must render efficient service if we are to 
succeed. Thanks to our distributors, we 
have been able to expand and improve our 
service. H-R now has 10 warehouses and 
42 sales offices serving distributors of 
Hewitt-Robins belting and industrial hose. 
A new H-R warehouse and sales office 
has been opened in Birmingham, Ala., to 
assure faster delivery to our customers in 
the South. A new District office has been 
created in San Francisco to take care of the 
growing business in this area and the 
Northwest. These are in addition to the 
new Pittsburgh sales office and Philadel- 
phia warehouse announced last month. 
Hewitt-Robins field engineers are always 
ready to provide your salesmen with tech- 
nical service and assistance. They know 
how H-R products can help solve your 
problems. Feel free to call upon them. 
F All advertisements for our Industrial 
IN SAN FRANCISCO, BES Rubber Products Dit ision will direct 
IT’S THEODORE C. ZINTER \ readers to your listing in the local 
Mr. Zinter was formerly manager of 


NY 
lassified telephone directory 
H-R’s belt sales and development 


department at Buffalo. As manager HEWITT-ROBINS - STAMFORD, CONNECTICUT 
of the newly created San Francisco 
sales district, he brings a wealth 
of experience to his new job He 
joined H-R in 1920 and has played a 
Dig part in many very important 
technical advances in hose and belt 
conveyor systems. He and his staff of 
field engineers will be giving closer 
attention to the needs of this ex 


panding area 
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TO EXPAND ITS SERVICE TO DISTRIBUTORS 


IN BIRMINGHAM, 
IT’S CLAUDE ANDREWS 


Mr Andrews joined the 

Robins sales organization in 1! 

has had a lot of practicai fe 

rience and is well qualified 

you dependable technical servix 
assistance whenever needed 
manage the Birmingham, Ala 
trict sales office and the new wars 
house, which will carry a full line 


repl acement conveyor belting 


iler 


hose conveyor machinery parts 


other Hewitt-Robins products 
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No matter how many cutting tools 
the “whole package” is available 


MORSE -FRANCHISED 


Take a close look at this set-up and you'll see 
these 7 tools: Center drill, cobalt drill, carbide 
core drill, facing and turning tool, roughing 
reamer, finishing reamer, tap. 

One man supplied all seven tools. And he, of 
course, is the Morse-Franchised Distributor . . . 
the only source for all the varied requirements 
of a complete tooling job like this. And the job 
is protected .. . results insured . . . by Morse 
Quality in every single tool. How are your cut- 


ting tool sales . . . the most? 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASS. 
Subsidiary of VAN NORMAN INDUSTRIES, INC. 


Warehouses in New York, Chicago, Detroit, Dallas, San Francisco 
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in a set-up... 
from the 


DISTRIBUTOR 





with the acquisition of FLEX-O-TUBE... 


FLEXONICS gq 


TRL 


in 


now offers the FIRST COMPLETE LINE 
of flexible hose products in all materials 


im > de) 
Metal Hose and Fittings 


Now at your service are the combined know-how 
and engineering and manufacturing facilities of 
two leading manufacturers of flexible tubing. For 
you, it means better service on all your fluid con- 
veying problems. 

In joining forces with Flex-O-Tube, Flexonics 
Corporation now offers combined experience total- 
ling 85 years. The combined field sales and service 


FLEX-O-TUBE® 
Rubber and Synthetic Hose and Fittings 


organizations operate through 15 offices in princi- 
pal industrial cities with representatives in scores 
of additional centers and in thirty foreign coun- 
tries. 

Now more than ever before it will pay you to 
bring your fluid conveying problems to Flexonics 
Corporation—the one manufacturer who can an- 
swer virtually every need. 


PLANTS AT = +; 
Maywood, Illinois * Inkster, Michigan xX nics nia 


* Elgin, Illinois © Memphis, Tennessee * 
Rock Falls, illinois * Savanna, Iilinois 
* Elizabeth, New Jersey * North Holly- 


comcage as moarae HOSE FLEX-O-TUBE DIVISION 


wood, California * Brampton, Ontario General Offices: 1314 S. Third Aa Maywood, III. 


© Windsor, Ontario H.1 In Canada 


Fiexonics Corporation of Canada, Limited, Brampton, Ontario 


Also Manufacturers of 


Expansion Joints * Bellows * Thermostats * Aircraft Assemblies and Components 
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TOOL ROOMS ove gammeter 


OPPORTUNITIES 
FOR DISTRIBUTORS cep png arn pe 


YOU CAN SELL str 
in volume, and sp 
needed, wit! 


manufacturing rcowecsas | ‘Tool Room Grinding: a rich, steady market 
for Distributors with the Right W ‘heels 


In every metal-v 
tools must be don 
are produced 
and grinding 

This means 
growing demand 
standardized 
They're small 
high, stead 
profitably by buy 
You CAN SELL 
IN pope 
t Th 1 standard shape for is also an advantage t 


Even the m 


5 irpening tricat cutters 
P customer specify wheels This ts pecially tr with Bay Srat 


GRINDING WHEEL SPECIFICATIONS FOR TOOL AND DIE STEELS 


should have a copy on lesk. If not. write for 


CAN BAY STATE HELP YOU? Tak 
your area with an eye for business 


complete package of practi 


able tro you now fror 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U.S.A. 


Branch Offices and Warehouses AN 
Sar\ 


Bristol, Conn, Chicago, Ill., Cleveland, Ohio 
, Detroit, Mich., Pittsburgh, Pa. 
TOOL ROOMS BUY large quan ’ ‘ gh, WHE 1h 
tities of cup wheels, both straight in Canada: HiSo PROGRESS 
and flaring shapes hey are the Bay State Abrasive Products Co. (Canada) Ltd , me | 

work hors f tool and cutter Brantford, Ont ‘ | } 2 


grinding ~ é 
nw 
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"No doubt about it! This new SKIL selling idea will do great thir 


our power tool business. This plan works from top to bottom. Complete 


advertising coverage to every market we sell! A direct mail program to 
our best prospects—tailormade for us. Five separate mailings—thou 
sands of pieces on our own letterhead. Newspaper ad mats, envelope 
stuffers, giveaway premiums, sales promotions—all selling the SAVE 
with SKIL idea. Sales manager Elmer P. Stark, at my right, wil! use 
every part of this program and we definitely expect to increase our power 


tool sales over last year 





“The SAVE with SKIL selling idea 
- means hot power tool sales for us!” 


says Mr. Joseph J. Badalli, President 
Standard Equipment and Supply Corporation, Hammond, Indiana 





**Mr. Stark got a fine reaction from the salesmen at the meeting “Not only does SKIL give us a 
introducing the program. The men could see how the ads, the tools as well. Making calls is easier 
direct mail, the premiums and the promotions were going to save salesmen, is selling the new 

them selling time and save turndowns. This means more sales and Raymond, purchasing agent 

more money to them. And they believe in the SAVE with SKIL Hammond. He hit all the new feat 
idea—no matter what you have to saw, cut, grind or drill, there’s more powerful. SKIL salesmen, like 
a SKIL tool to do the job faster, better, cheaper. Their experience also makes calls with my men. Thi 


proves oo benefits in a new tool 


Experience proves the SAVE with SKIL id 

“‘When our direct mail program reaches the actual user, it hits This is the 
home. We know from our experience selling to these men, like sales. It’s new 
Clarence Nelson, senior machinist at American Maize Products und my salesmen. It’s a selling idea we 
that SKIL tools mean big savings. This is a result of the top Standard and we're going to. To us 
quality of SKIL tools straight across the board. That’s why we _ sales in 1957! 

are enthusiastic about the SAVE with SKIL selling idea. We knou 

the actual user will understand what we're talking about and 

want to hear more. That makes for bigger sales.” 


This is the exciting story of one of the midwest’s largest industrial 
distributors —Standard Equipment & Supply Corporation, Hammond, Indiana 
It is told by Mr. Joseph J. Badalli, president of the corporation and a 


distributor for more than thirty-five years. He calls the SAVE 

with SKIL selling idea the best plan to increase power tool sales he PORTABL TOOLS 
has ever seen. It will mean greater enthusiasm, fewer turndowns, increased ead 
sales, more profits. If you would like to hear more about this plan, a: Se 


best plan we have ever seen 


ind different. It’s complete 


simply write SKIL direct. 





They're doing your 


“Prospect-ing” 


1,200,000 times 
each month 


ACH MONTH—month after month—Goodyear 

E trade ads track down your industrial rub- 
ber goods prospects among production supervi- 
sors, foremen and men-on-the-line. From the 
pages of 25 most-read journals, they capture 
attention—then pound home the story of the 
quality of Goodyear products. 
Most of the stories are on-the-job case histories. 
They not only spotlight the superior performance 
of rubber products by Goodyear—they dramatize 
this performance in actual work-settings, famil- 
iar to readers. And they speak in language these 
men understand 


More than that, these ads make Goodyear pros- 


pects your prospects Vi? tually every one of the 


1,200,000 messages each month directs the 


reader to see his “nearest Goodyear Distribu- 





tor.”” And Goodyear has been telling them that 
since 1944. 
The result: 
to you. What’s more, they’re presold prospects. 
Often it takes only your call—a few clinching 
arguments—and you've got an order. 


many a prospect soon on the phone 


And remember—Goodyear’s “distributor-come- 
first” campaign is unmatched anywhere in the 
industry. For the full story on how you can make 
the most of it—write: Goodyear, Industrial 


Products Division, Akron 16, Ohio. 


GOOD7YEAR 


THE GREATEST NAME IN RUBBER 
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CENTURY HAS THE COMPLETE LINE... 


Big as 400 H.P. 


small as 1/20 H. P. 


WHATEVER YOUR APPLICATION THERE’S A 


MOTOR 


Performance-Rated to do the job 


You'll get the top performance your equipment’s designe 
because there’s a motor designed for it in the Perforn 
Century line 

Century's technique of Performance-Rating enables yo 
motors with the right size, speed, frame, and torque 

to fit—exactly—your application requirements 

You can select from a range of 400 to 1/20 h.p.; AC 
phase, or DC; drip proof, dust proof, or explosion 
There are optional corrosion-resistant features; constant 
speed, varying or geared speeds 

Let us prove the value of Performance-Rating for you 
obligation. Call or write your nearby Century District 
or Authorized Distributor 


ae CENTURY ELECTRIC COMPANY 


1/20 to 400 H.P. 


1806 Pine Street bd St. Lovis 3, Missouri ° Offices and Stock Points in Principal Cities 
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RUST-OLEUM IS 
DISTINCTIVE AS YOUR 
OWN FINGERPRINT 
There is no other product in 

the world like Rust-Oleum 

no other product that will do 
what Rust-Oleum will do. 
You sell an exclusive product 
in Rust-Oleum! 


tot 


ONE MAN OFTEN DOES 
THE WORK OF TWO WITH 
RUST-OLEUM 
You save time, labor and 
money for your customers 
because Rust-Oleum is so 
easy to use. Flows on smooth- 
ly and dries free of brush- 
marks to a firm, decorative 

finish. 


APPLY DIRECTLY OVER 
RUST 
Rust-Oleum 769 Damp- 
Proof Red Primer, with its 
specially-processed fish oil 
vehicle, may be applied 
directly over sound rusted 
surfaces after scraping and 
wirebrushing to remove rust 

scale and loose rust. 


PROVED THROUGHOUT 
INDUSTRY FOR OVER 
THIRTY-FIVE YEARS 
Thirty-five years is a long 
time—and during this per- 
iod the nation’s leading in- 
dustries have relied upon 
Rust-Oleum to Stop and Pre- 
vent Rust on practically every 
type of rustable metal sur- 

face. 


PENETRATION THROUGH 
RUST TO BARE METAL 
Rust-Oleum's specially-proc- 
essed fish oil vehicle pene- 
trates through the rust to 
bore metol where it drives 
out air and moisture that 

cause rust 


All these differences make 


THE BIG 


DIFFERENCE! 


Examine these differences carefully—they are differences that 


enable you to deliver customer-satisfaction with higher-profit, 


faster-turnover, greater-volume! And these are only a few of the 
many differences that make the BJG DIFFERENCE between 
Rust-Oleum and every other product! Plan now on contacting us 


at your earliest convenience. We'll be happy to sit down with you 


. and discuss Rust-Oleum to see how it may fit into your or- 


ganization 


and into your trading area 


RUST-OLEUM CORPORATION - 2414 Oakton St. - Evanston, I!! 


é 


GREATER COVERAGE 
Normally, Rust-Oleum covers 
approximately 550-600 sq 
ft. per gallon—about 30% 
greater coverage than most 
ordinary materials depend- 
ing, of course, upon the con- 
dition and porosity of the 
surface 


RESISTS SALT WATER, 
SUN, HEAT, FUMES, 
MOISTURE, HUMIDITY, 
WEATHERING! 
Rust-Oleum dries to a tough, 
firm, decorative finish that 
lasts and lasts! indoors and 
out, on tanks, girders, metal 
sash, roofs, machinery, 
equipment, fire escapes, 
etc., Rust-Oleum stands up 


Research that goes behind Rust-Oleum is 
another important difference! For example 
~-Battelle Memorial Institute Technologists, 
in nearly three years of research, provided 
irrefutable proof that Rust-Oleum pene- 
trates through rust to bare metal. Another 
exclusive selling point— backed by research! 


®RUST-OLEUM & STOPS RUST 
are registered trademarks and 
brand names of Rust Oleum Corp 


YOU REALIZE 50% 
HIGHER PROFIT 
Right! With Rust-Oleum, you 
average 50% greater profit 
than on most key volume 
lines. And—Rust-Oleum is a 

fast-turnover, volume line! 


YOUR MEN CAN SELL 
RUST-OLEUM ON EVERY 
CALL 
Literally every industrial and 
commercial firm is o prospect 
for Rust-Oleum! Your men 
can sell Rust-Oleum on every 
call—NOT one out of every 
three! No wasted time, no 

lost motion! 


YOUR CUSTOMERS ARE 
PRE-SOLD BY POWERFUL 
NATIONAL AND 
REGIONAL ADVERTISING 
Oramatic Rust-Oleum 
promotion in Time Magazine, 
Newsweek, Business Week 
—and over 50 other impor- 
tant publications— pre-sells 

your customers! 


FAST-TURNOVER, 
REPEAT BUSINESS 
One gallon sold leads to 
many more—beccuse 
Rust-Oleum delivers cus- 
tomer-satisfaction! The 
demand is big, the market is 

big! 


AVAILABLE IN 
PRACTICALLY Ali 
cOoLors 
in addition to Stopping and 
Preventing Rust, you beautify 
os you protect with 
Rust-Oleum's mony, oftroc 
tive colors. All are made to 
Rust-Oleum's exclusive 
formula including specially 
processed fish oi! vehicle, 
and finest color pigments 

available 





Cee how J-M 
| DUTCH BRAN 
your Customers in your be ai: « —. —_ 


MAINTENANCE 
Oil and dirt proot 
Provides neat, positive 
insulation for all high 
voltage motor leads 


proouction 

onforms to provide 4 
sate, strong insulating 
seal in wiring harness 


consTRucTION 


The pertect insulatio 
for splices and termina s 


in junction boxes 


Dutch Brand Plastic 

| Tape offers maximum ver 
nd performance espec Call your 
S Up we 


is limited 
jar surfaces ww 


P)lectrica 
satility @ Dutch Brand Man for «dens 
where space 
150% conforms to irregu 


puRABLE — resists galvanic corro and “Big Four" Electrica! 
sives, rot mildew fungus. severest Tapes” fells you how. Ths 
weather and is not affected by ¥ . new boo! s loaded with mone 
» acids or alkalies bas: : 


wNomicat — t 

ys av ailat 

tape economy for 

Brand po! viny! 
Tape oT” 
thick tape for heavy duty P 

and for use with power driven taping 

920” thick tape for 


here abras 


Your custo . 
stomers are bei : . 
on Johns-Ma ing Tiltateltiece| 
4 P nv toa 
hae wg tps which fee Brand's loo gery sales booklet 
let is load s appearing i Seu ” electri 
dramatic: ak? ed with Sens leading tr , rical tapes 
imatically illustrates ape information we publications. This sal 
Ng tapes. You'll find met quality, features po ne and applications. It - 
ows . Ss boc - one : 
w’s the time to get behi klet a valuable os mg of Dutch Brand 
 teudicons ae ee eect POU ye 
- y ave your co * r e “BIG F =. 
py, send for it : FOUR” 
now! 
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shatterproof... 


LENOX HACKMASTER. 
‘HACK SAW BLADES 


You can’t shatter these rugged safety blades! Sharp 
twists and kinks are absorbed by the tough backs — 
even the inexperienced are assured 100% safe 

hack sawing. 


Flame-hardened teeth cut through the toughest. 
materials with ease and accuracy. Hackmaster high 
speed steel blades outlast several ordinary blades — 
equal cutting qualities of all-hard blades. 





Specified by safety departments throughout the world, 
LENOX blades meet the wide range of cutting 
requirements in tool rooms as well as for 
maintenance and installation work. Call or write 
today for full information. 


AMERICAN SAW &2 MFG. COMPANY 
SPRINGFIELD, MASSACHUSETTS «+ U.S.A. 


a3 


VASCOLOY-RAMET PRESENTS... 


NEW VR-75 quality carbide is a vacuum sintered steel-cutting 


grade developed specifically for use where high heat is generated. On 


such work, it will out-perform any grade of carbide available today 


AVAILABLE NOW 


In throw-away and long inserts 
for negative rake toolholders 


Aa 
A 


¥) 





VR-75 is an addition to the standard line of V-R quality 
steel-cutting carbides which meet 80°, to 90°; of all steel 
machining requirements. On applications where severe heat 
and shock conditions are a problem, new VR-75 is the 
thoroughly field-proven answer. It is ideally suited to heavy 
turning, facing, boring and milling jobs where coolants are 
not used . . . and will also give excellent results on a great 
many general steel machining operations. 


VR-75 gains its exceptional heat resistance, high edge 
strength and high shock resistance from the special blend- 
ing of tungsten carbide, titanium carbide, tantalum carbide, 
columbium carbide and cobalt. Maximum performance is 
assured by its grain structure and exceptional purity. 
Vascoloy-Ramet’s exacting quality control procedures as- 
sure a constant, superior, uniform product. 


Wherever in your territory you meet the need for a truly 
superior steel cutting carbide grade, tell your customers 
about VR-75. A test will convince them. 


SSSSSSSSSSSSSESSSSSESSCHESSSESESSHSHSHHSSEHESSSESESESESECS SSE CEEEEEEES 


SEND FOR NEW BULLETIN . 
Get complete facts about this cost-cutting carbide today. 


SOSSSSSSSSSSSSSSSESSESSESESSSHSSESSESEHESESESSESESSESESESEESEEESEEEEOEOE 
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STEEL-CUTTING 
DE GRADE 


e@ High heat resistance 
e@ High shock resistance 
@ High edge strength 


VR-75 Has Set Performance Records 
on Jobs from 1” to 36” Diameter 


New VR-75 will increase production . . . minimize 

downtime . . . and drastically reduce tool costs on 

rough jobs like these: 

» Wheel turning » High speed milling 

- Roll turning - Crankshaft cheeking 
. and many others. 


Vascoloy-Ramet Corporation 


SUBSIDIARY OF FANSTEEL METALLURGICAL CORPORATION 


SESS ESSE SESEEESESEEEEEESESEE ESTES OR OCB OHE 


856 Market Street ¢ Waukegan, Illinois 
MANUFACTURERS OF, CEMENTED CARBIDES, TOOLHOLDERS ond TANTUNG® CAST ALLOY CUT 
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REPUBLIC STEEL 
SSN a PERERA Bee 


MACHINE BOLTS f 





= 


PLEXIGLE PLASTIC PIPE—for lawn sprinkling, irrigation, industrial uses. Sup- 
plied coiled from 2” thru 3” dia. In straight lengths in 4” and 6” dia. Plus 


c complete line of fittings and clamps. 


COLD FINISHED BARS—supplied in rounds, squores, hexes, flats and special 
sections in standard and special stee! analyses, 


REPUBLIC 


Wolds Wideatr Range of, Standant Steels 
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oti, Products buildl 


Leto -noftla... sell 


~ REPUBLIC BOLTS and i 


The best sales help you can get is a ‘brand that 
sells itself—a brand that not only inspires cus- 
tomer confidence, but one that provides top qual- 
ity, intelligent packaging, effective selling aids 
and is intensively pre-sold to every customer 


you serve. 


In the field of fasteners, the brand that does all 
this for you, and more, is Republic. Here’s why: 


First, the quality and reliability of Republic 
Bolts and Nuts is aggressively pre-sold through 
continuous advertising in consumer, business 
and trade publications. Republic’s precise manu- 
facturing control from raw ore to finished 
fastener assures your customers of consistent 
excellence in every unit. 


Second, a complete range of literature is 


ARE PROFIT 


available to help you maintain and sell all of the 
fasteners your marketing area requires. 

Third, Republic Bolts and Nuts can be fur- 
nished in bulk, or packaged. When packaged, 
convenient multiples of the entire standard line 
require only, 13 different packages, spill-proof 
in design, Bearing high-visibility labels for ease 
of handling and stocking. 

Finally, you lose no orders through holes in 
your stocks when you sell Republic Bolts and 
Nuts. Over 20,000 standard and 8000 special 
types and sizes enable you to fill virtually any 
customer requirement. 

For complete information’ on building better 
profits with Republic Bolts and Nuts, contact 
your local Republic sales office, or mail coupon. 


CHAIN PRODUCTS— include all types of welded ROOF DRAINAGE PRODUCTS—oc complete line STEEL SHEETS—for ao wide variety of fabricating or 
ond weldless chain, chain slings and accessories for that's competitively priced and ready to use, repair applications. Available in ENDURO” Stain 
home, farm, product or production use. Intelligent These high-quality products are available in gal- _less Steel, Electro Paintiok”, Continuous Galvanized 
packaging and labeling speeds handling and vanized steel and ENDURO® Stainless Steel. — steel or copper-steel base, Galvanneaied 


identification, 


STEE 


ant Steck Produc 


steel or copper-stee! base. 


(ooo nnn 


REPUBLIC STEEL CORPORATION 
Dept. C-3628 

3156 East 45th Street, Cleveland 27, Ohio 
Please send more information on: 

() Fasteners 0) Cold Finished Bars 
0 Chain Products 0) Flexible Plastic Pipe 


I 
| 
! 
! 
| 
| 
0) Roof Drainage Products D Steel Sheets 
| 
| 
| 
| 
| 
L 


Name 








Company 
Address 


City 
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CA TOOLS 


outsells any other pliers 2 tol! 


UTI 
USE GTICA.-- 


® 
<UX<TIx<Ca> UTICA DROP FORGE & TOOL DIVISION, KELSEY-HAYESCO., UTICA 4, NEW YORK 


hy 
‘Ta 
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The pliers the oyports ye 


strength, induction-hardened on wear surfaces for 
greater durability. Another exclusive, Utica pliers 
are backed by Unconditional Guarantee. No ques 


Select from the world’s most complete line . . . types 
and sizes for every purpose. Over 160 different types 
from stock. Special models designed for special 
needs. You will be using industry’s finest quality. 
Every pair of Utica pliers is drop-forged for rugged 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 


tions asked. For further information, write for 


complete 32-page catalog illustrating all models 


1957 





“BUY-WORD’ for TOOLS for 75 years...the 


WILLIAMS DISTRIBUTOR 


In Early Industrial America 


Today, Distribution 


























Williams Superrenches® are typical of the func- oh i. = 
tionally designed, precision-made tools in the om 

— Line of Its Kind”. To make these tools with the Industrial Distributor ...adding to quality products 
available promptly, economically and conven- all extra advantages provided by the Distributor. 

iently, Williams continues to work hand-in-hand ‘ 





Offering prompt, personal service, local Williams Distributors 
save valuable time and money in ordering, production and 
inventory. Perhaps even more important is a service rendered 
which can not be bought... IDEAS. Sound, practical ideas 


based upon a variety of outside experiences ...umbiased and 
A beneficial. 
near sard @ WILLIAMS DISTRIBUTORS: This Ad is being directed 


WILLIAMS te your customers through the pages of 12 selected 
pose. S areeweres s trade papers during April and May. 


WILLIAM 


BUFFALO e NEW YORK e CHICAGO e LOS ANGELES 


ene CG 
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Soe thent Now ! 


Indwstry’s 
MOST WANTED 
lime of 


GENERAL PURPOSE VALVES 


FOR PETROLEUM REFINERIES 
CHEMICAL PLANTS * POWER PLANTS 


Write for Supplement No. | 
to Catalog 24A-Fl 


MOST WANTED — chars right — because the and galling. That's why they are setting new 


G P line includes gate, globe, and angle type valves standards of performance in steam, water, oil, or 


gas services at the recommended pressures and 


having seats faced with HAYNES STELLITE* alloy 


or other hard facing alloys for greater seat-wear 
resistance . . . at no extra cost! Get longer, drop-tight, service life with minimum 


temperatures. 


maintenance by specifying Vogt G P Valves. Avail- 
Hard faced seats, in combination with precision able in a complete range of sizes from 14,” to 2” 
finished, selectively hardened discs and wedges give and rated 800 pounds at 850°F. and 2000 pounds 


these valves amazing resistance to erosion, corrosion at 100°F. 


HENRY VOGT MACHINE CO. 
P.O. Box 1918 —Lovisville 1, Ky. 


SALES OF FICES: New York, Chicago, Cleveland, Datla 
St. Lowis, Chartestor w. Va Gu t 


DROP FORGED STEEL 


VALVES 








*Trade-Mark of Union Carbide 
ond Carbon Corporation 
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Warner Electric Brakes and Clutches 
now open to limited number of 


e ‘Warner got the jump on the entire industry with a 
potent pioneering product,’ says the president of the 
Dodge-Newark Supply Co. Rapid acceptance of Warner's 
pioneering is providing Warner distributors with increas- 
ing opportunities for high-profit ‘after market” sales of 
all types of power transmission components. New open- 
ings are available for a limited number of leading distrib- 
utors to take advantage of these Warner features: more 
profit from each sale... more sales on complementary lines . . . 
minimum space and handling requirement three different 
stock plan intensive factory training for distributor sales- 
men. Warner Electric Brakes and Clutches can be your 
number one door-opener to profitable new markets . . . 
mail the coupon below for full details on Warner's pro- 
motion plan for distributors. 


Constructive sales assistance given by informative up-to-date Warner lit- 
erature is highly praised by distributor sclesmen. Richard A. Seggel, treasurer 
of Dodge-Nework (left), ond D. M. Jones, vice-president, report that Warner 


Electric Brokes and Clutches ore ‘easy to explain easy to se 


sy 
~s 
— 


% ;-_ 
io 
ee, ~» 


a 


Wide range of sizes G ratings fr 8 in. Ibs to 


0 ft Ibs mokes Existing equipment con be quickly and simply modernized with 
possible the applicot Worner ctric Brakes and C 


Clutches to a wide Worner Electric Brakes and Clutches on drive assemblies. New modern 

variety of power transmission problems. A high percentage of Warner cus zation opportunities and supplying of replacement parts for orig- 

tomers become repect customers as they continuously find new uses for nal equipment reate profitable new markets for Warner distribu- 
c Ac n Contre 

Electric Motion Contro f timulat f related lines 








JUR THIRD LARGEST LINE 


it opens an entirely new field for the user” 


says Mr. L. Lawrence Seggel, Pres., Dodge-Newark Supply Co., Newark, N. J 


Offers customer benefits no other machine controls can give! 


Varner Electric Motion Control has allowed machine tric Brakes and Clutches opens many new markets for 
builders to do things that were impossible in the pasr,” complementary lines. Supplying replacement parts for 
} 


Rapid starts and instantaneous braking factory-equipped machinery is another major source of sales 


says Mr. Seggel 

provided by Warner Electric Brakes and Clutches create Leading manufacturers of machine tools, woodworking 

profitable new markets for distributors. Warner compo- machinery, textile machinery, canning and packaging 
re 


nents are easily wired into existing electrical circuits. They equipment, and many other types of machines are enthu- 
can be bolted or flange-mounted to gears and pulleys, siastically applying electric brakes and clutches to their 


mounted on standard or special hubs, seated or bearing- power transmission assemblies. This means more replace- 


mounted to split or through shafts, with minimum effort ment and service opportunities higher profits and new 
and expense. Machine modernization with Warner Elec- customers for Warner distril 


Warner Electric Brake & Clutch Co. 
Dept. 10, Beloit, Wisconsin 


Please send me complete infor 


ELECTRIC BRAKES °°... 
AND CLUTCHES — 


Company 
Address 


City, : = 


e° 








behind 
the 


Moe and m 
recognized 
have built up confid 
built top-quality 
Your custon 


. 


thr rh } ing neistenrly 
CHrOULN Navink CONSISTCNUY 


1 of years 
Osborn” because they 
know what is bel me—more than 65 years 
ng to Is This 


t orders year after | 


of producing U ish 


acceptance can result in rey 
. Can Mean top |} 
On your next call 
Osborn maintenance, paint and | 


The Osborn Manufacturin; 


bom EStushos 


BRUSHING METHODS « POWER, PAINT AND MAINTENANCE BRUSHES * BRUSHING MACHINES » FOUNDRY 





MOLDING MACHINES 
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“Red Tang” 
AMERICAN PATTERN 
FILES and RASPS 


- 
* 
* 
- 
. 





SIMONDS 


has a Complete Line 
of “Red Tang” Files! | 
Umorcan-Swias. 


Simonds now offers you all types of files in the Right Length, 

the Right Shape and the Right Cut for every filing job. What's en ae 
more, Simonds Files are Grade A. First Quality only . . . backed 

by Simonds reputation for outstanding quality, dependability 


and service. 
125 years of growth 1832-1957 


SIMONDS 


SAW AND STEEL CO.| 


' 
FITCHBURG, MASS 





Factory Branches in Boston, Chicogo, Son Francisco and Portland, Oregon 
Conodion Foctory in Montreal, Que. 
Simonds Divisions: Simonds Steel Mill, Lockport, N. Y. 
Heller Tool Co., Newcomerstown, Ohio 
Simonds Abrasive Co., Phila., Po., and Arvide, Que., Canoda 


AP ¢ 3. jv 
Milled Curved-Tooth 5 , 
FILES & 


ROTARY FILES 


\ 
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SATISFIED 
CUSTOMER 


TELLS THE 


BRISTOL 


STORY 


You probably saw this Bristol ad in the tech- 
nical trade press. 

Or a variation of it aimed at management in 
BUSINESS WEEK. 

In any case, read it again and think how much 
happy customers like these can mean to you who 
sell Bristol socket screws. For, these are the cus- 
tomers you can really build a business on . . . in 
repeat sales, larger orders, word-of-mouth adver- 
tising. 

And, as you can see, Bristol is letting the world 
know about them in national ads! 

As a Bristoi socket screw distributor, you get 
complete backing with advertising, publicity, 
technical information aids, and point-of-sale dis- 
plays. Make sure you take advantage of all these 
aids to boost your sales of this naturally profitable 
item. 

Bristol Socket Screw distributorships are still 


available in a few localities. Write for information. 
A625 


THE BRISTOL COMPANY 


SOCKET SCREW DIVISION, 
Waterbury 20, Conn. 


“Not one failure in 30 years,” says Project Engineer, Walt 
Holms of Dexter Folder Company a 


Bristol’s” Multiple-Spline socket screw 
solves 3 design problems here 


On Dexter Folder Company’s Cleveland folding machines, they 
didn’t start out using Bristol’s® Multiple-Spline socket screws 
The switch to multiple-spline socket screws was made later on 


to overcome three difficulties caused by ordinary set screws : 


1, Rounding out of sockets Was COMmmor! the changeover to the 
multiple-spline screw. “These Bristol screws are set and loosened 
as many as 1000 times during the machine's life, yet I never heard 
of a Bristol multiple-spline socket rounding out,” reports Mr. 


Holms. 

2. “Burrs” on the shafts, caused by the original steel set screws, 
were blocking movement of attachments along the shaft. To over- 
come this difficulty, Bristol engineers developed a new set screw 
design featuring a relatively soft brass point which could not harm 


the steel shaft 


3. Permanently mounted equipment, gears, pulleys and the like, used 
to freeze on the shaft after being in place for 5 or 10 years. The old 
set screws would frequently strip before loosening. Not one socket 
failure in 30 years has been noted since Dexter switched to Bristol’s 
multiple-spli: e socket 


With 20,000 existing folding machines in operation and over 

100 Bristol multiple -spline set 
screws in each, Dexter F< Ider 
Company's report on their per- 
formance carries considerablk 
weight. Bristol’s socket screw 
products—the most complete lin¢ 
on the market—are sold through 
leading industrial distributors 
Find out about them today 


Bristol set screws hold perforator 
and grooved-wheel in tight align- 
ment. Slippage here would dam- 
age knife blades. 
Precision socket screw manufacturers since 1913 


: Bristol's Multiple- 


Bristol's Hex Socket Screws 
Spline Socket 
. Screws 
i W 0g W q = 
SG i ; 


Made in sizes as small as No. 0 in Alloy Stee! and Stainless Steel. Cap Screws up to 142”. 
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another Yarway tirst! 


COLOR CODING 


SPURS DISTRIBUTOR SALES OF 
YARWAY IMPULSE STEAM TRAPS 


@ SERIES 60 


RED now identifies the standard Series 60 Yarway 
Impulse Steam Traps for pressures to 400 psi— 
makes selection easy—saves distributor time and 
trouble and builds steam trap profits. Series 60 traps 
come in six sizes, '4"’ to 2’’, each clearly marked on 
box ends. 





®@ ¥2"' No. 20-A 


B’.UE now identifies this low capacity Yarway Im- 
pulse Steam Trap recommended for light condensate 
loads. Color coding minimizes chance of error in 
application— increases customer satisfaction in trap 
performance. Builds repeat trap business for in- 
dustrial distributor. 





@ SERIES 120 


BROWN now identifies the Yarway Series 120 Im- 
pulse Steam Traps—all stainless steel construction, 
recommended for pressures up to 600 psi. Available in 
six sizes, '4’’ to 2’’. Color coding simplifies distributor 
inventory problems—a shelf glance tells the story. 





@ SERIES 40 


GREEN identifies the new Yarway Series 40 
Impulse Steam Trap for heavy condensate load appli- 
cations requiring an extra high capacity trap. Two 
sizes—'!.'’ and %,"’ for pressures to 600 psi (larger 
sizes also available). Addition of Series 40 to the 
broad range of Yarway Impulse Steam Traps offers 
trap customers wide selection and helps distributors 
to build extra profits. 


IMPULSE 
STEAM 





YARNALL-WARING COMPANY 
111 Mermaid Ave., Philadelphia 18, Pa. 


7.1747: \'@ IMPULSE® STEAM TRAP 


Over 1,000,000 Yarway Impulse Steam Traps used 





‘ 4 ADING | 
APPEARING hae TIONS— 
puBL! 
INDUSTRIAL OND CHAIN 


SELLING ee pIsTRIBUTORS? 


VERSATILE \DPAMO 
SOLVE MANY DRIVE PROBLEMS 
AT LOW COST... 


Diamond Roller Chain drives 


offer unequaled flexibility of application. They 
transmit power with non-slip precision and 
98-99°. efficiency regardless of shaft center dis- 
tances or speed ratios. 

Obstacles in the drive path are easily avoided. 
Diamond Roller Chain’s light weight and com- 
pactness allow lighter machinery construction, 
eliminate power consuming gear trains and the 
many shafts and bearings they require. 

Diamond Engineers are available now to help 


you solve your drive problems. Write or call a s “i OLLER 

today. ' “tg CHAINS 
DIAMOND CHAIN COMPANY, Inc. r 

Dept. or o_o Sey ie ees ene Where High Quality is Traditional 


Pleose refer to the classified section of your local telephone directory 
under the heading CHAINS or CHAINS-ROLLER 
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Black & Decker’s 


Pace-Setter Promotion 
for Spring, 1957 


New tools, new advertising, more proof B&D is 


YOUR Key Line to increased sales and profits! 





Setting the pace for 


a rt “I 

\ oy 

\ 

— -- A —s ‘ 
As ELEVATOR Moror, the world’s 
most powerful drill raises and lowers 
construction loads_ effortlessly 
gives your customer added benefits 
from his B&D Heavy-Duty Drill 


i 


I, 


ORS 
Drivinc A Bic AUGER is a drill- 
killing job. Yet the new Black & 
Decker Heavy-Duty Drills take it in 
stride! New, longer handles make 
them easier to control at maximum 
torque output. 


New Black & Decker Heavy-Duty Drills 
with twice the power, built-in reversible 
feature at no extra cost! 


Now, Black & Decker brings you the world’s most powerful drills 
drills with power to pull a locomotive or raise an elevator—yet easy 
to handle when drilling a 14” hole. That’s because they’re built to a 
new design concept that obsoletes all other drills of similar rated 
capacities. Here’s why: 

Brilliant, new B&D-built motors give them twice the power of 
their predecessors. New reversible feature—built in at no extra cost 
gives them full power in either direction. New-type chucks prevent 
slippage—can’t come off when tool is reversed—yet are disassembled in 
seconds. New, longer handles give easy control at maximum torque. 


Make rugged power units, too! 


Here’s the extra feature that broadens your market! These powerful, 
rugged drills can be used as power units for construction elevators, 
speed reducers, chain and winch hoists, dumb-waiters and scores of 
other applications. Only Black & Decker distributors can offer drills 
with such versatility! 


New Hi-Torque B&D Motor 
holds speed under load! 


In wood or metal these great new Black 
& Decker Drills do more work, faster, be- 
cause their speed holds up under load. No 
need to go to heavier drills—another big 
advantage from B&D for your customers! 





increased Spring Sales! 


Two New B&D Tools 
speed sheet-metal jobs 


Fast, light, easy-handling, 
power-packed with features! 


By actual test the new Black & Decker No. 16 
Shear and No. 16 Nibbler are faster—longer 
lived than competitive tools. As much as three 
times faster than other tools, the No. 16 Nibbler 
has twice the life, up to 30% less weight, smaller 
diameter for more comfortable handling. Ad- 
justable stripper plate and reversible punch 
give added value. 50% faster than competition, 
the No. 16 Shear has one-third less weight, lasts 
much longer. New shoe design increases service 
life, also prevents curling of material while 
trimming. Two more B&D Tools that set the 
pace for increased Spring sales! 


The only Impact Wrench 
on the market offering a FREE 
full year’s service certificate! 


Here’s a tremendous sales advantage for you: 
no other manufacturer dares make this offer be- 
cause no other impact wrench runs as cool, lasts 
as long, performs so well! In every respect 
armature, impactor, anvil, ball-bearing con- 
struction—here’s a tool that’s extra tough 
and extra durable. Add faster working and easier 
handling and you’ve an impact wrench that 


is unbeatable today! 


Setting the pace with power-packed advertising and merchandising 


Month after month thousands of hard-selling, feature-packed adver 
Vi . y tisements in the publications your prospects read—15 leading business 
. ills Factory magazines and The Saturday Evening Post—speed up the selling process for 
: you. And power-packed merchandising gives you another reason to make 

Black & Decker your Key Line. 


Leading Distributors Everywhere Sell 


@) Plack& Decker: 


Portable Electric Tools—Power-Built to set the pace 





BUT 
WOULDN'T YOU 


RATHER HAVE THE LATEST TECHNICAL ADVANCE? 


Now... from Heller 


Another great technical advance in tools... 


eb lempered ” Weis 


Certified by American Standards 
Testing Bureau* to meet 

their standards for superior 
cutting — Uniform Teeth . 
Uniform Set ... Uniform Temper 


There’s a new way to achieve smoother, faster cutting on 
band saw machines, with longer life on a variety of metals. 
Heller’s “JOB TEMPERED” Metal Cutting Band Saws. 


Heller’s exclusive metallurgical and heat treating processes 
that have won these blades the name “JOB TEMPERED” have 
also earned them American Standards Testing Bureau’s Certifi- 
cation. This is your assurance that these blades meet the three 
prescribed standards for superior cutting . .. uniform teeth 

. uniform set ... uniform temper. As a result, when you us: 
the right Heller Blade for the job, you’re sure of superior cutting 
every time. 

Heller “JOB TEMPERED” Hard Edge Band Saw Blades are 
available in all tooth shapes . . . Standard Tooth (Regular or 
Wavy Set), Skip Tooth and Hook Tooth. Saws are available 


in all standard widths and tooth spacings ... in 100’ and 250’ 


coils or welded to specified lengths for use on all type machines. 
High Speed Steel Band Saws are also furnished for specific 
applications. 


Band Saws 




















FELLER TOOL CoO. Newcomerstown, Ohio 


America’s oldest file manufacturer A subsidiary of Simonds Saw and Steel Co 


The industry’ s most 

powerful advertising 
backs these great new 
band saws 


In addition, you get solid merchan- 
dising support — direct mail, “How 
to use Heller Tools” booklets, wall 
selection charts, etc. And as a power- 
ful convincer, the American Standards 
Testing Bureau Seal. 


Heller keeps the “JOB 

TEMPERED" message 

constantly in front of your 

prospects via a blue-ribbon 

list of national magazines 

. with big, colorful 

advertisements. And every 

ad carries a strong 

recommendation for 

the distributor. 
SOLD EXCLUSIVELY THROUGH 
——O 
5 : 
\ “YOUR OUTSIDE 100i ROOM" ) 


Heller AZeme~ Tools 





A NEW WAY 
to Find GOLD Under 
Machinery Legs 


<= 


it’s RED LINE 


~ 
~ 
_ 


<4 
Ay 
Baars 


with PROFIT POTENTIAL to 97.3%! 


Unisorb is 2 specially engineered machinery mounting pad. It has 
permanent holding power and is performance-proven under 
every machine in industry. It is the only mount identified by Red 
Line branding. 

UNISORB offers your customers these five exclusive advaritages 
« Cuts machine installation costs up to 30%, saves 80% on time 
e« Checks vibration at its source...reduces up to 85% of trans 
mitted vibration + Eliminates bolts and lag screws, makes it easy 
to install and move machinery - Reduces wear and tear on ma- 
chinery and building « Improves production efficiency. 


PLUS... 

A long, long profit margin unique to industrial goods. Stocking 

dealers can realize an average markup of 83% and up to 97.3% 

on some sizes. Buy in easy-to-stock sheets, cut to exact machine 
size. Stocking dealer requires only $500.00 


U N I oy Oo R B #es investment. Cash in on this popularity and 


this mark-up! 


A product of The oe LTE R& 


Manufacturers of Felt 

and Felt Products 
210 SOUTH STREET, BOSTON 11, MASS. 

Offices: New York, Philadelphia, Chicago, Detroit, St. Louis 


COMPANY 


THE UNISORB SALES 
PACKAGE 


« Excellent product, sold nationally for over 20 years 


+ Extensive national advertising in leading trade journals 


« Sales leads and inquiries passed on to dealers 
* Lots of repeat business «+ No house accounts 


« Promotional sales kits 


Unisorb ‘‘Facts"’ booklets Testimonials 
Photographs Direct Mail material 


¢« Presentation charts 

« U.S. Testing Corp. Affidavits 

« Home office sales and engineering assistance 
« Backed by a leading American manufacturer 


UNISORB ... your profit package for 1957 


CALL or WIRE... 


JIM MORRISON, 

Unisorb Division Sales Manager 

Dealerships in many sections of the country 
are now open. it’s your chance to cash in — go 
after the GOLD under them thar’ machinery 
legs! 








WIRECO 
ADVICE 


like WIRECO and rows Shand 





7. FL 
4 
\ # 


ll) 


a 2. ~~ 
always on the job... 


Your local Wireco Field Representative will make spe- Exclusive Wireco 
cific recommendations for economical and efficient rope _—“Satety Engineering” 


service for any application you may need. saves you men and SAFETY 
rey aan terials — ib- 
WHERE YOU NEED IT. Wireco District Ware- RP soiiieaine EHGINEER ED) 


houses, located strategically in 24 key cities across the 
country, are staffed by wire rope experts whose job it is operation. 
to serve you—no matter how decentralized the opera- 

tion—with counselling that reflects years of experience 

in the field. 


HOW YOU NEED IT. Just as the Wireco Ware- 
house in your neighborhood is there to save you money 
in custom-cut inventories, so is your Wireco Field Re- 
presentative prepared to devote his experience and judg- 
ment in saving you money in both time and materials. 


WHEN YOU NEED IT. Your Wireco Field Repre- 
sentative and the staff of Wire Rope Corporation engi- 
neers and technicians that back him up, are as close as 
your telephone. Your problems are their business! Next 
time you hit a snag that requires competent wire rope 
advice .. . call! 
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...then we ane 


switched to 
Chicago- 











Latrobe 
Carbide 





In hundreds of plants and shops, Chicago-Latrobe 
Carbide Drills and Reamers are helping to establish new 
production records. Reason? They run longer between 
grinds . . . they have stamina that permits faster feeds 
and speeds. And—they are available when and where 
you need them. Try them... call in your Chicago-Latrobe 


Distributor. He’ll serve you promptly . . 


Ah 
ij 


. advise you wisely. 


Chicago-Latrobe 
Drills and Reamers 


COUNTERBORES + GUN 





DRILLS - REAMERS - COUNTERSINKS - 
DRILLS - CARBIDE AND SPECIAL TOOLS 


Chicago-Latrobe 
Distributors 
Get Bigger 

Ad Backing! 


To the left of this column is the 
April Chicago-Latrobe advertise- 
ment. Hundreds of thousands 
of readers of the most important 
*‘metal-working”’ magazines will 
Many will read it— 
every word. Some will merely 
see the cartoon and the big words, 
“CHICAGO-LATROBE.” All 
will be, we hope, just a little 
more familiar with the idea that 
Chicago-Latrobe is in business 

. making fine Drills, Reamers 
and related items for industry. 

If an ad could be written that 
would bring an immediate swarm 
of orders to each and every C-L 
Distributor, you can be sure we 
would write it. But frankly, we 
don’t know how. So... we do 
the next best thing. We hammer 
away with our story month after 
month. C-L Distributors get the 
business increase they deserve. 
The growth is not always dra- 
matic, but it’s as certain as taxes 
—and a lot pleasanter. 


Stock and sell 
Chicago-Latrobe 


THE LINE WITH 


support! 


see this ad. 








427 W. ONTARIO STREET, CHICAGO 10 


DOUBLE CIRCLE 
TOOLS 


Offices and Warehouses in: New York, 
Detroit, Chicago, Los Angeles 
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DIAMOND 


DIAMALLOY. PLIERS 
For the RADIO, T.V., and ELECTRONIC INDUSTRIES 


SN56R 
Finer points than regular 
long nose pliers. Coil spring 
can't drop out. Size 6 
inches. Wt. per. doz. 4 Ibs. 
5 ozs. 


S55R 


Slim nose 5-inch Diagonal 
Cutting Plier for use in 
small areas. Induction 
hardened cutting edge cuts 
clean. Size 5 inches. Wt. 
per. doz. 2 Ibs. 9 ozs. 


NN56R 
Fine points and coil spring 
make this needle nose plier 
ideal for use in confined 
areas. Size 6 inches. Wt. 
per. doz. 4 Ibs. 


Soft plastic handles available on all Diamalloy Pliers. 
Smooth working joints that remain firm after long usage. 
Satin finish Parkerized handles, with polished head. 


DIAMOND CALK HORSESHOE Co. 


DULUTH, MINN. TORONTO, ONT. 


ESTABLISHED 1908 


ASK YOUR DISTRIBUTOR 
For These and Other Fine Diamalloy Tools 





ould you use sales 


Read how “3M’’ Distributor Salesmen have 


ELECTRICAL MANUFACTURER: ‘This 
Eastern company was using grinding 
wheels to finish the surface of soldering 
irons before painting. When a salesman 
suggested they switch to “3M” Coated 
Abrasive Belts for this operation, pro- 
duction increased 30%, with better 
finishes! 


APPLIANCE MAKER: Salesman sug 
gested that this company use “3M” 
Grit #80 Type “C”’ Discs for grinding 
down heliarc weld beads on stainless 
steel. Customer finds discs are ideal for 
preparing the surface before finishing, 
uses them exclusively, meaning steady 
business for the salesman 


Six Reasons 
why it pays to be a“ 3M” Distributor 


FOOD MACHINERY: This maker of ice 
cream machinery bought on sight when 
a salesman demonstrated how the new 
“3M” portable ““PG”’ Wheel puts a #4 
finish on the inside of the freezer in one 
operation—replacing a four grit se- 
quence on the pneumatic wheel 
formerly used. 


1. TOP-QUALITY PRODUCTS...always! “3M”’ Products 
are known the world over for quality. Both ““Scorcn”’ 
Brand Tapes and “3M”’ Brand Abrasives are continu- 
ously quality-checked before they leave our plants. 


2. STEADY PROMOTIONAL SUPPORT. A well-planned, 
year-round program of hard-working advertising helps 
pave the way to sales for you. Both “‘Scorcn” and “3M” 
brands rank high in recognition and preference! 


3. CONSTANT SUPPLY OF SALES HELPS. These range 
from comprehensive product folders and industry man- 
uals to demonstration kits, movies, and sound-slide 
presentations. 


enooucts — 


The terms 


"esaanc™ 


4. FACTORY TECHNICAL ASSISTANCE. Factory saies 
help—including recommendations of special applications 
and materials—is always available to 3M Distributors 
to help solve customer problems. 


5. SALES PROTECTION. The “3M” Distributor is key 
man in our policies and plans. You get first crack at any 
factory-generated inquiries... you get full credit for 
factory-made sales in your territory. 


6. NEW PRODUCTS FIRST! Minnesota Mining and 
Manufacturing Company’s continuing program of re 
search assures you a line of the newest and best products 
on the market... and having them first! 


SCOTCH" and “3M” cre registered trademarks of Minnesotce Mining and Manvufactur 
9 ) 
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like these? 


found extra business 


tng " . my " : ‘a 

_ ENGINE MANUFACTURER: Salesman’'s ELECTROPLATING: This midwest com FURNITURE MANUFACTURER: Don’t 
suggestion to use die cut pieces of pany needed only one demonstration overlook the ladies when selling 
‘‘ScotcH’’ Brand Masking Tape before ordering ‘“‘ScotcH’’ Brand “Scotcu”’ Brand Filament Tape! 
solved serious production problems for Plastic Tape No. 470 .. . using it for Salesman landed order when he showed 
this firm. Die-cut pieces of crepe or stop-off masking and rack wrapping how easily women workers could dis 
flatback tape are now used to keep applications. Tape offers strength, con- pense and use filament tape strips to 
paint spray, dust, foreign matter, out formability, backing that resists effects seal cartons. Result: Tape has com- 
of engine parts during assembly. of most cleaning and plating cycles pletely replaced other materials 


7 h ind th “ 

Sales are where you find them... 
and when your line includes “8M” Brand Abrasive Products and “Scotcn”’ Brand 
Pressure-Sensitive Tapes, you can find sales opportunities everywhere. Look at these 
typical examples ...chances are there are prospects like these in your territory! 


Know these products of “3M” Research... 
PRESSURE-SENSITIVE ADHESIVE TAPES * COATED ABRASIVES « "'SAFETY-WALK” 





Sold Worldwide under the trademarks 
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ew Revolutionary Steam Trap 


One large capacity seat for all pressures! 


New Sarco Thermodynamic steam trap. Sizes 3¢ to 1”...each body as small as 
a tee fitting! Capacity is determined, not by a bulky body, but by the effective 
orifice, valve action, pressure drop and condensate temperature. 


. Cuts trap inventory 
With the revolutionary Sarco TD steam trap, you use ex- 
actly the same trap...with exactly the same large capacity 
seat...for all pressures 10-600 psi...for heavy, light or no 
condensate load. Sizes %3 to 1”. 


All pressures 10 to even 600 psi! 
... without changes or adjustments. Self-adjusting. High pres- 
sure construction...at a low pressure trap price! 


. Operates perfectly when pressure fluctuates 
Absolutely no effect even from 600 to 10 psi! No water seal 
to evaporate. No adjustments. 


. Widest capacity range 
Same large capacity seat for 10 as for 600 psi. Pressures of 
incoming air and condensate INSTANTLY AND FULLY raises 
valve head (disc), permitting maximum discharge. 


. Operates equally well on all loads 
The same Sarco TD trap for heavy, light or no condensate 
load. No prime to lose. No adjustments. 


. No oversizing worries 
You can size the new Sarco TD steam trap for peak conden- 
sate loads... without risk of blowing steam on light loads... 
no prime to lose...no adjustments. 


7. No steam leak required 
...to operate the revolutionary Sarco TD steam trap (Pat. 
Pending ). Closes tight against steam! 


Convince yourself by 60-day trial...use coupon 


SARCO 
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Trouble-free design 


Here is a trap so simple, it doesn’t 
even have a valve closing mechanism. 
The kinetic energy of steam closes 
the valve. ONLY the new Sarco TD 
uses this operating principle. 

No mechanism parts to wear or 
stick. No narrow channels to choke. 
No gaskets to leak. 





Sa; 
—" 
a 


~ 
2, 


es 


. HARDENED 
STN. STEEL 
SEAT SURFACE 


al 
. na 











Maintenance 
practically eliminated 


The all-stainless steel Sarco TD has 
only 3 parts...cap, disc and body. 
Only moving part is a hardened SOLID 
stainless steel disc, practically wear- 
proof. 


SARCO COMPANY, INC. 
Empire State Bidg., N. Y. 1, N. Y. 


Please send me Sarco TD Steam 
Trap and strainer for 60-day trial 
Size For use on______ 


Name 
Firm 
Address 


City 


— 





Talk of the Trade 


THE PERSONAL TOUCH: |! 
le Llovd Mize 


caents were yiTie 
Corp Richn 
Lloyd wante 

ict 
Llovd 

Jean Whitlow, 
te f Jeannie 


| 


SPRING FEVER: Even though I'm 1 Giant fan, | v« 
ot to admit that Milwaukee fans don’t even wait for 
spring baseball fever—it’s an all-vear-round 
he home of the Braves Clarence Maier 
Machinery Co.) is no exception; 

rd which has proved to be 
tion piece On the back of the 
r irried by American Machinery 
though, under the big tter 


f SPECIAL NOTICI 


All requests for Leave of Absence owing to Funct 
als, Weddings, Lame Backs, House Cleaning, 
Moving, Sore Throat, Headache, Indigestion, Etc.., 
Etc., must be handed in not later than 10 A.M. 
ON THE DAY OF THE GAME 


CLOAK AND DAGGER 
Leon Watkins’ (\\ 


WELL TIMED: | ‘ 
fron, Evanst f John Muellet 


HOBBY AT WORK: For many vears 
Behn (H. J. Behn & Co., Bridgeport) has be« 
ng .45-70 nfles and all the data that goes 


S ofhcial U.S. Army small arms ca LTHE FINAL TOUCH 


most hobbvists, though, Jack has 


} | 
oe 


th the information he collec 
1 book “.45-70 Rifles It's been 
By the Stackpolc Co Only $5 1 


ind, Jack says, no quantity discounts 
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The world’s most accurate 


Jacobs is proud to bring to its family of Industrial Supply 
Distributors another outstanding industrial product 


The Albrecht 
Heavy Duty Drill Chuck , 


Keyless construction 


Excellent gripping 
power 


Self tightening — 
smooth release 


Very high accuracy 
Drill breakage 
minimized 

For tool room and the 
production line 


The Albrecht Heavy Duty Drill Chuck is available in 11 


taper back models in capacities up to 48”. This is a keyless, 


self-tightening chuck of exacting accuracy. 


The customers of Jacobs distributors are being 
informed of this fine addition to the Jacobs line 
Ads this month and next in American Machinist, 
Machinery, Mill & Factory, Buyers Purchasing 
Digest, The Tool Engineer, Canadian Machinery, 
Purchasing, Machine & Tool Blue Book, Modern 
Machine Shop, Tooling and Production, Produc- 
tion and Western Machinery. Tell them to see 
their Jacobs Chuck distributors for news of the 
world’s finest keyless drill chuck. 
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keyless drill chuck 


Close tolerance drilling easily accomplished on a tool Get the finest performance from your jig borer with 


room milling machine the world’s most accurate keyless drill chuck 


Albrecht Chucks are ideal on milling machines and jig borers 


The Albrecht Keyless Chuck is ideal for use on high The Albrecht Small Chuck, Model 15 JO, is the finest keyless 


speed sensitive drilling machines chuck available for accurate drilling of the smallest holes 


Close tolerance drilling on high speed drill presses 


Sacol. CHUCKS 


The Jacobs Manufacturing Co. e West Hartford, Connecticut 
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R : 


The movement of industry to smaller towns 
and to newly created industrial areas ... coupled 
with the industrial purchasing agents’ demands 
for local stocks and service on hose, belting and 
packing . . . makes it necessary and possible for 
us to offer the highly prized Republic Rubber 
exclusive distributor franchise to a number of 
distributors throughout the country. 


If you have an aggressive sales organization 
that is interested in increasing sales and profits 
it will pay you to see if an exclusive Republic 
franchise is available in your territory. 


Write or phone, in confidence, to James M. Hughes, Manager, 
Distributor Sales, Republic Rubber Division, Youngstown, Ohio. 
Phone Riverside 3-2131. 


Some Points for Your This is The Policy in Service for 33 Years 


Consideration 
A LINE of rubber itoms sufficiently complete to permit 


effectively supplying the requirements of the trade 
solicited. 
A QUALITY of product uniformly good and capable of 
delivering service results that should reasonably be 
expected. 


I The Five-Point Sales Policy at the right. 


2 Industrial rubber products represent a grow- 


ing and diversified market. A PRICE basis inducing and making possible aggressive 


competition with reasonable profit return. 


FREEDOM from competition from his source of supply, 
either direct or indirect, among the trade covered by 
his day-to-day solicitations. 

SELLING helps of reasonable amounts so that his sales 


force may be given the advantage of specialized training 
and a knowledge of the product sold. 


3 Republic Rubber products are well known and 
accepted in industry. 


4& Your sales and territory are protected. 


nee ee ee | 








REPUBLIC RUBBER DIVISION 


LEE RUBBER & TIRE CORPORATION, YOUNGSTOWN 1, OHIO 


INDUSTRIAL RUBBER PRODUCTS 
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Industrial Distribution 


Losing Money on Product ° 


} + 


rp ius EprroriaL has more personal history in it than | 
| vould prefer to use. In citing some happenings in 
which I was involved, however, I can set the stage for 
nost significant industry development. I’m referring t 


keen interest currently displayed in studies and a 


prohtability of product li yr prod 


Way Back Then 


vas made Chief of the first Distribution D 
hed in the [ »S Department of Comme 


+ + 


organized the work of the Division into th 


its, one of which was a Distribution Cost Ana 
nit All earlier research work of the Department 


field had shown the extreme value of the fac 
DV Cost analysis i¢ management of whok 
tive enterpr I rdinary accounting proced 
produce heures that would enable a busi 


out his income tement But, it 


hgures that would help him manage his 


profitably. Distribution cost accounting di 
In 1945 1 joined McGraw-Hill as editor 
uurse, brought with me this backgrou 
irch and management kn 
of distributors I call 


nvinced 1 that this 





INDUSTRIAL DISTRIBUTION e¢ APRIL, 1957 





Distribution Cost Analysis 


How to evaluate the profitability of 


products, customers and territories 


By E. R. Hawkins” 


U. S. Department of Commerce 


prmery DISTRIBUTORS, looking 
forward to keener competition 
than ever before, are again facing 
the old dilemma of the need for a 
high level of service, on the one 
hand, and lower operating costs, 
on the other. No one can question 
the necessity for service in your 
business. The industrial distributor 
exists because he performs for his 
the contacting 
hundreds of supply sources, main 


buvers services of 
taining adequate inventories, speedy 
local delivery as needed, expediting 
the procurement of materials not 
regularly carried in stocks, and sup 
plying technical information on the 
selection of products. 

Surveys have shown—and the in- 
dustrial distributor knows from ex 
perience—that industrial buyers 
look to you primarily for service 
Still, there can be no doubt of the 


need for reducing costs. 


Measures of Performance 


rhe first step in the control of 
and where 
costs of 


many 


to learn what 
\ study of the 


made in 


osts 1s 
they are 


operation may be 


wavs; the easiest, and least valuable, 


is to compare total costs with total 


‘ross margin to determine whether 


1 net profit has been earned. Such 


1 procedure reveals nothing about 


the causes of costs or profits, and 


gives no indication as to what a 


tions in be taken to improve the 


profit showing 


Ihe usual accounting system re 


veals total costs and also the items 
for which the expenditures were 
made (rent, telephone, labor, etc 

Since these represent past transac 
tions, the only value of recording 
them is to gain a basis for intelli 
gent future actions. But it is difh 
cult to know whether a certain cost 
has been “too high.” Some measure 
of this may be had by comparing 
this year’s cost with last vear’s; but 
the comparison may not be fair. 
Sales may be different from year to 
this, 


system 


veal lo minimize 1 step 
bevond the accounting 
taken This is to 
as a percent of sales, giving a 
total 
Such ratios can then be com 
pared for different vears. A diff 
with this comparison, of cours¢ 
is that not all 
change proportionately with sales 


Another step is taken when su 


express Ca Nn 
cost 


ratio between expense and 
sales 


ult 


expenses should 


operating cost ratios are compared 


i the 


not only with other periods f 
same firm, but also with the ratio 
for other firms. While compariso1 
of absolute cost figures of firms of 
lifferent sizes would be meaningles 


+ 


1 comparison Of expense ratio: 


vield valuable results 


It should be emphasize 


that ind 


vidua pe 


; 


L 4 
yf the firm mai 1US« 
to differ from the a 
size of the 
differen 


_— 1. 
uniform! 


ympan 
1] 
tainly difference 

Service | 

be expected to cause 
ost ratios. If a 


; 


rerence in < 


pany ls one of its 


| nnds 
higher than average, it shou 
that there 


assume immediately 


inefhciency. Instead it should seek 
the cause and then determine if the 


difference 


in cost is desirable. For 


example, a higher cost ratio for some 
items may be considered worth 
while to build sales. 

In like fashion, an average or be 
low average operating-cost ratio does 
not prove efhciency—the firm may 
be performing less work of the type 
this More 
the average cost ratio is not 
of the 


the 


ausing expenditure 
Ove! 
in index of efficiency, for all 
firms whose figures make up 
average may be inefficient. 

The greatest weakness of the use 
of cost 
study is that they do not really show 


the source of the trouble, but at best 
Such 


ratios as a method of cost 


only suggest its existence 
studies tend to focus attention 


costs that are felt to 


upon 


reducing be 


high,” rather than upon di 


recting effort in the right directions 


too 
(he final goal of a business is net 
) cost results from efforts 
Seen fro 


profit, and 
that lead to net profit 


this viewpoint, it is just as desirable 


ase costs in some directi 

is it is to decrease them in 

Che problem of management 

in which ways to dire 

that 

For this 
operating cost ratios, rep 


senting the cost results of all the 


lecide 
gies and materials 


sts and results in profits 


roblem 


ictivities of the company, are poorl 
ipted. The most interesting thing 


costs direc th 


MN par4e 
resulting from 
cost items shou 


} 


which de 


Reasons for Costing 


st analysis by territories, com 


ind customers has threc 
purposes | lo help n le 
vhich to 


tC idd, 2 


most profitable ways, and show 


eliminate and 


to direct effort 


iced of change in unprofitable 
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departments, etc., and 3. to aid in 
setting prices 

But before costs can be analyzed 
this way, you must change “natural” 
costs to “functional costs.” 

I'he ordinary accounting system 
involves classification of expenses; 
the thousands of transactions arc 
not recorded in their full and in 
dividual details, but the chief char 
acteristics of each are selected and 
the transactions grouped under 
broad headings along with othe 
transactions of the same main chat 
acteristics. ‘These headings are of 
a “natural” type, and the system of 
classification is called the “natural” 
one. This means that expenses are 
listed according to the name of the 
thing bought, as coal, furniture and 
fixtures, labor, or the name of the 
pavment, as rent, wages, etc 

The objection to this type of 
classification is that it does not tell 
you what you did with the things 
bought. For this reason, it is an 
inferior tool for management. Man 
agement decisions must run in terms 
of the benefits received from vari 
ous activities of the business, and 


the costs of performing them 
Functional Classification 


A functional classification of ex 
penses groups all expenses according 
to the functions or activities per 
formed. Common classifications, 
for wholesaling are selling and pro 
motion, receiving and shipping 

investment, credit and 
collection, office and accounting, 
and general administration 

In selecting a li vf functions 
with which to work, the following 
points should be consider 
of grouping the expenses ut 
tional heading In a 
1 10 


ll 
mis makes it 


pany, ne tia I 
ferent things. |] 
hard to break his salary down into 
these headings, and a small list of 
broad functions may have to be 
used. Available records also must 
be considered. There is no use in 
distinguishing between credit-grant 
ing and collecting if you do not 


have, or cannot get, information 


permitting you to find 


the cost of | the funct 


each. 2. The use to be made of the upon the 


information. If management is con- to each a 


cerned about the cost of colle studies al 
should be the amount of labor use 


tions, then collections 


made a sub-function of 


credit, and = function 


in attempt made to separate the ute ill o 


ional he idings, aep 
ost of the labor d 
tivity. In some cas¢ 
e necessary to det 
It is desirable t 


f the natural expe 


osts. It is also desirable to group the functions, ever 


together, insofar as practicable, all of them 


the functions for whic 


is responsible, so that t 


h one man _ to selling 


he compari ple, the 


son of benefit and cost may be made _ be charge 


pertinent to the actual 


will be 


lepartment lor 


administrative off 


d their share of 


4 


+ 


persons in wder to arrive at a true 


volved. 3. The ease of allocating idministrative function, ever 


functional costs 


After the list of functi 


this admi 


Dib has been 


] ] } ’ 
selected, the natural expenses must 


ranged under th 


De Te-al 
headings. Some natu 


} 


accounts may 


e tunctiona 


I i] expe nse 


| intact unde 


the appropriate functional heading 


is “advertising” under 


t 


sellin 


promotion.” Others must be 


ken down, as some “labor 


have to be put under 


nistragi expense 


ley 
ae} 


each fun 


ontinues on 





Expense items 


Sales salaries and expense 


Truck expense 
Truck wages 

Truck depreciation 
Outside trucking 
Advertising 
Warehouse wages 


Office wages 


Executive salaries 
Rent 
Storage (outside 
Warehouse repairs 
Warehouse supplies 
Insurance 
Property ana equipment 
Inventory 
Personnel 
Office expense 


Utilities 


Professional services 
Taxes, inventory 
Social Security 

Bad debts 


Means by which natural 
expense items are 
assigned to functional 
cost groups 


Time study 


Direct (to cost group 
Direct (to cost group 
Direct (to cost group) 
Direct (to cost group 
Direct (to cost group 
Time study (or direct 
to cost group 
Time study (or direct 
to cost group 
Managerial estimate 
Space measurement 
Direct (to cost group 
Managerial estimate 
Managerial estimate 


Managerial estin 

Direct (to cost g 

Wages 

Direct (to cost gro 
and manageria 
estimate 

Some direct (to 
groups) others to 
groups via space 
measurement 

Managerial estimate 

Direct (to cost group 

Add to wages 

Direct (to cost group 


Classification of Natural Expense Items 
into Functional Cost Groups 


Functional cost 

groups to which 

natural expense 
items are assigned 


Order routine and promo 
tion 

Handling \or delivery 

Handling (or delivery 

Handling (or delivery 

Handling (or delivery 

Promotion 

Handling, storage 
vestment 

Order routine _reimburse- 
ment or other f 

All functional groups 

All functional groups 

Storage 

Storage ona handling 

Storage cnd handlin 


unctions 


All functional g 
Investment 
All functional g 


Order routin 


nent, promotion 
functions 


All functional a 


Fitts 


Functions bene 
Investment 
All functional o 


Reimbursement 
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Distribution Cost Analysis (Cont’d.) 


beginning. You may be doing each 
job efficiently, and yet expending 
vour efforts in wrong directions, in 
ways that reduce your final profits. 
No matter how efficiently you per 
form your physical handling opera 
tions, you may have profit leaks if 
vou are handling the wrong lines; 
your salesmen may be planning their 
trips and routing their calls so 
as to achieve a low selling expense 
per call, and vet they may be 
calling on the wrong prospects— 
with the result of low sales per call 
As suggested above, the answer is 
that you need to know both vour 
costs of performing various func 
tions and your costs of handling each 
commodity line, of selling in each 
territory, and of selling to each 
customer or customer group 
The making 


studies of 


methods of cost 
the sort 
many, ranging from 
pencil calculation with figures you 
already have, which may take half 
the installation of a 


record-keeping 


indicated are 
a paper-and 


an hour, to 
continuous system 
that will supply commodity and cus 
tomer costs as part of the general 
accounting system. In general, the 


method of study must be tailored 


to vour own establishment 


Steps to Take 


The broad however, 
the 


they 


steps are 


same for all studies, whether 
are customer, commodity, de 
partment, or territory — studies, 
although each such study must be 
made separately. The steps are 

1. You must know the sales vol 
ume and total dollar gross margin 
vou get from each territory, or cu 
that vou are 


tomer, or commodity 


studving. This information is esse1 
tial for 


sales effort, 


anv intelligent direction of 
and it is the responsibil 
itv of management to furnish sales 
men with such data to guide them 
But sales volume and profit may be 
quite different things, and vou do 
th< until 
vou discover the costs of selling 
Direct 
which 


not have true picture 


costs sometimes exist 


can be charged directly to 


84 


the territory department or other 
segment. These are costs which are 
incurred solely for the segment of 
the market being studied, such as 
special handling equipment for cet 
tain commodities, the pay of spc 
cialtvy salesmen selling only a few 
lines, etc. 

3. Overhead or indirect costs are 
classified into functional groups, as 
explained above. 

+. These functional expenses arc 
then charged to the commodities 
or other segments on the basis of 
the the 
functional For exampk 


amount of use made of 


activity 

> } » ] 
delivery expense might be chargec 
to commodities on the basis of the 
number of items delivered and the 
size and weight of each. The clen 
> 


cal expense of order routine migh 


be charged to customers on the 
basis of the number of invoice lines 
in the customers’ orders. Selectio1 
of the proper basis of allocation of 


expenses is not always easv, but 
there is frequently a common-sense 


measure of how much of a give 
activity each phase of vour market 
is absorbing 

5. The direct and indirect ex 
penses charged to each commoditi 
then 


expense of 


or other segment are added 
the total 


handling the commodity, or s¢ 


tro give vou 


ie. 
to the customer, etc 

6. The expense is subtracte 
the dollar gross margin of the 


modity to find net profit 


Spot Areas of Waste 


; 


Past studies have show 


over-all net profit figure ofte: 
eals unprofitable commodities 
tomers, and territories, that 


ng carried along by the p1 
segments of the business 
Industrial 


that 


distributors m 


thev have alwavs known 


some commodities and 


ire carried at a loss but 
in be done about it. The 

ist who carries only the fast-moving 
lines can naturally operate at lower 

h ndl 


slh_diy 


costs, but who is going t 
the slow-moving items? The f 
APRIL 
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distributor feels that it is his obli 
gation to his customers to have in 
stock the supply items that may 
cause expensive breakdowns if cus 
tomers cannot get them quickly— 
even if these items normally move 
so slowly that they are unprofitable 
Many industrial buvers are known 
to feel that, although they preter 
specialty distributors on some lines, 
they should maintain at least two 
mill supply companies on a regular 
basis because they carry items badly 
needed at times and obtainable no 
where else 


But 


is not 


dropping lines or customers 
the 


TC\ ealed by 


only remedy for condi 


tions cost analvsis 
W hile 
osth to 


tomers were small at one time, and 


small customers may be 


serve, most of vour cus 
well afford to carrv along 
loss if 
feel that he has good prospects 
You able to 


persuade him to group his orders 


vou 


mha\ 


small customer at a vou 


mav. however, be 
so that thev are not individually so 
small. Of 
must be taken care of whether they 
but the 


sometimes 


course emergency orders 


ire small or not, chron 


small-order buver can 


become a_ profitable customer 
through less frequent purchasing 
\ commodity may be unprofit 


ible 


the wrong place in your building, 


resulting high c 


because vou have it located in 


sts of han 


vith 


Relocation may turn it into 


1 profitab 
Changes in packaging ma\ 


le item, or at least reduce 


the loss 


have the same result. Or, you ma‘ 


rv too large a stock of some 
things, with resulting high storage 
On the 


inventory in 


interest charges other 


lines 


result 


youl SOTIIC 
av be too narrow, with the 
sales vou should b« 


that vou lose 


getting. Again, you may be putting 
too much effort into pushing items 

rving a high percentage of gross 
but 


small 


margin, which actually return 


ou a number of dollars of 
net proht 
Whatever the cause of unprofita 


analysis will 


pot the facts and usually will sug 


gest the 


ble conditions, cost 


remedy 








PROCEDURE FOR COST ANALYSIS 
NATURAL EXPENSE ITEMS, SUCH AS 


RENT GASOLINE TELEPHONE Pus TAGE 
REPAIRS OIL EXPRESS COMMISSIONS 
WAGES TIRES POWER PRINTING 
SUPPLIES TRAVEL HEAT INTEREST 
TAXES INSURANCE LEGAL BAD DEBTS 





ARE CLASSIFIED INTO EIGHT FUNCTIONAL EXPENSE GROYPS 
SOME HAVE TO BE DIVIDED AMONG Say mastiene titer ce 
SEVERAL OF THE,GROUPS BY MEANS OF: vik lh lh ao RE 

: DIRECT CHARGE TO “PROMOTION” WHICH 


| IS ONE OF THE EIGHT GROUPS. 


SPACE TIME MANAGERIAL 
MEASUREMENTS STUDY ESTIMATES 
iT j 
a « yi = 
an Y t i ma ai ? 
1; ORDER | | 
STORAGE | INVESTMENT | | HANDLING} ROUTINE | DELIV'Y. | PROMOTION | | PAYMENTS [COLLECTIONS 


Rent $__ | Insur.$____| |Wages $____} Wages$____| Wages $___| Wages $ Wages $__ | Wages $__ 
Repairs $___ | Taxes $ Supplies $__| Supplies $___| Gas, Oils $_ Advtg. $___| |Supplies $__/| Legal $_--_ 
Heat$_____| Interest $__ ——| Tel.& Tel.$__| Repairs $__| Catalogs$__-}| | Bank Chgs$—/Bad Debts $ — 
Etc. $ | Etc. $__ as CC Ete. $ = Ete. $__. 
Total $____| Total $___| Total $___| Total $___| Total $__|Total$___!| | Total $____| Total $__ 
MAINTENANCE J |_ MOVEMENT | REIMBURSEMENT 
EACH FUNCTIONAL COST GROUP 1s ALLOCATED TO COMMODITIES OR BRANDS 
! Al 


Number of Sq.| Average In- re of | Numberof | Wo. of In- | Relative SALES VOLUME 




















f 


























Ft. of Floor | ventory Handling | Invoice | voice Lines | Amount of 
Space | Value Units | Lines Weichted by | Promotiona 


| Zones Time 


= L | u i | 











J 





THE DOLLAR AMOUNT OF EACH FUNCTIONAL COST GROUP IS DIVIDED BY THE TOTAL NUMBER OF UNITS IN 
ITS ALLOCATION BASE (SHOWN ABOVE) TO FIND A COST PER ALLOCATION UNIT (THE INVOICE LINE, FOR 
EXAMPLE). THE COST PER ALLOCATION UNIT IS THEN MULTIPLIED BY THE NUMBER OF SUCH NIT S EACH 
COMMODITY OR BRAND HAS OCCASIONED. TO FIND THE FUNCTIONAL COST CHARGE (THE ORDER-ROUTINE 
CHARGE, FOR EXAMPLE) AGAINST EACH COMMODITY OR BRAND. FOR EXAMPLE 





= STORAGE oa = pery COST\ X /NUMBER OF SQ.FT.  \ STORAGE COST ALLO- 


PER SQ.FT. / \OCCUPIED BY AN ITEM CATED TO THE ITEM 


| 


= 
Y t 


|commoDITy (OR BRAND ie COMMODITY OR BRAND) “pr 


| Gross Margin —— Gross Margin 
| Functional Expense: Functional Expense 
| Storage Dakenions Storage $ —_—. 
Investment Do dias Investment a 
Handling ictecibind Handling ss 
Order Routine $—— _ Order Routine $ 
Delivery ae Delivery se 
| Promotion Dcntninns Promotion es 
| Reimbursement $__ Reimbursement $ —_— 
TOTAL —— TOTAL 
NET PROFIT OR LOSS NET PROFIT OR LOSS 


TOTAL FLOOR SPACE 
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rsonnel’s time is ore lesson 


CONSIDERATION for office pe: 
] rding to Salesman 


for Robert Salzer, 
ne call 


ned by inside apprenticeshi —aCCK 


whether you're an inside 


or outside salesman. . . 


The Other Fellow 
Needs Your Help 


Outside man who served four years on 


the inside has five tips for each job 


WW HEN | WORKED ON THE INSIDE, though I enjoved 

W my job, I envied outside salesmen,” admits 
Richard Loewenguth of Chapin Owen Co., Inc., Ro 
hester, N. Y. “I thought salesmen really had a racket 
worries, no phones, no complaints, easy hours 
Now that I’ve been 
I realize the 


high earnings on the other 


sid salesmen 


[ envied put in work, 
ve got to continue plugging to maintain their 


e of the fence over a veat 


a long period of hard and 
they 
As a salesman, I’m still enjoving my work 
but 


like inside selling— is no bed of roses.” 


position 


tremendously, I’ve learned outside selling—just 
[hough his apprenticeship of over four years once 
seemed too long, Mr observes, 
During that time I did general stock room work 
nventory control, order filling, shipping, receiving 
then counter sales, then inside telephone sales includ 


, some purchasing and interviewing of manufacturer 


Loewenguth now 


llig 





¢ 


>  —— ' 


* EO 


ass 


‘ +f 
] ( 


him 
Mr. | 
attiti 


I realize mn 


my 


enthusiasti 
results. And 
things wro1 
ippreciate | 
outside chores easi¢ 
“Though neither 


i bed of roses, here 


make both iob evel 


PUT IT IN WRITING advises Mr. Loewenguth, shown 


Dok Tes I eathers, 


} + 
Sp ndence tw ! 


rkers with 


i rr 


wided a background in 


a solid founda- 


. re nre 
Cdl pi 


il operations- 
plus in understanding of 
give service. If 


lon't know 


} 
vith 


how 


onfidence in myself and 


inside salesman, 


idmuts As an 
ilways what it could have been. 

number of things without the 
ittain 


I'm doing some 


necessary to maximum 
undoubtedly 
in outside salesman, I at least 
work can make both inside and 
ind more productive 

inside nor outside sales work is 


are some tips I think will help 
more enjovable and satisfying.” 


Tips on Teamwork > 





here are Mr. Loewenguth's suggestions: 


For Inside Personnel For Outside Salesmen 


1. Pay attention to new names 1. Be considerate of inside time 
Inside salesmen’s time is consumed by phone 
} 


roo SCT\ 


Remember the new salesmen (and veteran sales 
men, too) are trying to build their territories. Though ind paper work essential to giving 
it's essential to give action to the big bread-and-butter 
accounts, you've got to build for the future. Inside 
personnel should recognize the importance of little 
accounts and little orders to the firm; they should 
help the outside salesman in his attempts to create 


side salesmen should try not to impose 
] 


uable time. Make brief memos after cal 


1? 


weekends; leave them (or mail them 

who will channel them to the property pat 
don’t phone inside personnel unless absolutely 
sary. If you must come in, or phone, arrang 


and develop new customers 
» during slow times of day 


2. Be careful what you say 2. Don’t encroach on inside 
(hough this also applies to letters, it is particularly 
true on the phone. We all have bad days and some 


ustomers can be extremely annoying with repeated 


Over-anxious new ilesmen sometime 
handling evervthing in then 
business Chey 


calls. Irritation is easily communicated over the phone ' 
| LOTIC 


a harsh word, a surly attitude may cost the salesman 


business he’s worked many months to get 


3. Be sales-minded 


Don't be timid about giving a sales pitch over 


3. Respect inside personnel 


is not all routine, merely giving out price and deliv Usually, inside personnel resp 
erv data. Try appealing to the P. A.’s buying motives why shabde’ enleom 


the phone or in letters. An inside salesman’s job 


) ) } ’ 
; \ ) g 
Remember, when the P. A. phones, he’s in a buying These employees are the 


mood, which is usually not the case when the out oliedtnm toe of busines 


side s an c ‘he mu get an o ' 

de salesman calls on him When you get an order ae in teamiied by thom: 

for one item, suggest allied items; try selling more eit anlar dtmeend \ 
i aj/VUl « CUU 


, 
ob well done, rec 


4. Be service-minded f the liaison between sal 
1] I 1¢ salesman 


It is imperative that inside salesmen realize yout 


firm has worthy competitors distributing comparable 


4. Make occasional calls with them 


reputable products—service often spells the differences 
Remember, too, that service is a changing tempo Whenever! 
some days you can comply with customers’ needs 


walk; other days you may be require 


n when it’s necessan 


5. Give tips to salesmen 


Salesmen are out trying to develop new contacts 
when something develops keep them informed. Ad 


vise the outside salesmen of inquiries, complaints 5 C ith ' 
orders, cancellations. It is embarrassing for the sales - Lomply wi company systems 


man to call on a buver and not know what the buyer Certain systems, though irm 


is talking about when reference is made to something have been set up to insure efficier 


' ' n 
tating 


; 


, 


handled with the inside organization. Be alert for dure. Unless the salesman can suggest a 
leads salesmen may follow up and turn into new he should cooperate with inside personnel 


} 
+ +) 


erations within t framework oO ¢ 





business. 
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Tell 


Your 
Company 
Story 


Bassett, Va. firm insists on 
competing with big busi- 
ness for prospective man- 
power by use of modest 


booklet and gets results 


peng OF INDUSTRY has been 
a boon to industrial distributors 
everywhere, but it has also brought 
distributors into direct competition 
with big business for the available 
manpower required to handle 
reased business. In such competi 
tion, the advantage lies with the big 
companies whose organizations and 
industries are well publicized and 
thereby are “one-up” on smaller 
less-known businesses 

Despite the odds, Blue Ridg« 
Hdwe. & Supply Co., Bassett, Va., 
was determined to make its bid fo 


1 


recognition by prospective cmplo' 


~ 


‘THE COMPANY STORY 


Hdwe. & Supply Ci 


ees against sucl 


put forth by duPont, Gener il i) 


tric, Westinghouse, € 


Ridge’s effort is modes 


il. It is in the form 
lhe Com 

un] 

ind th 

hances 

emplovees 

Lhe bookle 


mong presen 


to inform them on man 


ibout the company th 
left unsaid. It is also 


to influential individuals 
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rer 


us ¢ 
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naturally 
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offered 


Seek Common Questions 
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Wanted: Salesmen Who Can Serve 


Purchasing executive lists nine qualities he believes 


today’s salesman needs but often falls down on 


Ww". DO PURCHASING AGENTS Of multi-million dollar plants expect of 
salesmen? The question is a vital one to the supply industry, whose 


salesmen must measure up to standards set for them by a critical but not 


necessarily unfriendly buying fraternity, if they hope to retain the accounts 


with the most potential today 


Here are the candid views of one 


chasing agent of The Macallen Co 


- 


: 
dealing with salesmen for production 


I 


past 12 vears 


the editors of ID posed him a number 


Mr. Allen, what qualities do you 
consider essential equipment for 
today’s salesmen? 


®@Nine in all: appearance, consideration, faithful- 


ness, confidence, integrity, persistence, ambition, 
a 


knowledge of the customer, and knowledge of the 


salesman’s Own company.” 


How do you rate these qualities in 
order of importance? 


@@'The order in which I've listed them makes no 
difference. Each is equally important.” 


Take appearance, then; why is this 
so important? 


@@ Appearance is the most elementary of the nine 
qualities, but the first one that your customer ob 
serves. Your dress, physical stature, mannerisms and 
facial expressions have often made an initial impres 
sion before you’ve had time to introduce yourself 
If you haven't put your best foot forward, it may be 
impossible to obtain the buyer's interest. 

“Salesmen who dress for comfort rather than busi 
ness don’t realize that business acquaintances judge 
them not only as individuals but as representatives of 
their companies. Remember! Appearance can be a 


sign of success for both you and your employer.” 
What do you mean by considera- 
tion? 


@@}veryone knows business is getting more com 
plex, with staff meetings, ever-changing production 


such buver—Russell ¢ 


He recently gave a talk 
Electrical Manufacturers’ Convention. 


Allen, pul 
Newmarket, N. H., who has been 
and maintenance supplies for the 
on salesmen’s qualifications 

This was so 


ot specinc qu 


; 


schedules, standardization programs, research and 
development, new techniques of production and 
quality control, value analysis, automation and gen 
eral cost-reduction science. Add these to the even 
day routine in purchasing and we are faced with an 
acute shortage of time. When vou consider that 
salesmen’s visits, a vital part of purchasing, are usually 
scheduled at the salesman’s convenience, the prob 
lem of time becomes even more pressing. 

‘Buvers generally interview from 5 to 20 salesmen 
a day Assuming each interview takes 10 to 15 
minutes, you can readily see that we share with you 
a good part of our working day. So consideration for 


our time means a great deal to us.” 


What about buyers who set specific 
days each week for salesmen? 


@¢@in my opinion this is unwise and could become a 


serious problem for all concerned if the practice be 
comes widespread. But it started because too many 
salesmen. took advantage of buvers’ time.” 


Should salesmen make appoint- 
ments? 


eA considerate salesman will make appointments 
He'll also be punctual in keeping them and will pre 


sent his story concisely 
How do salesmen measure up on 
faithfulness? 


@@Salesmen acquire and lose this quality at will 
I'hey are faithful to their customers in a buyer's mar 
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ket and when orders come through on schedule. But 
this quality seems to evade them during a seller's 
market—or when a promised delivery date has been 


advanced another 30 days 


Should salesmen call regularly? 


@¢A customer faithful enough to give you his busi 
ness over a penod of vears, whether small or large 
in dollar volume, should have just as much atten 


tion as though he were a new account. Purchasing 


agents rely on salesmen to keep them posted o1 
new developments and products, and for the oppo! 
tunity to discuss service and price. Without the co- 
operation of salesmen in a faithful schedule of visit 


’ 
to cach customer, this is impossible 


Have war and shortages hurt the 
sales-purchasing relationship? 


Celt was apparent to many buyers during World 
War II and the Korean crisis that the number of sales 
calls each day diminished proportionately to the in 
creasing shortage of materials 

“Salesmen who, with little sales effort, enjoved life 
spending and investing their commission checks 
during the last seller's market are the same gentle 
men who feel that a purchasing agent is unfair to 
brush him aside with ‘I’m placing our business with 
a competitor who remained faithful during the war’.” 


What's your feeling about confi- 
dence? 


Ce You may sell a product that merits a reputation 
of excellence in its field. But if you do not have con- 
fidence in yourself and the product, no amount of 
effort on your part will result in sales. Confidence is 
unique in that it is conveved only when it is pres 


ent.” 


In listing integrity, do you mean 
that salesmen sometimes fall down 
on this? 


@e@Problems of product application often make it 
necessary for salesmen to be called out in the plant 
There they can observe production methods and 
equipment. Purchasing agents are amazed that occa 
sionally a salesman will stoop so low as to use in 
formation picked up in one customer's plant to ad 
vance his cause with competitive customers. This 
practice has resulted in many firms initiating an iron 
clad policy of “Employees only in the factory.” 
“There are also times when a buyer discloses con 
fidential data in purchasing interviews. This is always 
given in good faith that it will never be used other 


than for the purpose it was given.” 


Though you're a purchasing execu 
tive, you rate persistence as one oft 
the desired qualifications of sales- 
men. Why? 


@@} very one appreciate 
rt 


petitive spirit ind the de 


this is associated with 


if, you may 
good ilesmat hip 
pany with a top 


iles.’ 


But what about buyers who persist 


> 


in saving “No”? 


Why should a customer care about 


da salesman’s ambition? 


} 


@@Salesmen are fortunate in -that the ilwa € 
a measure of their ability in the dollar volume of 
sales produced Don’t become self-satished becau 
vou have reached vour quota, or have sufhcient 


come to _ satisfi personal needs. If you are 


] hy? 


guilty of this, vou are admitting vou lack ambitio1 


This is a detriment to vour character and a id 
cation to vour customers that little can be expected 


of you in the future.” 


What do you mean by knowledge 
of the customer? 


; 


@@ You should not call upon a purchasing agent with- 
out some knowledge of his company and products 
manufactured and an idea of where your product can 
be used to advantage. Never make the mistake of 
asking, “What does this company manufacture? 
Chances are you will be dismissed prompt! 


rightfully so.” 


How can a salesman find out about 
a customer before calling? 


@@Trade publications, directories and registet 
fying manufacturers are available. You can als 
the company for a catalog or brochure of the 
ucts, get descriptive literature o1 compan\ 


observe their advertisements 


How do you rate salesmen on knowl- 


edge of their own firms? 


For the answer to this question 
please turn to page 208 





“What’s The Matter With Your Outfit? .. .” 


Another complaint, but do you let it go at that or show an 


awareness of Ww hat each one means to you and your company 


By Jack Wertis 


REATEST DANGI 
e on the 


of handling 


ne hal 


“What's the matter with your outfit?” 


"Where are those cutters you fellows promised to deliver today?” 


il 


hin 
rie 


y y Shahi x 17 
mg ul il VO 


vou ask him 


ty 


ind als 
mipan hame Ju 
facts usually 

| hen | 
gave the 


then ask him 


In Tare inst 
: ble to « I 
Gordon Samble ible to check 
shipping clerk stomer 
Georgia Supply Co 
Jac ksonville I la 1 ] 


1 though hov to handle 


ut that the cus 


} ’ 
sIness 
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¢¢Just A MOMENT, please; who i 
this calling? 
“Where was the order to be de 
livered? 
“Those would be the first ques 


tions I'd ask since I’d need this in 


‘ 


formation. ‘Then I'd excuse myself 


and ask him to hold the phone 
minute while I checked on the sta 


tus of the order. If, through some 


l 


] 
fault of ours, there was some delay, 


I'd expedite the order and then re 


turn to the phone to tell the cus 


tomer what I had done and to 


apologize for the delay. I believe in 


being frank with the customer in a 


case like this. I'd trv to get across 


the idea that I was sincere in trvu 


- 


be mistaken 


= 
Pe 


t 


+ ” 


Sa 


“W IEIHER | RECOGNIZE the 


ther end ot the Wirt 
the situation as 
crious l tl fellow 
other e1 
sonally 
nothing 
plaint seriously. So that’s the first 
thing I'd do; find out who is calling, 
as courteously as possible. Mayb« 
that would be all the imformation 
I'd need if I knew anvthing about 
the order. If I didn’t know any 


thing about the order, I'd ask when 


sometimes, and then the situation 
calls for more tact than in the other 
case. It’s not unusual for a customer 
to place an order and seek to try to 
have it delivered at 11 o'clock next 
morning. After being told it would 
be impossible but that every effort 
would be made to deliver the same 
day as early as possible, he'll agree 
But when he calls to complain, he 
will forget that he settled for a later 
delivery Then vou have to remind 
him tactfully of what h lid 
agree to 
Handling complaints from ang 

customers is a more serious prol Harry Crossen 
than most individuals realize manager city industrial sales desk 


takes prompt action to appease tl Woodward- Wight 
New Orleans, La 


type rf complainer, not just 
I 


Se 


I d Mascaro 


assistant manager 
Oliver H. Van Horn Co 


Mobile, Ala 


I-dward Assaro 


dispatcher 
Doussan Supply Co 


New Orleans, La 


the order was pla 


him to hold the wire a moment so 
| could find out what happened 
With this information I could 
check and get things moving. ‘Then 
| could go back to the phone with 
something positive to report [ 
wouldn’t make too much of excuses 
What the customer wants 1s a 


tion. 
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Idea No. 1—Consolidate 


New warehouse-office replaces three separate warehouses E & 
B used to maintain, handles more volume in less space. Old 
quarters were cramped, antiquated, required double handling 


of goods and extra trucking to assemble orders. Result of 


consolidation: A saving of 10 man-hours weekly in warehouse 
labor, plus undetermined amount of truck time. Faster han- 
dling of orders, with fewer errors. An end to the inefhcient 


assembling of small orders from three locations 


10 Ideas For Faster Handling, Lower Costs 


E & B Mill Supply Co.’s management 
drew on many sources for data on 
how to fit new warehouse and office 


for streamlined operation 


HEN E. & B Mit Suppry Co., Perth Amboy, N. J., 
W vccupied its new headquarters recently, the man 
agement put into practice cost-saving ideas that had 
been two years in the planning stage. ‘The building, 
an old sports arena, was purchased for reconversion 
in 1955. Benjamin Rabinowitz, president, immedi 
ately set up a file labelled “Operation Building.” This 
became a receptable for every idea for reducing costs 
and speeding up service that the management could 
lay hands on. 
hey clipped magazines, including INpustRiaL Dts 
makers’ literature; 


made notes on employee suggestions; toured plants 


rkIBUTION; collected equipment 
of suppliers and customers to observe the latest office 
and warehousing methods of large companies. Per 
odically, the ideas were screened and re-appraised for 
FE. & B’s precise needs. These 10 saw the light of day 


in the new quarters 


Idea No. 4—Odd-Size Hose Display 


Use of widest warehouse wall to store and display non- 
standard hose lengths is idea of Daniel Goldman, warehcuse 
manager. In old quarters, odd-size hose cluttered warehouse, 
was hard to find when needed, often went months unsold or 
was written off. Now, lengths are added to wall display as 
soon as cut, neatly tagged. Result: Easier handling of re- 
quests for odd sizes, less clutter in stockrooms, more counter 
sales and better turnover of material that might otherwise 
bring in no profit 
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idea No. 2—Pallet Racks idea No. 3—All-Purpose Reel Racks 


New steel strut pallet racks permit stacking pallets four New steel racks, with spools three-high, replace former 
high. Pallets were used in one of the old warehouses, but wooden racks, accommodate wire rope manila rope, hos 
pace was limited and absence of racks meant only palletized ind matting materials in one place. Due to cramped space 
bulk goods like steel drums could be piled atop one another in old quarters, many reels stayed on floor, stack was seldon 
Now almost everything can be palletized and moved by more than two high, reeled products were scattered throug! 
fork lift, from loose chain to packaged goods Result buildings Now. with reels in one place ind room to work 
I'wice as much inventory palletized, and that much man in, wire cutting device on casters can be maneuvered wher 
handling eliminated. More than 50 space saving from needed (It could not always be used in old locations), al 
higher stacking where pallets are used materials are easy to handle. Result: Half as much flo 

space required for the reels themselves as formerly. Typical 

orders serviced in half the time or less than it used to take 

About 15 minutes to get 100 feet of wire rope ready for 


Idea No. 5—Rock and Pans for Fasteners shipment now, against 30-45 minutes in the old setup 


Modern tote pans, designed for easy removal from steel 

racks, have replaced wooden racks and kegs for bulk idea No. 6—New Packing Method 
fasteners. Pans can be moved on fork lift if too full for 

manual handling. Results: Easier order filling due to open Space was too cramped and order assembly too dispersed t 
front design of pans, flexibility, and neat arrangement with have uniform shipping procedures in old quarters. Now 
clear type and size identification. A 20% saving in space with elbow room and assembly consolidated, orders are being 
In dollars, with real estate costs at 60 cents per square boxed in master containers. Reinforced cardboard boxes 
foot, an annual saving of $2,160). Faster physical inventory which cost 84 cents second hand, will accommodate most 
checking: It’s done by weighing, using lift truck to move small-to-average size shipments. Result: Fewer misplaced 
pans to scales, and takes one-eighth the time that used to orders, less damage from goods falling off trucks, ease in 
be required for taking inventory by unit count. handling, less confusion on shipping floor. 
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Idea No. 7—Flexibility Idea No. 8—Functional Office 


Movable fixtures predominate in new quarters at all levels. Desks are arranged according to steps in the order process 
Racks supporting the reels, pallets and tote pans can be each tailored to work pertormed. Inside 


| salesmen have 
readily dismantled; new sections can be added in reserve modular units with wide 


working surface, shelves for litera 
pace on floor or balcony. Office layout is also flexible, with ture (see above Ivpists have only what they need—a flat 
fixtures unanchored and one entire wall movable like a surface and typewriter. Windows communicate with inner 
screen. Result: less costly expansion when it becomes neces executive office. Result: Faster work flow than in old office 
sary; trial-and-error usage of fixtures is possible to determine where desks were fitted into 


awkward spaces, working area 
most efficient setup 


was disconnected. More comfort, convenience, quieter sur 
roundings. No one has to shout or move about the room 
to communicat 1 irgent matters or search for necessars 
papers 


Idea No. 9—Progress Chart 


Ihe management timed the renovation and stock move with 
precision. They modelled a progress chart on one commonly 
used by contractors, filled in dates at the top column, stages 
of construction and moving down the side. Estimated dates 
for beginning and finishing each job were then blocked out 
on the chart.. Result: An at-a-glance guide to help direct 
all stock moving, coordinate it with construction work, check 
on contractors’ progress. A useful tool and memorandum 
of details for planning any future changes (Planning this 
move, involving chart, blueprints and organization of a tag surance premiums, or enough saving to pay for the installa 
system for stock, took three months of paperwork; stock it tion plus increased fire verage within a relatively short 


self was moved in 36 hours). period of time 


Idea No. 10—Fire Protection Economy 


For $7,000, the company is installing a new sprinkler system 


1 
throughout the warehouse. Result: a 55% reduction in in 


From All Over 


nto the new qu 


d up the idea file We 


keeping our eyes 
n't the last word 

ome ma\ t ve expect, all of them can be 
mproved o1 ut v learned to look further tha 
yur own backvard for 1 methods to help cut costs 

among mel uppliers, at equipment shows 
in magazines herever \ in find something to 
idapt. ‘This is obligatory if we want our customers 
to believe t we practice what we preach about bet 
ter tools for 1 r¢ icient ope! ition.” 





Shelves Loaded with Dead Stock? 


Salesmen Plugging Pet Lines Only? 


“A YEAR AGO we had to answe! 
admits C. ‘IT. McGraw. presi 
Co.. Detroit. “We'd take 


] 


burst of enthusiasm, di 





months. ‘Then the line 


By George lL. Bottari men returned to pluggit ¢ 


sagged with dead stock 


\nswering ‘Yes , howe’ CI 
correcting these co 


Mir. McGraw, “that if 


1 3 
plier S line, we d drop 


Assistant Editor 





st] 


1 


take the following foul 
|. Analyze sales bi 
>. Feature neglected 
Use suppliers 


Analyze all req 


Why today’s answer is 





Shelves Loaded with Dead Stock? (Cont’d.) 


| ANALYZE YOUR SALES BY LINE to do justice to 


your supplier, counsels President McGraw, shown 
above studying sales analysis forms devised for 
this purpose. 

“To determine each salesman’s monthly sales of 
each major line, you do not need an elaborate expen- 
sive system,” advises R. C. McGraw, vice president of 
the firm. “Here’s how our system works: Clarence 
or I go through each salesman’s invoice copies at 
the end of every month. We list the amount of each 
item under one of 28 product columns (plus a mis- 
cellaneous column) on a salesman’s analysis sheet. 
(hen we total the amounts in each product column. 
Later, we also total all salesmen’s sales in each cate 
gory for a Summary sheet” 

While it may seem unwise for top executives to 
take the time necessary for such a job, C. T. McGraw 
points out, “We've observed we're more impressed 
Somehow, printed 


by figures transcribed by hand 
Handwriting 


or typed reports don’t register as deeply 
the amounts from the invoices causes us to note the 
size of our orders, items being sold, and to whom 
they are going. As a result, we are thoroughly con- 
ersant with all phases of our sales picture.’ 

Forms used are simple and easy to read. At the 
top is space on the left for Salesman’s Name, on the 
right for Month. Beneath are columns labelled with 
the firm’s 28 product categories representing their 
major volume, and the miscellaneous column, which 


is kept to a minimum 


98 


FEATURE NEGLECTED LINES during a_ specifi 
promotion period: the second step recom 

e : . : 

mended to stimulate sales of lines not sold in 
worthwhile profitable volume. The inside staff is 
important in this step because of constant contact 
with buvers and shop personnel. 

Today, when McGraw executives note a line show 
ing diminishing sales volume (from analysis sheets 
they reappraise its profitability and potential. 
msidered profit and potential at 
the time we took on the line.” McGraw, 
“but it’s important to re-evaluate in the light of 


“Of course, we 
says C. T 


onditions and field experience. If the line 


changed 
usually 


holds up under this scrutiny, we designate it 
ilong with one or two other such lines) to be plugged 
during a two- or three-month period.” 


Ihe decision to stretch the promotion period be 


yond the customarv week or month was based on the 


belief (sin mnfirmed ) that the longer period made 
for a fatrer test. Also, it has been noted that sales 


men become accustomed to pushing the neglected 


this longer period and continue giving it 


line during 
the rest of the vear, too 


ittentior rin 
Inside Salesman Gary McDonald says, “We're con 
stantly talking to buvers in a buving mood and 
therefore portunities to put in a word 
the featured lit It was common for a buver 
e handled a certain item, and 


to add it to the order under 
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rect mail campaigns to coincide with sales efforts 


3 SUPPLIERS PROMOTION and coordinate di 


In the past, McGraw’s suppliers’ literature was 
haphazardly handled, but, since Salesman Tom 
Richardson (above) was assigned to straighten out 
their stock, evervone knows where to find current 
material and it is directed to proper buying personnel 
at the proper time 

‘Frankly, we didn’t do our suppliers’ promotion 
material justice.” admits R. C. McGraw. “Today, 
one man is responsible for keeping it current and in 
neat, orderly fashion. And we key all mail campaigns 
to the time our inside and outside salesmen are talk 
We've learned this 


double-barrelled concentration on a few products 


ing up the same _ products 


during a specific period really pays off.’ 

Salesman Tom Richardson agrees and adds, “By 
timing direct mail during the period we're plugging 
these products, we help insure that our message is 
making an impression on the buyer; we feel our efforts 
ire being backed up by our company.” 

Other salesmen point out now that literature is 
racked alphabetically, it’s easy for them to find 
what they want, and it encourages them to tailor 
loose-leaf catalogs for customer’s specific needs. It’s 
ilso quicker to find promotion material to replenish 
their car trunk files 

»I pplier’s are also more anxious to cooperate by 
furnishing effective promotion material in_ realistic 


quantities 


FinaLty, the firm took steps to analyze all re 
4 quests (particularly phone inquiries) for non 
stock items by insisting that inside and outside 

salesmen turn in brief memos of the item, amount 
wanted, and customer interested 

General Office Manager Arthur L. Russell (above 
studies collection of memos noting items repeatedly 
requested. Sufficient calls lead to bringing up the 
item at the next general meeting for discussion 
about advisability of adding to their inventory 

“In the past,” recalls Mr. Russell, “we frequentls 
heard inside or outside salesmen complain, “We 
ought to stock such-and-such a product’ or “We ought 
to carry this special size.’ But we never knew what 
inspired such observations, and we rarely did am 
thing about it. Today, we can analyze inquiri¢ 
had over a certain period and use these 
1 basis for discussing the pros and cor 
the item or line in question. Now we 
before adding anything to our present inve 


are doing so to meet a local, current 


filled in sizes once considered special 
profitable allied lines 
“Furthermore, as soon as the 
it’s up to our sales force to go ba 
parties and inform them we ar 
to meet their needs on this 
As is the case with the 
memos for non-stock re 


ror just essent 


paper callir 
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Mrs. Rita Otto works every phase of the city desk, here she takes a phone order 


A Womans Place Is 


When she isn’t swamped on the desk, she catches up on clerical work 


... on the City Desk 


s 


She also handles 


quotations. 





ISTRIBUTORS ARE MISSING A BET by t usil 
men in technical jobs,” said M. W 
f ‘Triplex Supply Co 
tionist who returi 


find that her 


' . ] 
KS CVCT\ pnasc 


1c also helps 


- k, handles qu ) 


correspondence 


rv interesting. | fol 


She checks stock which helps her learn the product she sells 


he would 


time permits 
1 men Wher th 
2 Whenever she gets the time, she reviews her sales brochures 
and catalog 
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Can You Write 
Good Sales Letters? 


New edition of book shows how to 
put a four-part formula to work 


in writing letters that really sell 


HE TECHNIQUE OF WRITING SALES LETTERS is crisply 
Resend in a new edition of “How to Write Bet 
ter Business Letters,” by Earle A. Buckley, a Phila 
Although, as the title 
suggests, the author discusses business letter writing 
generally, the bulk of the book is devoted to an analy 
sis of what makes a good sales letter sell, and the 


delphia advertising man. 


elements a sales letter needs to persuade its recipient 
to buv. 


“Bake” a Letter 


“A letter formula,” says Mr. Buckley, “is as neces 
sary to sales-letter writing as a recipe is to cake baking 
It is something to be learned by heart and followed 
systematically until it becomes automatic.’ 

What is the formula? Here it is 

Interest—You must arouse interest or the reader 
won't even finish the letter. 

Desire—You must create a desire for whatever you're 
selling, or obviously you can’t hope ultimately to 
consummate a sale. 

Conviction—You must make your reason for buying 
convincing, or the prospect won't feel that it is 
to his advantage to buy 

Action—You must lead the prospect into some kind 


*HOW TO WRITE BETTER BUSINESS LETTERS, by 
Earle A. Buckley. 280 pages. McGraw-Hill Book Co. $4.00 


of action, otherwise his enthusiasm will cool off 
before you have a chance to “cash in.” 

There’s a difference between arousing interest in 
the letter’s opening and piquing the reader's cunosity 
Curiosity is useless in prodding the reader into going 
further into the letter. According to the book, “The 
right opening must be based on personal interest 
You can be reasonably sure that the first paragraph of 
your letter will be read in any event, but the second 
and third and the rest of the letter will be read onl 


if you ring the bell with your opening gun 


Build a “Suction” 


It’s in the body of the letter that the writer can 
put the remainder of the formula to work. And here 
the formula must be used so that a “suction” is gen 
erated that pulls the reader along to the point where 
he will take action on the letter writer's proposition 

In the second paragraph, the writer follows through 
with the thought he’s expressed in the first. Now 
he’s attempting to build desire in the reader, show 
him what a product or service will do for him. It’s 
at this point that many sales letter mistakenly assume 
that the real story lies in a description of the product 
“The only thing the prospect is interested in is what 
the product will do for him,” says Mr. Buckley 

In applying the “conviction” part of the formula, 


you are doing no more than expressing vourseif in 
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such a way that your prospect will believe what vou 


are saying. In other words, the letter must have 


believability. It must remove skepticism and question 
Statements 


be proved by facts, and the prospect's questions dis 


marks from the prospect’s mind must 
pelled by convincing answers 

\ sales letter’s conviction can be magnified, also, 
puts himself on friendly terms with the 
if he injects the quality of “naturalness 
letter. Mr. Buckley puts it this way: “A 
that has personality unconsciously makes you 


‘warm up to 


if the writer 
prospect 
into the 
letter 
whatever proposition it contains 
Whether you respond or not, you feel as thougl 
like to. Your 
for the person (or company 
that the 


he said 4 


friendlines 
You fee 


whatever 


you'd reaction is one of 
who wrote 
was absolutely 


write! sincere in 


In Closing .. . 


} 


letter, 


Now we 


which stimulates “action” in the prospect 


come to the close of the 


that part 
| here are 


| 
letter or prodding the 


manv different 


numerous wavs of closing a 


prospect to action, because there are so 


objectives different sales letters seek to achieve How 


ever, for discussion’s sake, types of closers can be 


classified three ways 


Low-gear Type—This applies to the letter aimins 
it nothing more than keeping in touch with the 
prospect or custome! 
effect, “whenever you're readv, 


advantage to think of us.” 


his type of close says in 


it will be to vour 


Second-gear Type—This type of closing usually ends 
with a question asking the reader point-blank if 
he won't take some kind of action, like returning 
a reply post card, or requesting a demonstration 
Rather 
it is a case of a decision being left to a prospect 
if the 


stated its proposition with conviction, the second 


In no sense is this closing high-pressure 


letter has aroused interest and desire and 
gear closing will invariably get the prospect to 


act the wav vou want him to 


High-gear T'ype—This closing must be urging and 


convincing, it must induce action. Its build-up 
through the stimulation of interest and desire and 
the tone of 


objec tive 


conviction is very strong indeed. Its 


s to make the prospect buy 


Use Motive Power 


Discussing what makes a sales letter productive 


the author points out that the writer of the letter 
must play up to some motive in the prospect. He 
says, “There are six predominating motives which, if 
properly used, will unlock the door of a prospect's 
induce him to act Every successful 


interest and 


INDUSTRIAL DISTRIBUTION 


on the improvement of pet 


speech, letter, sales talk, or sern 


nother of these same motives 


1. “The desire for 


i pront oO! 
“The desire for comfort 
self-indulgence 
3. “The 
erty, or interest 
+ “The desire to 
gation, et 


“The 


“The desire 


desire for 


desire 


Five-Point Plan 


of vour bu 


vour customer. Don’t make 
the translat 
Mark in som 


that mav be 


Line 


news 
up the facts t 
going to make, proof 
stories, etc 
[he author then suggests vi 

benefits and choose the one vou think will cre 
greatest stir with a prospect 
short opening paragraphs, using the leader 
Remember, the 


in the first 


selected entire »b 


iccomplished sentence 


1 letter or bv a salesman 


\ person nas 


before he’s readv to eat It’s vour job te 


hunegrv for whatever vou have to s¢ 


And Your Secretary 


lhe remainder of the book deals 


sonal COT 


need for simple language, avoidan 


; 


cliches, the need to get on a bas 


with your reader, and so on 
Che author emphasizes a point 
| 
have vour 


business letter wnting 


too 


read over the pointers 


responsi! itv in seeing that sales 
correspondence hit their mark, 
vour goodwill and your company s 


; 


\ 


l 
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Write half a doz 


of selling 


Don Nic 


I 


'wo, eitl el 


Gill 





BEFORE “ 


Office vas n 


“Lazy Susan” Is Center of Office Layout 


tO DEC planned 





OI LONG AGO. Maguire & M« 
Lernon, Inc., Baltimore, had an 


’ 
records 


] 


By Don McGill msequently, ( signed and 


was presented by the irregular shap« Associate Edi hold the 
of the main office area. While ry record uilt mostly of 


fice layout problem. The problem 


} 
warenouse, 





was relatively easy to fit office fu 
niture into a given area and achi the lazy susan is tl iter of opera 
1 measure of efficiency and 1 juest t person, t t round it are grouped the 
ymehow the result never quite sat ’ O1 thi sks of Nhi lanzer, William 
either Charles Glanzer, off peal r, his brother, and Albert 
Edward Maguire, Ji lhe office lavout was al th <antas | three hai inside 
ng Mr. Glanzer. While t 


vas passably efh 


" 
iu 


desks, fi 


eae a ae ad ao “No Lost Feeling 
ide which person Wi 1 the three ar 1 doll | ; hange naturally 
) speak to job—answering the ofhice lavout. The 
the office ' ( ’ sulting inventory recor 
he visitor, the office itselt But under the old 
ntory records we'c 


vere moved from 


C 
l pl ] 1 +} 7 
ind placed across the omcc 

mt door to serve as a 


didn't put him at ease 
ls on Maguire 


I 
When anvone comes into ; 
office,” savs Mr. Maguire, “he likes from their desks by 
his Mr. Glanzer decided a new lay ecling” the old lavout engendered. 


’ 1] 
Glenzer’s desk, necessitati invone who cal 


the other Lernon doesn’t get the “lost 


rm to one spot ind ada;»ess 
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RIGHT AT HIS DESK, office manager Charles Glanzer has REVOLVING INVENTORY FILI 
; ' deo } } + ta $+ \ 


ACCESS an device which h mult himself \ t Dauka 


i 


CALCULATING MACHINE on  swive s read PLACING FILING CABINETS 


] illag 
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TWO PAPERS REPLACE TWENTY in 
Columbus Belting & Supply ¢ ; tome! 
. al 


ld anket order “‘releas 


Praditi 


Get Them To Use Blanket Orders 


Ohio distributor reports success in promoting a buying practice among 


customers that helps him pull small-order business out of the red 


N AGGRESSIVE DRIVE to sell buyers on the benefits of 
A idvance blanket ordering is paying off for Colum- 
bus Belting & Supply Co 

We decided this was the only answer to our small 
order problem,” says Bill Van Fossen, sales manager 
of the Columbus, Ohio, firm. “Also, the money cus 


} 





tomers save from blanket ordering and the improved 


By Van Ness Philip service they get from us because of it makes the 
dcetstmak Qitten blanket order an excellent door opener to more 
business 





Less Paperwork for Everybody 


Mr. Van Fossen’s selling point is that small orders 
handled one at a time hurt the buyer as much as the 
distributor because of red tape, wasted time, back 
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“The minimum charge is a neg 


tomers feel they're losing somethi 


blanket ordering, we have a 


posit 
reduces our costs, but at 


ustomer equal, or eve: 


Office Costs Cut 


\ typical blanket order from a customer who 
in frequently for small pickups makes a big diffe 
to Columbus Belting’s ofhce workload 
quotations, 


Instead of 2 

formal orders, and acknowledgements t 

type each month, there is only one of each. Pri 

takes one operation. A single 

ind even iT¢ 
by rel | | t | luct d 
DV release number and not Dy produc 


Lt cit 


Invoice rTrepiaces 


T 
pl 
this is abbreviated because items 


tion. One check is deposited instead of 20. ‘I 


mly one posting to the ledger. Filing 


{ hores 
reduced in proportion, 


ind fewer papers have 
tored 
: ae , 
Also back-order rocedure, wit] 


orrespondence, is considerably 


inated, since blanket order 


needs 


“le. as 
. ee 


Handling Time Reduced 
CUSTOMER'S GAIN is the selling point. With | 


fe Y 


1 regular 


delays and higher prices. But blanket orders 


house 
onsolidate all purchases over a period of time 


der form and one invoice, can eliminate up 


of the normal paperwork and insure faster 
th 


cause e distributor can plan his stock 


irgument ipparently has been persuasive. ‘Two 


when Columbus Belting’s management 
hard for blanket orders, the company 


stomer using them. Now it has ten 
yur own doing,” savs Mr. Van Fossen 
1 that way was evident among big 


ral of whom have expanded thei 


procedure on a nationwide basis 


But we did get results with some 
ind we find them verv enthusiasti 


this objective wheneve! 
ic idea 


Customers Can Be Shown 
No Other Way to Turn 


How readily will buyers convert to blanket 


It depends on the customer, Mr. \ 
says. “Outfits with many scattered plant: 
are an obvious target, because it’s wastet 


~ 


“With shrinking margins, and a huge percentage 

our orders in the $10-and-under class, we had to 
ut a corner somewhere,’ Mr. Van Fossen explains 
“We tried minimum charges, but this doesn’t solve 
anything because you can’t penalize steady customers 
along with the one-shot buyers 


1+ 


the purchasing of dozens of frequent 
from separate maintenance shops. But 


should not be ruled out either; they 


Blanket Orders Promote Sales —> 





Get Them To Use Blanket Orders (Cont’d.) 








1 TYPING inste: ily is : oT CHECK POSTING 


t Tk 


q 


yperated by men with a number of hats 
be glad to get rid of some detail work 
The selling points most likely to 


chasing agents, he finds, are these 


Paperwork is reduced in purchasing 
departments and, if enough blanket 
ordering is done, the saving can be 


impressive. In some plants, the cos 


of requisitioning runs as high a 
to $8, and with institutions and 

ernment agencies it's known to 
proach $15 where a large number 


forms are required 


lhe buver can reduce the time he 


spends checking small requisitions, 
oncentrate more on majo! 
his is particular| 
Onccrm 
>? } 
Blanket ordering helps buvers 

a Door Opener to Sales 
rat y } ay ++} rity t] ; 
Pate pur WSINng AUTNOTITV that 

- ] 
be delegated: namely, the routine bu 
) 

ing of small-unit maintenance Ip the 
plies and other items the pul 


igent has little or no familiarity 
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PURCHASE ORDER 
THE X-Y-Z FABRICATING CO. 


EASTBOURNE ROAD PO 999. COLUMBUS 


PURCHASE ORDER NO 
311 - 56-23 


T ——— ene 








BLANKET ORDER carries order 


r packing slips as goods are drawn. Note that 


number which is posted 


on releases 


+} 


, 
rial on this one 1s not specified. It has $100 limit on 


" : 
- nor +h ; adler 
1On Th Tih otal cI 


+ 


door opener to more sales,” he explains. “Once a 
customer signs up, he’s very apt to use up the limit 
of the order because the money's been set aside. ‘Then 
if we really provide the servige we've promised, the 
chances are he'll be back for-another with a higher 


limit.’ 


Gains Outweigh Problems 


\Ir. Van Fossen is aware of problems that blanket 
orders mav entail 

sé ] 

Some sav it gives customers a lever to force down 


Yet this threat is present anyway where 


the price 
] 
i 


irge customers are involved 

“There's also the problem of customers who go 
only half wa They set up blanket orders with so 
many limits and conditions that they defeat their 
purpose 

“But there's really only one big problem we've had 
with blanket ordering—how to sell more customers 
on using it. Conversion takes a long time; yet many 
buyers hesitate mainly because of bookkeeping, for 
fear they won't be able to credit the proper accounts 
without separate purchase orders. 

“We're optimistic, though, because we think the 
trend in blanket ordering is going our way and so fat 
we've had luck in taking advantage of it 





What's a Blanket Order ? 


Here's how it works 


in a typical case 


1. X-Y-Z Fabricating Co. buys socket screws, flat 
ground stock, drills and special files for its main- 
tenance departments. Requisitions are generally 
in small units, and average 15 to 20 a month. 

The X-Y-Z buyer makes out a blanket order once 
a month to its distributor, Columbus Belting. This 
is on the regular purchase form, but instead of 
items, quantities and shipping dates it specifies 
the blanket order terms: namely, authorized indi- 
viduals, signing the firm’s blanket order release 
forms, may order anything needed during the 
month up to a limit of $100 per release. 

When material is needed, a release carrying the 
blanket order number and specifying the items 
is given to a truck driver, who takes it to Columbus 
Belting and picks up the goods. A priced copy of 
the release goes back with the driver. 

Columbus Belting files the release form until the 
end of the month, then makes up a single invoice 
containing only dates, dollar totals and numbers 
of the releases that apply to it. 


Details Vary 


There are many variations of blanket ordering 
Some involve no formal release form; only a slip of 
paper with the blanket order number is presented 
for pickup, and the distributor's packing slip and its 
file copy serve as the sole evidence of the with- 
drawal. Some released items are delivered by the 
distributor. Some plants limit releases to $50 each 
a few have no limit at all. Others limit the total 
amount of the blanket order, though up to several 
thousand dollars may be allowed. Some customers 
specify what items the order covers, others do not 
Time limits also vary—from a week to several months 

All blanket orders of the type encouraged by Co- 
lumbus Belting share a common characteristic—ad 
vance authorization to pick up and deliver goods 
without separate order forms and invoicing for each 


transaction. 
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SALES QUIZ: Test your knowledge of... 


Products and Markets 





I. ABRASIVE BELTS 


Just to start with some of the A’s—the aircraft, appliance 


and automotive industries, for example, represent de- 


sirable potential for coated abrasive belts. The illustra- 


tion at left shows a coated abrasive belt being used on 


a formed contact wheel grinding operation on a con- 


toured piece. 


A. 


Abrasive belts are also used for sanding and 
polishing metal, wood, plastics, glass, ceramic, 
stone, rubber and compositions. 
True False 
The life of an abrasive belt depends greatly on 
the speed at which it is run. Based on tests, abra- 
sive belt life and cutting ability is greater at 
speeds below sfpm; a belt cuts at its maxi- 


mum between and . . Sfpm. 

In setting up an abrasive belt grinding line, there 
are four prime considerations. Do you know what 
they are? 

A wide variety in contact wheels—from metal to 
wood to cloth to plastic to felt to compressed fiber 
are used in various densities for abrasive belt 
polishing. Six basic types, however, do most of 


the work. Can you name the six? 





2. GEARS 


To be geared for an increase in power transmission 


equipment sales, gear-up on the following gear funda- 


mentals. 


A. 


In spur gears, the teeth are in 

with the axes of the gears. Teeth may be on the 
surface of cylinders. Where one 

gear is somewhat smaller than the other, the 

smaller is usually called the 

There is always contact between a part of the 

teeth in both gears—driver and driven—in a helical 

gear drive because the gear teeth overlap. Trans- 


mitted velocity, therefore is 


is much less than in spur gears and running actior 
is less 

Helical gears arranged to transmit power between 
shafts at an angle between 0 and 180 degrees to 
each other are often called. gears. The 
term We eusea is also 
applied. 

Interchangeable sets of gears, widely used in ma- 
chine design, are known as change gears. Various 
combinations of the gears make possible a variety 
Although 


other types of gears can be used in change gear 


of power transmission arrangements. 


applications, gears are most common. 
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3. HOSE 


Industrial distributor salesmen should have little trouble 
finding markets for the many types of rubber hose used 
for carrying air, water, steam, oil, paint, grease and 
many other materials. 

Here are some brush-up questions on just a few types 
of hose you might encounter in your regular rounds. 


A. Brewer's hose, also known as beverage hose, must 
have two properties in addition to usual hose 
characteristics. Can you name them? Inner tubes 
of this type hose are usually .; Outer cover- 

ef eee. eee ee 

Hydraulic control hose is used for pressure greas- 

ing of machinery and vehicles. An important point 

to remember when writing up orders is that hose 
lengths are specified from........ = SS 

When cutting the hose, it is the practice of the 

industry to take into consideration the 


Lightness, flexibility, safety and toughness are im- 
portant requirements for Oxyacetylene and Oxy- 
hydrogen welding hose. Welding hose can also 
be used for carrying air on small air compressors 


and on paint spray equipment. 

Colors used are the same as traffic lights; red 
cover hose is for carrying 
green cover hose for carrying 


4. HAMMERS & PUNCHES 


Don't let the glamour of automation blind you to the 
fact that such hand tools as hammers and punches are 
used in quantity in all types of present day shops and 
production plants. Familiarity with the types of these 
mechanics’ hand tools will lead to plus business you may 
be passing by. 


A. Hammer sizes are designated by the of the 


in or 





How many of the hammers shown above can you 
identify? 

The bodies of most punches are octagonal in 
shape. Do you know why? 

Test your knowledge of punch nomenclature by 
naming the four punch points illustrated below 














FOR ANSWERS, PLEASE TURN PAGE 





Answers to Sales Quiz on pages 110-111 





4. Hammers & Punches 


A. Blanks should read: weight, head, ounces, pounds. 


boa 





5 





1. Abrasive Belts 


A. True 

B. 7,000; 5,000 and 7,000 sfpm. 

C. Four factors to consider are: shape of part, type 
of material, finish desired, production required. 

D. Rubber with serrated surface and rubber with 
plain face, both types in 20 through 100 durome- 
ter; compressed canvas in very hard to supersoft 
densities; solid sectional in soft, medium and hard 
densities; buff section in mostly soft density; finger 
type in soft density. 


Hammer heads shown are: a. ball peen, b. re- 
placeable head, c. straight peen, d. cross peen. 
Punch bodies are octagonal to keep them from 
rolling when laid on benches or other shop equip- 
ment. 

Punch points illustrated are: a. prick, b. pin, 


c, center, d. drift 





2. Gears 


A. Blanks should read: straight, parallel. Inside, out- 
side. Pinion. 

B. Constant; vibration, noisy. 

C. Spiral. Crossed helical or crossed-axis helical. 


D. Spur. 








3. Hose 


A. 1. Impart no odor or taste to wine, beer, or other 
beverage handled. 2. be non-toxic. Tubes are 
usually white; covers black or white. 

Blanks should read: extremities of couplings . . . 
portions of overall lengths occupied by the cou- 
plings. 

Red cover hose for acetylene or hydrogen; green 








for oxygen or air. 
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CHESTER 
ELECTRIC ale] iy it 


Y% to 2-ton capacities 


The most your money can buy in electric 
hoist quality and performance—this is it, 
wrapped up in the tough, Chester Model E 
Electric Hoist package. 

How tough? Enough to stand the hardest 
use. Take the high-torque motor, for instance. 
It's not adapted for hoist use—it’s especiall) 
designed for it. Result: a motor that can be 
run under full load for 30 minutes with no 
more than a 55°C. temperature increase—top 


rating for any hoist in this class. 

Find out why Model E Hoists run cooler, 
operate smoother, last longer and require 
less maintenance. Complete data on the 
Model E and EC Electric Hoist lines as well 
as full specifications on the entire Chester 
line of hand hoists and overhead I-beam 
trolleys is available in the new Chester 
Hoist catalog. 

Write for your copy, today. 


CHESTER HOIST DIVISION, The National Screw & Mfg. Co. 
LISBON, OHIO 





> 


Fasteners /. 
& 


Hodell Chains ly 


Chester Hoists 
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U.S. TOTALS 


January 1957 
Compared with 


December 1956 


January 1957 
Compared with 


January 1956 





WIIIIZZZ,_ 





Compi.ep sy INpustriat DisTRIBUTION 





+2 % 





+] 1% 





Supply Sales Trend 


Final Figures For January 





January 1957 
Compared with 
December 1956 


1957 





1957 


Compared with 


January 


January 1956 








NEW ENGLAND 
Connecticut 
Maine 
Massachusetts 
New Hampshire 
Rhode Island 


Vermont 


MIDDLE ATLANTIC 
New Jersey 
New York 


Pennsylvania 


EAST SOUTH CENTRAL 


Illinois 
Indiana 
Michigan 
Ohio 
Wisconsin 


WEST NORTH CENTRAL 


lowa 

Kansas 
Minnesota 
Missouri 
Nebraska 
North Dakota 
South Dakota 





1% 


2% 


60% 


2% 





+17% 
+20% 


+ 6% 


- 1% 





} 


Figures in this col 
umn ordinarily show 
cumulative sales 
changes of the cul 
rent year to 
compared with the 
preceding year. Since 
this month’s Supply 
Sales I'rends sechion 
s based on sales to 
January 31, the per 
changes of the cut 
Column 2 serve the 
purpose of recording 


year to date changes 


date 
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Packed with 
expert technical knowledge that 
helps you and your customers 


The top quality and consumer acceptance of Union cutting tools are kept that way by the 
wide technical knowledge of Union tool engineers and production specialists. As a Union 
Distributor this benefits you, because it makes Union tools easier and more profitable to 


sell, as well as to use. 


UNION 


TWIST DRILL COMPANY, Athol, Massachusetts 


Manufacturers of a full line of Drills «+ Reamers + Cutters + End Mills » Hobs and Carbide Tools. Warehouses: Atlanta + Chicago + Detroit + Fort Worth 


Los Angeles « New York and San Francisco. S. W. Card Division, Mansfield, Mass. Butterfield Division, Derby Line, Vermont 
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SALES TRENDS (Cont‘d.) 





January 1957 
Compared with 
December 1956 


January 1957 
Compared with 
January 1956 





SOUTH ATLANTIC 
Delaware 
District of Columbia 
Florida 
Georgia 
Maryland 
North Carolina 
South Carolina 
Virginia 
West Virginia 


Alabama 
Kentucky 
Mississippi 
Tennessee 


Arkansas 
Louisiana 
Oklahoma 
Texas 


MOUNTAIN 


Arizona 
Coiorado 
Idaho 
Montana 
Nevada 

New Mexico 
Utah 
Wyoming 


PACIFIC 
California 
Oregon 


Washington 





EAST SOUTH CENTRAL 


WEST SOUTH CENTRAL 





NO 
CHANGE 


+ 1% 


+10% 


-11% 


+14% 





+14% 


NO 
CHANGE 


+15% 


+ 3% 


+21% 





Figures in this 
umn ordinarily s 
cumulative 
changes, of the cu 
rent vear ft 
compared with the 
preceding vear. Sincc 
this month’s Supph 
Sales Trends section 
based on sales to 
January 31, the per 
entages listed In 
Column 2 serve the 
uurpose of recording 


1 
irt yd ite changes 
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LONG ANGLE 


LATHE 
FILE 


gives smoothest finish 


... Stays sharp longer! 


the long 45° angle of those 

precision-cut teeth. It 

greater shearing action for re- 

tal faster and with less 

clogging. The long 

ovides a self-cleaning action 

new chips clear out the old. This 

special-purpose file is cut from a heavy 

blank for extra strength and better 

results on lathe work. Both edges are 

“safe” t protect work shoulders. It 

can be used to give the right finishing 
touch to both hard and soft metals. 

You can depend on Heller Nucut Long 


Angle Lathe Files to speed work and 


cut costs. A trial is the best convincer. 


SOLD EXCLUSIVELY THROUGH 
/ Heller 


DISTRIBUTORS 


"YOUR OUTSIDE TOOL ROOM" 


Heller AZmeer” [hols 











More than ever before .. . 
IT PAYS TO BE A 
HELLER SELLER! 


MORE TO SELL! Three great 
new lines supplement Heller’s 
famous files. In addition to the 
thousands of types, _ sizes, 
shapes and cuts that make up 
the Heller AMERICAN PAT- 
TERN, SWISS PATTERN, 
VIXEN, and ROTARY FILE 
lines, you can now sell complete 
lines of Heller Hack Saw Blades, 
Metal Cutting Band Saws, and 
Flat Ground Die Steel. 








MORE TO SAY! All Heller 
products are now “Job Tem- 
pered” by a unique combina- 
tion of metallurgical and hard- 
ening techniques . . . a promise 
of superior performance and 
longer life. 


MORE ADVERTISING AND 
PROMOTIONAL SUPPORT! 
The impact of Heller’s current 
saturation advertising and mer- 
chandising campaigns for all 


four lines makes it easier to sell 
Heller files. 


MORE FIELD ASSISTANCE! 


Heller’s Representatives . 
backed by more than 100 years’ 
tool application experience . . . 
are available to solve your 
customers’ problems, only 
through you as a Heller 
distributor. 





ita Tool Co. 








America's Oldest File Manufocturer 
NEWCOMERSTOWN, OHIO 


Subsidiary of Simonds Saw and Stee! Co 





MACK SAW BLADES i METAL CUTTING BAND Saws § FLAT GROUND DFE STEEL 
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The Outlook for Business 


By The Economics Department, McGraw-Hill Publishing Compeny 





os GET 1O THE HEART OF THE MATTER right awa\ dc we do not want to be unde 
W Cc think the gene! il business outlook IS O.K t S arguln that the federal budget, which pro 
In our report a month ago we included a fairly to spend 1.8 billion in the fiscal vear ending 


ght, or anvwhere near right 


comprehensive list of possibilities of trouble for 1957, 30. 1958. is just 
in which those wishing to worry might find nourish mat As a matter of fact. we are sure 
ment for their worries. The latest big-league prophet t the budget proposes a lot of wasteful but politi 
of disaster is former President Hoover who, having pediel nditure—such, for example, as the 
failed to predict the last depression, 1s taking no yroposed rea resen t of $7 


hances of missing another one 


Mr. Hoover introduced the historical approach to point bei ade here is that the 


the studv of the business outlook, but so far as we can budget is not ringboard for a dizzv inflationary 


tell, the antecedents of the depression with which he pI which the a ks upon it, most notably those 


had such tragic intimacy bear relatively little resem t] wer and Humphrey, have been 


blance to what goes on today usiness activit idely interpreted as saying it is 
high now, and it was high in 192! But otherwise 


there is little similarity between the two periods ~AND ITS DANGER: But besides the « 


waste which if p yoses to inaugurate, the 


THEN AND NOW: One of the most dramatic eral budget introduces another danger which 


is to be found in the change in the relative 


importance of business on the New York Stock Ex 


hange. In 1929 the total dollar volume of sales on 


the New York Stock Exchange was about one and 
1 quarter times that of the gross national product 
that vear: in 1956 it was about 7° of the GNP. Cu 


rently business on the stock exchange is peanuts, 


pared with what it was 
Further in contrast with the present, it was 


: 
prices, wafted on waves tion, that were doing 
' 


the rising in the late ’2 ndustrial and farm prices 

were relatively stable, and wage rates were standing ' ' is been publiciz 
still, too. During the past vear there was a substantia squt ess profits. The tr 
rise in farm prices, and wages have beer 

steadily—to give boosts to purchasing ] 


poosts to costs And ncreases 1n 
| 

ave helped to protect bus 

o invest. In the meantime 


+ 


has been no significant increase in stock market 


ind ictivity nor in consumer! redit—the two places som ules, thet ground f 


where a crash-courting speculative spree might be ersed itself e Coun 


expected to show up, and did show up in the |: 2 rs is now estimating that there 
stantia ease in profits in the irth 

I'HE BUDGET: If the federal government were to r of yn the kev point, as with ot 

take off on a wild-eved spending spree, it might touch aring C1 vhere we are at the moment, the 

off a violent surge of inflation—to be followed by a 

painful hangover. With a few notable exceptions, ni n mate of the busin 

of which perhaps the most notable is housing, the ind sme! broad dimer 

economy 1s running pretty cl ipacity, both in per e th Ipp! f the trouble spots, of which 


ivailable labor and materials is not pos n recent vi nsistently had a goodly 


0 push up government or other purchases ud | procedure which 


vy without 1 push ng up of prices o tl n sta it the outset 
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ieettaenrs 


c “a 
Ns 


Grapes are stored at 32°F, potatoes at 
40°F. Anhydrous ammonia, carried in 
SPANG CW Steel Pipe, is used as the 
refrigerant. 


Mr. George Eckert, standing in one of the 
storage cooler rooms, reports on perform- 
ance of SPANG CW Steel Pipe at 
Bakersfield Ice & Cold Storage Company. 
Despite acid action and earthquake vibra- 
tions, no replacements have been necessary 
in almost 15 years service, 


“ACID ACTION HAS FAILED 
TO MAR THE PERFORMANCE 


OF SPANG CW STEEL PIPE 
IN OVER 14 YEARS SERVICE” 


says Mr. George C. Eckert, 

Vice President and Manager, 
Bakersfield Ice & Cold Storage 
Company, Bakersfield, Calif. 


"Re pe ated coatings with sulphuric acid when it strikes moisture, forming 
acid film, occasional earthquake vi- a highly corrosive film on the pipe 
brations, and a constant flow of an- surface. This acid action, however, hat SPANG Stee 
hvdrous ammonia have all failed to has failed to mar the performance of Pipe can do for you. Make your next 
damage our Spanc CW Steel Pipe, the Spang CW Steel Pipe which has pipe order Spanc CW Steel Pi 
installed in 1942. In fact, no piping endured this condition for more than our nearb pang distributor will 
replacements have been necessary 14 years, and is still giving good 


during the almost 15 years of contin- service,” commented Mr. Eckert. 


cous operation to which the pipe hes yang epaue aualiTy 


been subjected,” reports Mr. Eckert. x 
“Last year we stored 85 carloads of CONTROL AT WORK! ‘ _ oo 


grapes. The control of bacteria and Quality Control in manufacturing 


insect life on grapes requires the builds long years of service into every SPANG-CHALFANT 


weekly use of sulphur dioxide gas foot of Spanc CW Steel Pipe. Careful 

: Division of The Netional Supply Compeny 
which is sprayed into the storage attention to temperatures and form ae i lle Wie ee AD 
room, The gas changes into sulphuric ing and welding pressures produces ee een 





What's New in Merchandising 


& Co., Houston; Howard J. Behn, 
H. J. Behn & Co., Fairfield, Conn.; 
Harry E. Ruhf, Cleveland ‘Tool & 
Supply Co., Cleveland; Harold B 
Schott, Brown & Sharpe; Henry A 
Bokram, B-H ‘Tool & Supply Co., 
Detroit; Dudley L. Eckholm, Sup 
Inc., Chicago; W. John Frev, 
Industnal Supply Co., Los 

-W illace | Anderson, \ CC 

ind general manager, 
ndustnal products div. Not 

ire: Richard E. Kemp, Von 


lwe. Co., Indianapolis 





DISTRIBUTORS 


Brown & Sha 


Morse Twist Drill 


Brown & Sharpe Sets Up Book Describes Cutters 
Distributor Advisory Council 


\l st Dnll & Machine 
rd, Mlass., has issued 
no. 30-IB 


Brown & Sharpe Mfg. ¢ 


dence, R. I., has establi 
tl butor 


ani 
mecenng 


in that 
: 
representatives fre vanious meeting new member 
of the U.S two-day s¢ elected for three veat 


1 ; ] her 
tnibutor moa ur O ( miv, ther 


ais 


1 a Sharpe 


; . 
; 1 
‘ iv 


licty but ‘ 


Statement of Sale 


them 


Cutters 


eral sales manager of the indu 


+) 


products division, “our objectives rOSS-S¢ 
ind thinking in connection with an represented 

advisory council will be similar to Distributors and B & § 

what motivated other manufactu sentatives attending the first fa bail amie 


1 


ers to establish similar councils ing were (see picture above, 
meeting of minds.” In regard to t Howard B. Begg, Squier, Schillu 
discussions held on the firm’s new & Skiff, Newark, N. J.; Stanlev Shel 
statement of sales policy, Mr. Schott don, Chase, Parker & Co., Boston; ones Pwett SURA 5 MACHR COMPHONT - teOW SEDFORR mass. 


declares, “We went through it with lom M. Nelms, Wessendorf. Nelm a 
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Manufacturers’ Training Programs « Films 


Displays « Packages « Literature 





W-S Fittings Applies Bunting Book Covers Powder Metallurgy 


Protective Coating 


W-S Fittings Div., H. K. Porte 

I] : N e IS NOW ip 

blue coating to 

steel fittings as 

come off the production line 
plied after machin 

that threads and 

is external surfaces 

to the company, the 

coated fittings are free of oil, while 
the coating provides a base for paint 
[he blue color of the coating will 


ilsO serve as a mark of identification 
] ah . ] * 


BUNTING BRASS & BRONZE CO., | 
k on | \I t 





Chain Belt Book 


Covers Idler Selection 
Mellowes Now “‘Job-Paks”’ , 


Line of Lock Washers 


\lellowes Co.. Milwaukee. Wisc.. 


s now packaging its line of lock 


washers in quantities of t, and 2 
g bulk quantities. These quanti 


] 


Da kaged and labelled nh 


shipping containers which 


1 1 
KCL 


six, four, or two of the | 
containers. ‘The 2 keg inner 
irton, the basic unit of this “Job 
Pak” system, may be ordered sepa 
rately if desired &- — DeVan-Johnson Puts 
According to the firm, distribu Key Stock Bars in Kits 
tors mav now order lock washers — 
in shelf-size containers accurately De as Joh 
labelled, rather than in thousands, | A 
thus simplifving their inventory 


taking problems 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 











Wherever Industrial Equipment is Sold... 
Healthy Profits and Gratifying Service Experience 
Emphasize the Enduring Benefits of 


SELECTIVE 
DISTRIBUTION: 


FOR MORE THAN 100 YEARS AMERICA’S MOST 





@ The Atkins, Borg-Warner policy of **Selec- 
tive Distribution” is the outgrowth of more than 
100 years of manufacturing and selling its own 
brand name products. 

It is keyed to today’s selling and merchandis- 
ing problems. It reflects the same ideals of 
progress -with-stability that characterize mod- 
ern industrial distribution standards. 

“Selective Distribution,’ as practiced by 
Atkins, Borg-Warner, has as its objective rea- 
sonable volume with the fewest practicable out- 
lets. It allows each distributor to enjoy a fair, 
generous, and profitable share of the sales poten- 
tial within his trading area. 

It supports him with a dependable price 


structure. It supplies him with strong advertis- 


ing, sales promotion, and a thorough sales 


training program 
It provides him with the most direct and up- 


to-the-minute Communications and service 


facilities available to any nationwide sales net- 
work 

Through many years of harmonious associa- 
tion the healthy sales growth and profit experi- 
ence of Atkins, Borg-Warner distributors testi- 


fies to the unqualified success of “Select 


\ 


Ve 
Distribution.” In concept and in practi 


a policy that reflects the character ot 


name esteemed by generations of users 


j 


that not only has earned the loyalty « 


fine distributing organizations but also has won 


the respect of the entire industry. 


Neither time nor the course of events have altered its spirit or intent! 


ATKINS SAW DIVISION * BORG-WARNER CORPORATION 


Branches: Chattanooga « Philadelphia « Portland 


Export: Borg-Warner International, 36 South Wabash, ¢ ago 3, Illinois 


LINE OF SAWS AND ACCESSORIES 


2086 wannee 


DISTINGUISHED 








DISTRIBUTOR 











Riechman-Crosby 
Elects Officers; 
Moore Heads Firm 


lhe Riechman-Crosby Co., \lem 
has elected R. W 
Moore president and treasurer suc 
eeding the late John A 
W ilhoite 
ind W.K 


, 
ind sales mat 


phis, Tenn., 


Riechman 


Lawson was named vice 


president Jennings, vice 
resident \age}r 
\loore has been with the firn 

Mr. Wilhoite, son-in-la 
Riechman, joined the com 


Nir 


. ; 
been sales manager for tne 


VCarws 
Nir 
ny two vears ago Jennings 
past 
vcars 


Frank Rei 


th the firm + vears, Was 


thardt, who has 


Nir 


v, co-founders 


hman and H 


] 
of the 


Ri 
ACC 
WmMnant 
Ny} ill\, 


in December 





Son Takes Father’s Post 
At Aeme Rubber Mfg. Co. 
.. V. Carhn, Js 

pointed general sales man 
Acme Mfg. Co. su 
s father, J. V. Carlin, S1 


will continue his 


Rubber ceeding 
Mr. Car 
associat 
ompany as a sales 
His son was formerly m 


f industrial products sales 


J. V. Carlin, Jr. 


‘NEWS: 





MANUFACTURER 














\ Distributors Buvers Group has 
the National 
Purchasing Agents 
May 

innual convention in At 
itv, Mav 26-29 


been established by 


Association of 
ind will meet 27 during the 
NAPA’s 
lantic C 


] 


[he group plans to organize local 


distributor buvers in each 


tion or district with 


ssocla 
1 chairman, ¢ 


chairman and _ secretary who 
hold local meetings and send recom 
mendations to national officers 

H. L. Weatherly, Penn General 
Supply Co., Pittsburgh, chairman of 
the Distnbutors Buyers Gr 


ports nine 


Up, re 


association presidents 
have appointed local chairman of 
distributor buvers to set up a g1 


in thei 


Nh 
preside over the May 27 meeting 
Joseph G. Smith, 
director of purchases, 
Steel Co., will discuss “Relati 
Between Distributors & Suppliers 
“Economy Through 
l'raffic,”’ Alexa 
der R. Markowitz, vice president 


general trafic manager, 


issociation 

Weatherly will ope 

vice president 
Pittsburgh 


) ISHhp 


In Purchasing 
will be covered by 
Helms Ex 
, and Frank Brown, Pitts 
burgh Gage & Supply Co., Pitts 
‘Aims and Policy 


press, Inc 


burgh, will review 
Presentation. 

he speeches will be followed bi 
election of officers, a question and 
answer period and an open forum 
group discussion. F. O. Goodnight, 
[he Hardware & Supply Co., Ak 
ron, is co-chairman and H. C. Ed 
wards, Harris Pump & Supply Co., 
Pittsburgh, is secretary of the Dis 
tributors Buyers Group 


Aims and Purpose 
I 


It was felt that there was a def 


nite need for a distributors group, 
as the large majority of NAPA mem 
bers are buyers for manufacturing 


firms and meetings and programs 
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centered about their interests 


NAPA Organizes Distributor-Buyer Groups 


Weatherly 


Fall 
District held in 
Goodni 


fa resolution 


At the 
sixth 
Nir 


Conterence of 
Pittsburg 
ad »p 


ght secured the 


recognizing the 
itors Buyers Group. At 
ting Mr. Weatherly t 


the job as acting chairman and 


mec OK 


became the group’s first chairman 


Anv member of NAPA who buvs 
sale, regardless of the tvpe of 


handled, is eligible to join 
group s 
| idvocate 


aims are 


progressive put 
for distributors 
the 


the 


+r 
SLICSS 


importance 
ors in national econ 
3. Economy in all phases ot pul 


iS 





J. A. Webb Belting 
Feted By Worthington 


he J. A. Webb 


» } 
Buftalo, was 


Belting Co., 
honored recently by 
W orthington Corp. at a dinner at 
the Buffalo Athletic Club 

Winner of the 1956 MPT trophy, 
J. A. Webb has come up first in 
mechanical power transmission sales 
for Worthington Corp. five vears 


out of the last SIX 





1957 





Six Rubber Firms Fined | J D. Nicholson Retires After 42 Years In Field 
$145,000 for Price 

—_— J LD. Nicholson has retired as vice 
Fixing, Plan Appeal president of Kelley-How-lhomson 


Fines totaling $145,000—the high- | Co. Duluth. Minn. ending a 42 
est ever levied in a U. 5. Govern vear career in the industrial supp 
ment antitrust suit—were assessed field. Mr. Nicholson and his wife 
March 8 against six rubber com- | jmmediatelv set off for a Mexican 
panies charged with fixing prices | holiday 
ind conspiring to control trade in He joined the firm five ve 
rubber v-belts used for power trans- | and directed the industrial division 
mission. The compamies, indicted | Before this, he had been with Mine 
by a federal grand jury June | in | & Smelter Supply Co., Denver, 37 
Denver, first pleaded innocent then | years 
changed the pleas to no contest Mr. Nicholson joined Mine & 
Judge Jean S. Breitenstein fined | Smelter as a clerk in the electrical 
Gates Rubber Co., Dayton Rubber | department. He had been general 
Mfg. Co. and Goodvear Tire & Rub- | manager and a director of the firm 
ber Co., $30,000 each; B. F. Good 1] vears, when | ( in Kelley 
rich Rubber Co., $25,000; United | How-Thomson 
States Rubber Co. $20,000; and Bos Active in the National Industria 
ton Woven Hose Co., $10,000 Distributors’ Asso 


Judge Breitenstein stayed sen been a vice presid 


Nicholson 


tence for 10 days to allow filing of | sentative and 

a notice of appeal to a U. S. Circuit | committees 

Court. ‘The maximum fine under a Mr. Nicholson ser 
July 7, 1955 amendment to the | of the Rocky Mount 
Sherman Antitrust Act is $50,000; 


formerly, the maximum penalty was 








$5.000 

Attornevs for the defendant firms 
argued throughout the proceedings 
that the companies were not subject 
to maximum fines allowable under 
amendment he indictment al 
leged the companies conspired to 
fix prices at various meetings, in 
cluding one in Sept. 1955 at the 
Broadmoor Hotel in Colorado 
Springs 

According to the indictment the 
six firms sold $60,000,000 worth of 
industrial rubber belt in 1954. It 
accuses the defendants of engaging 
in an unlawful combination and 
conspiracy to 


1. Fix and establish uniform list 


prices, rates of discounts, terms and 


other conditions for the sale of belts. 


~ 


2. Sell belts at uniform list prices, 
less graduated uniform rates of 
discount 

3. Increase, from time to time, 

J. Whiting Friel (center), reti 

the prices of belts, by lowering the | receives citation for his more than 
rate of discount from list prices. president. George a Gade (right 
collector of rare books, Mr rl 
set of the complete works of Jame 
dates of price changes. for him by the company’s director 


4. Fix and determine the effective 
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Wood Shovel Adds Six District Sales Managers Distributors Participate 
In Chicago P.A. Show; 


30,000 Visitors Attend 


len Chicago-area industrial dis 
tributors had display booths at the 
23rd annual products show spon 
sored by the Purchasing Agents 
Association of Chicago. The show, 
held in the Morrison Hotel, at 
tracted more than 30,000 visitors 
. Brauer Wallace Bender : . 
(he distributors included: Bos 
Supply Co., Chicago Supp 
lool Co., General Bearings 
Samuel Harris & Co., B R 
& Co., Quality Rub 





& ‘Transmission Co., Joseph 

Rverson & Sons, Inc., Scientific In 
strial Supply Co., Screw Machine 

Supply Co., and United States Steel 
upply Division 


R. E. Spahn W. H. Waldman T. A. Jacob 





Six new distri es managers | Wallace Bender, 


have been added by The Wood | headquarters, for easter 


Shovel & Tool Co. to provide direct | nia, New Jersey, Marv! 





ontact for the company’s | Delaware 
wholesale customers 


) + * , 
Promoted to the new posts are 


E.. J. Prior, with headquarters at higan and Wi 
Fairheld, Conn., for New York City, W. H. Waldman for North 
eastern New York State and all the | South Dakota, Minnesota, Iowa, 
New England States Nebraska, Missouri and Kansas 

A. C. Brauer, headquartering at \. Jacob, at Walnut ¢ 
the Piqua plant, for western New | Calif., headquarters, for nor 
York and Pennsylvania and all of | California, Washington and 
Ohio, West Virginia and Kentucky. | gon 








Redesigned Pumps Highlight Deming Meeting Arthur E. Ackerman 
Ackerman Succeeds Otto 
At Millers Falls Co. 

Arthur E. Ackerman of Mille 


ls Co. has been promoted to gen 


les manager. He _ succeeds 

nce W. Otto who is retiring 

vice president and general sales 
manager after 36 vears with the firm 
Mr. Ackerman had been assistant 
eneral sales manager since 1945 


Before this he was located at 


the 
Chicago office for a number of years 
here he served as assistant district 
iles manager of the middle-western 
erritory. During this time he was 


At The Deming Co.’s annual sales meeting, Robert L. Davis, sales manager } 
5 5» S, 3 lanaper briefly assigned to New State 
Walter F. Deming, president, Jack Klein, sales, and George | Trisler, sale ~ gned rea . York State 
f ind the West Coast. 


promotion manager, discuss th rm’s line of redesigned pumps 
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Pulver Machinists Opens Melrose Park Branch 





attended 

new plant in 
partner of the 
ind G. F. I 


Ope ning 


Melr 





Vernon Rejoins Roebling. 
Directs Wire Rope Sales 
\ cmon has 
ngs Sons Corp. as 


Denison Engineering Advances Norris and Neale 


rejoined 


lager for wire rope 


formerly vice president 
ind general manager of the Leschen 


W ire Rope Division of Watson 


Stillman Cr 
in 1945, he had been with Roebling 
joined 


1922 


Before joining Leschen 


for more than 23 years. He 





Roebling’s Chicago office in 
In 1942 he was transferred to Tren 
ton where he worked in the put 


chasing department and a year later 


+ + + 


was made assistant to the general Denison Neale 


Paul W. Norris 


| 
manager of sales. 
At Denison Engineering 


American Brake Shoe Co., u gel 
Norris has been 





named vice pres! - — 

dent and general manager and Deni- Bostwick Braun Appoints 

son Neale named director of sales. Sales Vice President 
With the firm over 23 years, Mr \. E. Harg 

Norris has held various posts includ- moted from 


r 1 oy 
JIC SILI TI 


ing sales manager, hydraulic pump 


Douglas W. Vernon 





and control division. In 1955 he be 
came vice president and director of 
1956 he 


vice president and 


sales. In was advanced to 
issistant general 
manager. 

Mr. Neale had been assistant ¢ 
rector of sales since January 1956 
Before this he served as manager 


ls sales din 


the pump and contr 


FOR ADDITIONAL NEWS. SEE NEXT PAGE ==> 


: 
I 
Bostw 

In other 
the mpa 
made 

BUA a at 
has been 
the railroad 
Humphric 


nanagt 





Laughlin Gets New Executive Post at Thor 


William J. Laughlin Clarence H. Gabriel Mark A. Sorenson John L. MacDonald Albert C. Cheswick 





\s part of Thor Power Tool Co.'s 


Lamson & Sessions Names Three Managers expansion program, William J. 


Laughlin, Los Angeles branch man 


ek A ye : 
we ‘ am, ger, has been elevated to the new 


post of industrial division manage: 
\s a result of Mr. Laughlin’s pro 
motion, three branch managers have 


transferred and a new one 


mead 


irence H. Gabriel, Denver man 


, has been shifted to head the 
-_ os Angeles branch. Mark A. Sor 


Patterson, Jr. John R. MacDonald Lynn Schnoor ,) 
Philadelphia manager, suc 





Three new managers have been : eeds Mr. Gabriel at Denver 
ippointed by The Lamson & Ses Elizabeth Firm (he Philadelphia branch is now 
sions Co. Names Sales Manager headed by John L. MacDonald. who 
named manager of distributor sales; | tra] Rubber Co. of Elizabeth, N. J., | bert C. Cheswick, Houston service 


John R. McDonald has been made | a¢ gales manager ngineer, has been promoted to 


Robert G. Patterson, Jr., has b« Frank Carey has joined Indu vas formerly Newark manager. Al 


manager small screw sales; and Lvnn He had been with Brodhead lir the Newark branch 


Schnoor has been appointed adver- | \furphy Co., Elizabeth, for the past 





tising and sales promotion managet 10 vears recently as sales manager 
With the company 10 years, Mr Founded 15 years ago, Industria . , 
' ; 5 Avildsen Tools Opens 
\icDonald had been assistant man- | Rybber Co. is owned bv Michac : 
; t] 1] w sales divisi $1,000,000 Plant 
ager of the small screw sales division. | Hudak, its president. ‘The com 


Nir Schnoor had formerly been pany s sales staff is being reorgal 17.000 sq tt plant has been 
manager of screw machine products, | jzed and outside salesmen will be | built by Avildsen Tools & Ma 
urcraft and specialty sales. idded. Mr. Carev said hines, Inc., at 600 W. Foothill 


Blvd., Glendora, Calif. The new fa 
il 





ties are worth over a $1,000,000 


Allen Mfg. Moving Se ee. Personnel responsible for the op 

fo Bloomfield SE | cration of the plant and local stock 
\ 32-acre site in Bloomfield, See | include: Dean Watson, FE] Monte, 

( Onn., ! . 

Mfg. Co. for a new plant and main mussen, Covina, district sales man 


ofice. Construction was scheduled iger; James Farnam, Glendora, plant 
to begin Apnil 1. Pa superintendent; Arthur Johnson, 


1as been purchased by Allen we | regional sales manager; Elmer Ras 


he new one-story plant will Glendora, chief metallurgist; James 
cover over 250,000 sq. ft. and a two : ackrey, Pasadena, chief research 
story office wing will provide an , j engineer; George Mouri, La Puente, 
additional 20,000 sq. ft controller; Bert Teske, Los Angeles, 
J. G. Osmond, president, said, assistant sales and warehouse man 





they hope to move into the new iger; Roy Guilbert, Glendora, cen 


quarters about Aug. 1, 1955. eee Conan tury division branch manager. 


ADDITIONAL NEWS STARTS ON PAGE 236 








stalk 


YALE CABLE KING 
ELECTRIC HOISTS AS 


WSU 


— 


Cash in on the trend to large-volume, 
tric hoists. Yale Cable King I 


aepen idable—b 
“os pec | 


Prove to your pt 
smoothly operating system 


using elec 
because they are rugged, 
how he avy tne duty cy¢ le 
Kings are the ideal hoists for a 
pointing out these features: 
No need for “‘cool-off” time Yale’s exclusive air-coo ing sy 
tem and load brake lubrication get rid of brake heat instant! 
slowdowns due to overhe ating. 
Precision ball and roller bea 
duty motor for 


resistance 


- prevent 
nstruction ‘Ings I 
* Tast ilit- 


smooth action... high-torque, hea 
ing...gears and pinions heat-treated for weal 
pushbutton action for positive load control 
Full Safety—Weston type load brake for af 
action...magnetic motor brake for control of motor drift... 
ture-resistant load hool 
sales effort by pointing out the outstanding fea- 
» Kings with the help of Yale’s ““‘Why” booklet and 
customers how Yale Cable King systems have 


by telling your 
solved overhead handling problems for famous-name firms. You’l 


Quality ¢ 
Vy 


sate-noid 


instant 


Trac 
Simplify your 
tures of Cable 


be one sales step ahead! 


YA LE INDUSTRIAL LIFT TRUCKS AND HOISTS 


"REG. U. S. PAT. OFF The Yale & Towne Manufacturing Co v 
+ Worksavers + Warehousers + Hand Trucks Hand and Electric Hoists 


Gasoline, Electric & LP-Gas Industrial Lift Trucks 
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Price Index for 19 Product Classes 
(1947-49 100) 
% Change 
Jan. Feb. From 


NAME OF PRODUCT CLASS * 57 56 Year Ago 
Abrasive Products 37. 142.4 128.8 +6.7 
Cutting Tools oL.: 151.1 143.7 +3.2 
Fans and Blowers 157.4 
Fasteners 168.3 
Incandescent Lamps 


Industrial Rubber Products 


Lubricants 


Materials Handling Equipment 


Mechanics Hand Tools 
(Files, saw blades) 


Metalworking Accessories 166.5 
Motors 118.5 
Paint 124.1 
Portable Power Tools 132.7 
Power Transmission Equipment 167.8 
Precision Measuring Tools 135.3 
Pumps and Compressors 161.0 


Steel Products 173.0 


(Pipes, bars, nails, wire rope, ete.) 
Valves and Fittings 158.2 


Welding Machines 146.3 


(Equipment, rods) 


Total Index (weighted average) 154.3 


Bureau of Labor Statistics and Industria distribut 
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LYON benches have amaz- 
ing strength and rigidity 
through 3 design features: 
(1)All-welded construction. 
(2) Legs and cross members 
of heavy rolled ‘‘T’’ shapes. 
(3) Bottom-flared legs. 


SHELVING 
AND BINS 





~~ DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 


© 


LYON QUALITY DESIGN 
meakes THE DIFFERENCE! 


STEEL WORK BENCHES, for example. At a glance 
all work benches may look alike but there’s a world of 
difference—in strength, rigidity, stability and smooth- 
ness of working surfaces. That’s why you should check 
Lyon before you buy. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 


We can manufacture special items to your specifications. 
LYON METAL PRODUCTS, INC. 
| 


\ ] General Offices: 453 Monroe Ave., Aurora, Ill, 
Factories in Avrora, lll. and York, Pa. 


TABLES 








FLAT DRAWER FILES ——— 4 
DISPLAY TABLES 


N 


\ 


“\ 


~~ bard : 
DRAWING TABLES 


ae | or 


FOLDING CABINET ee 


CE CARTS — 
CHAIRS SHOP BOXES BENCHES REVOLVING BINS 
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ON THE MARKET.... 


HERE ARE THIS MONTH’S NEW AND IMPROVED PRODUCTS 





Drill Kit 


Plastic Kit, 

Four Popular Sizes 

Jr. “B” drill kit contains fou 
popular sizes of carbide-tipped ma 
sonry drills of same quality material 
similar to regular size USI 


with overall length only difference 


drills 


Also introduced is a new Jr \ 


kit containing four drills in sizes 
; and #-in. 
U. S. Expansion Bolt Co., York 


Pa 


Angles 


Cold Rolled Steel With 
Tensile Strength 32 Tons PS! 


Handy Angle, a new slotted angle 
is cleaned by a diphase process, rust 


proofed by an aluminum etching 
7 


primer and finished with pol 


matic lacquer 
color 

Features include 
which gives rigidity t 
ind eliminates cornet! 
a glazing strip in single 
sides that enables glass, 
or hardboard to be 
gle when used for 

cnibs 

Angle is supplied 
packages that include | 
x 14 x .080-in lengths 
plates and 100 
vashers 


Hand\ 
Have 


Wheels 


For Use With All 
Types Abrasive Belts 


Rubber contact wheels with 1 


lesigned tire-flanged total dis 

sembly on steel are available 

many sizes in plain or serrated 

in all hardnesses 
Recommended for a 

finishing operations, they 

f oil resistant rubber and 

°, trade-in value when 


Chicago Rubber Co., W 
Ill 


st) 
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Locknuts 


Save Up To 
43% Weight 


tweight steel locknuts incor 
that elim 
of the 


1 new adesign 
round shouldei 
1 full wrenching are 


} 


indefinitel\ 


Flat Stock 


More Than 1300 Sizes 
Flat Ground Die Stee! 


d air hardening flat ground 
n more than 1300 stand 
sizes for a variety of tool 
cations, has been added 
manutacturer’s line 


he oil hardening type, available 





TODAY 


PRODUCTS WITH SALES POSSIBILITY FOR INDUSTRIAL DISTRIBUTORS 





in 18 and 36-in lengths in widths 
trom |/64 to 14-in, is a high grade 
molybdenum alloy tool steel; the air 
hardening type, in 36-in lengths in 
1 wide range of widths and thick 
nesses including Squares, 1S a >" 
chrome alloy 

Heller Tool Co., Newcomerstown, 
Ohio 


fused crystal 
abrasive is § 
metal remo 

wear in high-s) 


M he 


Shagging 
Smaller 
within eacl 


to make 
fracture 


more and 


| 
the wheel face 


Drill Presses a Abras ‘hiladel Hoists 
pata 


Less Headroom 


Load Control 
Pillow Blocks Redesig ew ’ 


Easy to Seat 
Solidly on Shafts 


Unnecessary to Move 
Jigs, Mounting Fixtures 


tandard 

in column length 
sJecause spindle can be moved to 
work, and becat of ttachments 
wailabl« ool offers great 
satility { Sdl ic ide: 
rapid pre 

heavv stocl 

plywood 


Walker-Tumer Di Rockwell 
\Ifg. Co., Pittsburgh 


Grinding Wheels For Mill, Factory 


New Abrasive For And Industrial Use 
Snagging Wheels 


l'radenamed DA Borolon, a new 


FOR AN INDEX OF THIS MONTH'S NEW PRODUCTS, SEE PAGES 136 AND 137 

















Chips flow freely, since chip driver 
contours are agiwaoys of exact size 


shape, and position 






PAs 
| LAL 


AANA el Ae RAN SAE Ne ‘and 


| 


Pee BAMA hanna danas rasshssaanni 








BALANCED ACTION TAPS 
curt clean—always! 


When you know that a tap has been manufactured with great care and 
skill—you’re assured of closely controlled hole size and long tool life. 
Only Winter makes taps with Balanced Action. They give clean-cutting 
eT 
All Winter Advertisements say ‘ a 4 
CALL YOUR WINTER DISTRIBUTOR RAY 


WINTER BROTHERS COMPANY 
Rochester, Michigan, U.S.A. 
Distributors in principal cities. Branches in New York - Detroit 
Cleveland e Chicago e Dallas e San Francisco e Los Angeles 
Division of National Twist Drill & Tool Co. 


performance—always. = 
= 









































» 








For your customers-=- 
that “just right” tool 





National’s complete line of tools save valuable time for distributor- 
salesmen. For instance, take any sawing or slotting job. National w 
have a suitable tool that is sized, styled, and designed to do the 
best job. 


NATIONAL TWIST DRILL AND TOOL CO. 
Rochester, Michigan, U.S.A. 

Distributors in principal cities. Branches in New York e 

Cleveland e Chicago e Dallas e San Francisco e Los Angeles 


Detroit 






All National Advertisements say) rwict DRILLS + REAMERS + COUNTER. 

CALL YOUR $ BORES + MILLING CUTTERS + END 

1g the best way to do a deep-slotting ? NATIONAL : MILLS *« HOBS + CARBIDE AND 
7 
> 


PECIAL TOOLS 
ne) resserch loborator, DISTRIBUTOR . 








On the Market Today (Cont’d.) 


new midget lifters that can be used essers. feature six-holed bearings 





for raising, lowering and_ pulling providing six sects of bearings in one 
} 1] 
jobs have been announced ndl 
Construction — features udk utters are milled of hardened 


heat treated and drop forged hool | and can be installed without 


with large throat openings lov mmpletely dismantling the assem 


steel chains heat treated, gears 
bricated for life of unit ndard Machine Products Corp., Dayton, 


lift is 5 ft 
Wright Hoist Div. 


‘WANT ZED 0! Chain & Cable Co., Inc.. 
. Y 


26 GAUG Pneumatic 


Dressers Drill Service 


Easy-Change Cutters illed Duroil, a new air dnl 
Bicycle Grip Handle  hos« mtains a Buna N tube 
Newly designed Huntington st: ravon cord carcass which 
contract, elongate or “fight 

ler working pressures, and 

bber cover with a tensile 

cans, featur of 2000 Ibs psi 


} in 500-ft reels in 


ome-shape 
ind |-in 


Stamford, 


} } + 
scamed botto 


seams, have b 


Available in 


sizes in Z6-gage g 





dome-shape shell pr 


it from s¢ . ; 
Index of [his Month’s New Products 


ANGLES DRILL PRESS GUARD 
Handy Angle | I h M[rg. ¢ 


APRON END MILLS 


Davt i | | 
' 


BATTERY CHANGERS FILES 
1¥2, 3 and Ma tte Mfg. ¢ t H ( 
6 Ton Capacities BEARINGS FLAT STOCK 


| ; 
a | | ( 
\-War 
BORING BARS GAGE BLOCKS 


Wesson ( 
I t Standard 
CAN Vrd ( 
on sow LASSES, SAFETY 
yL ASSES. S 
CASING JOINT “ims Mfc. ¢ 
J ‘ La t . 
SLOVES 
CHUCK GLOVI 


laft-Pierce Mfg 
CLUTCHES RINDERS 


I 
i i 


4 


i! | \, 


\ 


| . 
Tag 4 cs \\ 


CONVEYORS 
GRINDING WHEELS 


Fort Worth 
Cr $4 5 ds Abrasive ( 
Sprout-Waldron & | HAMMER 


CUTTER Fayette R. I 
Ridge Tox 14: HAMMER, AIR 
DRESSERS hor Power To 
Machine Product HEATERS 
DRILLS Vulcan Ek 
Lan Iron W HOISTS 
[ » Expan n Bolt | 
Whitman & Bar HOSI 
DRILL PRESSES 
Walker-Turner Di 
Mfg. ¢ 
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Pipe & Fittings 
PVC For Spent Acids 
And Other Liquid Wastes 


Recommended for general manu- 
facturing, chemical, drug, beverage 
and food plant use, PVC piping 
with socket type solvent welding 
drainage fittings for changes in di- 


rection have been developed. 

Sizes of the new fittings range 
from 14 through 4in; they match 
Schedule 40 PVC pipe of corre 
sponding dimensions and are avail- 
able in elbows, T’s, Y’s and other 
standard branch connections. 

Tube Turns Plastics, Inc., Louis- 


ville, Ky. 


Bearings 
High Capacity 
In Minimum Space 
Drawn cup roller bearings that 
may be mounted so that a hardened 
and ground shaft serves as inner race, 
facilitating use of larger and stiffer 
shafts, have been announced. Inner 
races are available for use with soft 

shafts. 
Made in six sizes—y, to 1t-in 
shaft diameters—all are dimension 
(Continued on page 138 





Index of This Month’s New Products (Cont'd) 


LAMPS 
General Electric Co., Large 
Lamp Dept. . . 162 
LIFTER 
Wright Hoist Div., American 
Chain & Cable Co., Inc 
LOCKNUTS 
Standard Pressed Steel Co 
MILLING CUTTERS 
Beaver Tool & Engineering 
Corp 
PILLOW BLOCKS 
Dodge Mfg. Corp 
PIPE & FITTINGS 
Tube Turns Plastics, Inc 
PRESSES 
Alva Allen Industries 
PULLEYS 
Lovejoy Flexible Coupling Co 
PUMPS 
Denison Engineering  Div., 
American Brake Shoe Co 
Marlow Pumps Div., Bell & 
Gossett 
E. L. Price Pump Co 
REAMER 
Star Cutter Co 
ROD 
National Cylinder Gas Co 
RUST PREVENTIVE 
Perc E. Harms Co 
SAW 
Kenco Mfg. Co 


SCREWDRIVERS 
Xcelite, Inc 
SEAL 
Garlock Packing Co 
SEALANT 
Permatex Co., Inc 
SEALERS 
Adhesives & 
Minnesota 
Co 
SPEED REDUCERS 
Revco, In 
TAPE 
Permacel Tape Corp 
TORQUE TOOL 
Ideal Industries, Inc 
TRAPS 
Clark Mfg. Ce 
TROLLEYS 
Shaw-Box Crane & Hoist Div., 
Manning, Maxwell & Moore, 
Inc 
VALVES 
Manning, 
Inc 
VISES 
L-W Church Co 
WHEELS 
Chicago Rubber Co 
WHEELS, HAND 


Jergens Tool Specialty Co 


WRENCH 


Coatings Div 
Mining & Mfg 


Maxwell & Moore, 





Apc Oo Mossbe Tg Co 
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IN THE 


PROFIT 
COLUMN 


Winute Tela KEYWAY BROACH KITS 


For cutting keyways from \%" to 1” in 
any bore from 14" to 3” in one minute for 
as little as one cent. 


Winute Wlace SQUARE BROACHES 


For finishing cast or drilled holes in one 
pass. In stock for *%" to %%" squares. 
Hexagon broaches and Production Type 
Keyway Broaches also in stock. 


duMONT TOLL BITS 


High Speed Ground, Square and Rec- 
tangular. Hold a keener cutting edge 
longer due to “balanced” toughness, red 
hardness and wear resistance. 


VWWinute Van 
MAGNETIC 
BASES 


Hold dial indicator 
gages — save set up 
time. Alnico mag- 
net has 50 Ib. grip 
on all four sides. 
360° horizontal 
swing, 180° verti- 
cal swing. 


For complete information on these fast 
selling, high profit tools, get in touch with 


THE 


uUMONT 


CORPORATION 


Greenfield 
Massachusetts 





OF KIN 


RADIUS GAGES 
Now Available for 
1-1/16" to 2° RADII 





_ Ser 


Adaptability Have Made 


Convenience and 


Lufkin the First Choice 
in Radius Gages 


_ 


1. Determines radius of 
inside corner and if sides 
ore 90° 

oy 


a 


2. Determines radius of 
outside corner and if sides 


ore 90° 


3. Determines convex radius 
near projection that prevents 
use of gage as in views 2 
and 5. 


Ly 


4. Checks any concave 
rodius that is Y or less of 


circle 
(, 
i 3 
j 


cc 


} 


5. Checks Y of a circum- 
ference. 





é 


This style radius gage, preferred by 


toolmakers, diemakers, patternmakers, 
inspectors, layout men and others, is 
now available in a complete range of 


sizes up to 2”. 


With a design pioneered and devel 
oped by Lufkin, each gage is a separate 
unit with five different gaging applica- 
tions for use on both concave and con- 
vex radii. The gaging surfaces have 
smooth, accurately machined edges, and 
the sides of the blade have a polished, 


natural metal finish. 


Available in sets as listed below or 
by individual gage. Sets are packaged 
in durable folding cases of heavy red 
vinyl, fitted with pockets for each edge. 


.77A 16 gages ‘2 to “a by 64ths 

77AX 17 gages '/s to "V/s by 64ths 
and No. 20 Holder 

.77B 8 gages °2 to '/2 by 32nds 

.77C 24 gages (Sets 77A and 77B 
Combined) 

.77CX 25 gages (Sets 77AX and 77B 
Combined) 

.77D  =16 gages '/22 to '/2 by 32nds 

.77E 8 gages Vis to 1 by 1é6ths 

. 77F 8 gages 1's to 2 by 8ths 

.77G_ 16 gages 1'Az to 2 by 16ths 


ANOTHER LUFKIN PLUS —- Transportation costs 
on all precision tool orders totaling over $100.00 
list sent to your warehouse will now be paid by 
Lufkin. 

BETTER MEASURE WITH {UF A/N v2 


TAPES + RULES * PRECISION TOOLS 
THE LUFKIN RULE CO., Saginaw, Michigan 


SOLD ONLY THROUGH DISTRIBUTORS 
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ally interchangeable with the mak- 
ers drawn cup needle bearings 
Torrington Co.. Torrington, 


Conn 


Rust Preventive 


Packed In 
Aerosol Spray Cans 


Called Slide No-Rust, a new rust 
eventive was originally developed 
to solve the problem of preventing 
rrosion on plastic molding dies 
Am hg 


s the protection of precision 


applications now being 
made 
instruments both in use and before 


packaging and storage 


Perc E. Harms Co 
Il] 


W ilmette, 


SLIDE 
NO-RUST 


SPRAY-ON 
RUST preventive 


esos 


f 
i 


( 





Tape 
Where Taping 


It pays to be called an 
Known ss 201 Bloc, now back “OLD LINE” COMPANY 


cotton cloth electrical tape has 2-in-] 
characteristics, and makes taping 


inconspicuous due to black color. and it pays to 


Available in 60-yd rolls from } to 
4-in widths, the cotton backing is 
said to permit good varnish impreg- ’ REPRESENT one I 
nation, increasing quality of the in- . 
sulating layer 
Permacel Tape Corp., New Bruns For more than a half-century, “Hisey of Cin- 
wick, N. J cinnati” has meant quality and dependability 
in the machine tool field. It has also been a 
door opener for the dealers and distributors 
Clutch who feature Hisey nation-wide. levestigate 
your possibilities with “Hisey of Cincinnati”. . 
Fully Electric, AN OLD LINE OFFERING OPPORTUNIES FOR 
Avtomates Presess NEW BUSINESS . . . GREATER PROFIT! 


Originally developed for flying 


cut-off operations, a new clutch 
makes it possible for any number of Wide range Precision grinders 
i with internal-external grind- 


presses to be tripped to synchronize ing heads. 4, %, 1, 2, 3, 5, f 
in any desired pattern although op 7%, and 10 HP. 
erating completely independent of 


one another and in perfect synchron 
ism. General Pur- 
pose grinders 


According to the manufacturer 12”, 14” 
: ' a ee Makers of a complete 
the new electric clutch will bridge 
2, Sand 5 HP line of general pur- 
the gap between many large and d 
small presses, doing for small pose and heavy uty 
presses \ hat air clutches do for large : buffers and polishers, 
presses , speed lathes, bench 
. . Belt-Driv . 
Benchmaster Mfg. Co., Gardena, bs mata! and pedestal grinders, 
Calif. ne ti snagging grinders, 
2. 30nd 5 HP tool post grinders, 
angle plate grinders, 
vertical spindle 
ae ages grinders, internal- 
° > 
%, 1 and 2 HP external grinders, wet 
and dry drill grinders. 
Also, dust collectors. 














Distributor opportunities in a few key areas! 


We are now embarked on a program of expanded dis- 

tribution ... This is an opportunity to represent one of 

America's best known machine tool lines. WRITE © WIRE® 
PHONE NOW! 


THE HISEY-WOLF 
MACHINE CO. 
360 Mt. Hope Ave. 
Cincinnati 4, Ohio 
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it’s EASY to 
Eiken ae MORON Mm GRIER SE.0, 0 -aa- 


that THIS is THE pele] re get 
. Be 
duction U 
re Costs DOWN 


on “SMALL-WORK” Grinding 
and Finishing Jobs! 








Moeny of YOUR customers con 
PROFITABLY USE Foredoms. POW- 


FLEXIBLE SHAFT MACHINES and their sarut ADVERTISING in leeding 
feathe < ht and h ; . ily controlled hand- industria! publications BUILDS 
pieces (pencil size or larger) make friends afid in Siktaen Or cee 
influence orders. Unhampered by bulk and weight, LOW INVESTMENT (less than $100) 


the pperator produces more and better work be- you can give effective represente- 
tien to this fast-paced line. Foredom 


prices ore scaled for competition 
and YOUR PROFIT 


REPEAT BUSINESS ON ACCESSORIES! 
For details of ovr ovtstanding Here are just a few of the many accessories listed 
distributer set-up write for in our catalog to make your sales of Foredoms 
Catalog Me. 6310 BUILD PROFITS. 


QnsHw ELECTRIC COMPANY 


27 PARK PLACE, Dept. LN NEW YORK 7, N.Y 


Put yourself on today's “Greatest / Protective Coating Profit Team’ 


wAUSTVSELE 5 


Double Barrelled Program for HIGH PROFITS and FAST 
TURNOVER of the country’s most complete line of 
protective coatings. 


Your customers will give you more profitable volume 
when you offer them RUST-SELE Products... Modern 
Industry's “Armor against Corrosion.” 

Investigate RUST-SELE today— 

the nationally merchandised line! 


Manufacturers Agents—Territories still available 


RUST-SELE COMPANY 9810 MEECH AVE., CLEVELAND 5, OHIO 
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Trolleys 


Capacities From 
3 Through 10 Tons 


Called the ‘Budgit’ “Hi-Cap” 
trolleys, one line push type, the 
other hand geared, new I-beam trol 
leys are said to eliminate al] need 
for lubrication by featuring life lu 
bricated bearings throughout. 

Also featured are forged alloy 
steel wheels with’ crowned treads 
deeply case hardened by means of 
flame hardening 

Shaw-Box Crane €@ Hoist Div., 
Manning, Maxwell €& Moore, Inc., 
Vuskegon, Mich 


Drill Press Guard 


Light-Weight 

Fiber Glass 

By using molded fiber glass for 

the belt guard of its new 20-in drill 

press, the manufacturer has cut the 

st of shipping the tools and re 
luced operating noise 


Rockwell Mfg. Co., Pittsburgh 
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When you handle 


Thermoid 
Rubber and Friction 
Products 


Your area is 


POTENTIAL 


It’s true! You have prospects in every industry when 
you handle the Thermoid line. With Thermoid, you can 
supply an unusually wide range of Hose, Conveyor Belting, 
Power Transmission Belts—Flat and Multi-V—plus a full 
line of Industrial Friction Materials! And remember, all 
this is backed by Thermoid engineering service and 


technical sales help! 


hermoi 


Thermoid Company, Trenton, N. J. 


PACKED WITH ~zs 





forged steel, high pressure 


pigs with DRY SEAL 


tapered threads 


Capito. square head and 
hex head solid plugs have 
dry seal tapered threads to 
assure safe, permanent high 
pressure installations. Con- 
veniently pockaged for 
easier handling. 


Square Head Solid Plugs 
sizes 1” thru 2”, all forged 
steel. Hex Head Plugs sizes 
%’” thru 2” machined from 
solid bar. 


You'll like these 
thread protectors, too! 


CAPITO 


COUPLINGS — NIPPLES — UNIONS — 
BUSHINGS — PLUGS — REDUCERS — 
CAPS—CAPADAPTERS—WELL SUPPLIES 


142 


Double Bearing 
Surface on Pipe 


No. 202 Wide-Roll Ridgid pipe 
cutter is claimed to make for easier, 
better pipe cutting with a power! 
drive. 

Said to set and hold revolving 
pipe at a perfect right angle, a larger 
screw handle assures easier cutting 
adjustment for hand or power use. 


Ridge Tool Co., Elyria, Ohio 


Vises 


Flange Construction, 
All Surfaces Ground 


hree sizes of swivel base milling 
machine, drill press, and shaper 
vises have been introduced 

Jaws of the Mogul are 3-in thick, 
8é-in wide and 2,4-in deep, and 
open 6-in; Master specifications are 
4. 64 and 2-in, open 4-in; Junior 

and 13-in, open 3}-in 


L-W Church Co., Toledo 
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No. 4B Punch 
Capacity ‘4” hole thru 1/16" iron. Length 8',” 
weight 3 tbs. Dept of throat 2°. Can be had with 


seven punches and dies as shown in metal box or 
with three punches and dies in cardboard carton 


\ WaKDE 


REGISTEREQ 


MARK 


No. 91 Bench Punch 
Capacity ',” hole thru 
a” iron. Notches 
1%” xz 1%" xz %&” 
angle iron. Depth of 
throat 5” stock size 
of punches 4” to {” 
by 1/32nds. 1-1/16" 
to 2” by t/téths 
Punches and dies in- 
terchangeable with 
No. 92, No. 93 or No 
94 


@ Send for catalog 
giving full details 


on our widely used 
ne of punches 


W. A. WHITNEY MFG, CO. 


636 RACE ST ROCKFORD, ILL. 


FASTER WAY 


TO SELL 
MORE 


— LOCK 
WASHERS 


Customer convenience 
Spurs sales 


Faster handling 
increases profits! 


ers will welcome the conven 
ng spring lock washers in 
These sturdy, visible 
saving paks make these spring lock 
washers easier to handle on any job. Sell 
UNI PAK because they're the most 
up-to-date and most useful package of 
spring lock washers. They'll boost you 
profits by boosting spring lock washer 
PHILADELPHIA STEEL AND WIRE CORPORATION 
Penn St. and Belfield Ave., Phila. 44, Pa 
Sales Offices and Warehouses 
New York, Detroit, Chicago, Cleveland 


es 


@ut PAK/, 














| 
“S n REAL SALES crRCU 


WHEN YOU FEATURE THE COMPLETE KIDDE LINE! 


That’s because Kidde pre-sells your customers on the high quality, high performance 
Kidde portable line with dynamic national advertising and extensive promotion 
Conveniently-located Kidde warehouses mean fast delivery, minimum inventory 
They have complete service facilities, too! 

You'll sell the complete line of Kidde fire extinguishers . .. models in varying capaci 
ties including carbon dioxide and dry chemical portables, soda-acid, foam, water, 
anti-freeze, vaporizing liquid, and pump tank extinguishers. There’s a model to fit 
every hazard. 

Make the right move...handle the complete Kidde line and cash in on Kidd: 
quality, Kidde performance and Kidde promotion. Write now to Kidde’s Market 
Development Department! 


Kidde Walter Kidde & Company, Inc. « INDUSTRIAL AND MARINE DIVISION 
we ww ww — 422 Main St., Belleville 9, N. ; ®@ Walter Kidde & Company of Canada Ltd., Montrea ron 
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TORQUE 


TOOLS 


By APCO MOSSBERG 


Apco Mossberg Rigid Frame Torque Wrenches meet 
Government specifications. Large, easy-to-read dial ranges 
from 0-300 inch pounds; 0-2400 inch pounds; 0-25 foot Ibs.; 
0-200 foot Ibs. 


Larger Models range from 0-300 inch pounds; 0-1000 foot 
pounds. Removable handle for easy storage. 











The Apco Mossberg Micro-Set Torque Wrench is the 
ideal assembly tool. Micrometer type setting eliminates dial 
watching. Automatically releases at desired setting. Wide 
range of sizes. All Apco Mossberg torque tools meet Govern- 
ment specifications. 


aa 


Midget Micro-Set Torque Tools from 6” to 10” overall. 
Preset torque in handle to wide range of inch ounces or 
inch pounds. Box end, open end, square or ratchet drive. 


WRITE FOR COMPLETE INFORMATION ON APCO MOSSBERG 
TORQUE TOOLS AND DISTRIBUTOR TERRITORIES OPEN. 


PCO MOSSBERG 


COMPANY 


213 Lamb Street, Attleboro, Mass. 
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Large Dial For 
Easy Torque Reading 


Featuring a large dial and a re 
movable and reversible plug, a new 
rigid frame torque wrench is avail 
ible in the following ranges: 0-300 

bs; 0-2400 in Ibs, 0-25 ft Ibs, 
lbs 

fully enclosed wrench is de 

d so that pressure can be ap 

plied anywhere; handle extension 

can be used if desired. 

Apco Mossberg Co., 
\lass 


Attleboro, 


Screw Conveyor 


‘Automatic Straightness” 
Economical Installation 


Beeline” screw conveyors, fea 


turing interchangeability of parts, 
ire said to be automatically straight 
when assembled with no need for 
periodic adjustment. 

Offered in diameters from 4 
through I6in, they are recom 
mended by the maker for conveying 
most free-flowing materials includ 
ing food products, grains, cement, 
ind dry chemicals 

Fort Worth Steel & Machiner, 


Co., Fort Worth, Texas 


1957 
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At last year’s presentation, Mr. Webb accepts MPT trophy from Worthington representatives. Left to right, 
J. Schwanhausser, A. G. Coppola, H. Webb, C. Wentworth, F. J. Whelan, J. W. Stovall, and D. E. Tessendorf 


15th in potential, yet distributor is 


FIRST IN SALES 5 YEARS OUT OF 6 


How does a distributor in a territory the product in stock.” 


ranked fifteenth in potential come up to note that Webb Belt 
in first place in mechanical powe1 of the nation’s largest ir 
transmission sales five years out of sheaves, V-belts. and other me 
the last six. cal power transmission products. 

Let Howard Webb, president of J. A. 
Webb Belting Company, Buffalo, New RUNNERS-UP— Runners-up in t! 
Wor- 1956 contest include: Murray Equip- 


York, and winner of the 1956 
lowa Beat Dept 


thington MPT trophy, explain. Says ment Company, Detroit; 
Mr. Webb, “We specialize in customer ing Co., Davenport; Anderson-Crane 
Minneapolis; Oberjuerge 


you've got to give the kind of service Rubber Co., St. Louis; Oil Field Spe- WORT 7 t NGTON 


that keeps them coming back for more. cialties, Wichita Falls; and Barnes & 


service. To make sales year after year Rubber Co., 


That’s why we strive to always have Delaney, Long Beach. 





5 


Every sales and profit making factor is working for you when 
you sell Atlantic flexible metal hose. You lower your break-even 
point by one-source buying. Your customers can depend on the 
uniformly high product quality — and delivery when requested. 
And over 40 years of product advertising have made Atlantic 
flexible hose a buy-word in industry. 

There is an Atlantic flexible metal hose for every movement 
and conveying application. Look to Atlantic engineers to solve 
your flexible metal hose problems. Write for Catalog 500. 


Flexible metal hose ix all workable metals — \%” 
=— 36” I.D. with standard or special couplings. 


ATLANTIC METAL HOSE CO., INC. 
304 DYCKMAN ST., NEW YORK 34 
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Minimize Loading When 
Cutting Soft Metals 


Whizcut” files, designed to cut 
softer metals faster and smoother 
without chatter or tracking, feature 
milled-curved teeth cut off-center to 


provide a variable degree of tooth 


angle and spacing from edge to edge 
on file face 

Another difference from the mak 

‘ther Vixen files is the addi 


of ground-in chip breaking 


to reduce chip size 


lool Co... Newcomerstown, 


Cuts Welding 
Time By 15% 
Redifluxed Bronze No. 30, a new 
flux-coated bronze rod for welding 
bronze and brass and braze welding 
ist iron and steel has been an- 
noun ed 
Made in + and }-in diameters, 
it is packed in 10 Ib tubes 


National Cylinder Gas Co., Chi 


¢ igo 





IN EFFECT 
w=" \|, OVER 18 YEARS 


‘HIGAN 





MuUBK REO. Mi 





... $0 it must be good! 


Since it went into force, the “Shaw-Box”’ policy 

that we would not compete with our Dis- 
tributors by reserving to ourselves the right to 
sell any account direct” has never been changed 
That is why “Shaw-Box” Distributors mean busi- 
ness — and get it, profitably 

















With no restrictions on their selling activities 
with the most complete “profit line” of modern 
overhead load-handling equipment to sell with 
an adequate margin on each of our brands they 
handle — “Shaw-Box” Distributors are geared to 
make money in today’s markets 





Every “Shaw-Box” Distributor is backed by our 
field engineers . training programs sales 
Load Lifter’ Series "700" tools . . . promotional helps and an advertising 
oe a oom plan that makes it easy to sell the “profit line” 
In addition, “Shaw-Box” has 49 Authorized Serv- 
ice Stations across the country to serve users 


Budgit’ Elect 
Hoists. Y to 2 t Constant research devoted to industry’s needs 


provides new and improved products for “Shaw- 
Box” Distributors every year. As a result, the 
future always holds new opportunities for sales 
and profits for every “Shaw-Box” Distributo: 


1 = 


ad Lifter Sere 
h. wh hy 
0 1 tor 


; > 
oo 


Cae 


Op ete 6 eet te es 
Qocerwen sw 


. 


MAXWELL 


——-MANNING, MAXWELL & MOORE, INC. 
SHAW-BOX CRANE & HOIST DIVISION 
a 370 West Broadway ® Muskegon, Michigan 


Builders of “SHAW-BOX” and ‘LOAD LIFTER’ Cranes, ‘BUDGIT’ and ‘LOAD LIFTER’ Hoists a ther lifting spe 
HANCOCK’ Vaives, ‘CONSOLIDATED’ Safety and Relief Valves, AMERICAN’ and AMER! CANA MICROSEN j 


6 3800W 


In Conada: Manning, Maxwell & Moore of Canada, Ltd, Avenue Road, Galt, Ontario 








INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 








Red-Strand HKP 


WIRE ROPE 3 


o LESCHER sowiee 


helps you 
AelL more wire nepe fs ie 


Designated BA12A-10, a new self 
contained compact seal for use in 
all types of jet water pumps, oil 

. . pumps, reduction units 01 appli 
There’s no substitute for this 1-2-3 Leschen service he troduced 
“pre : Hi - unces, has been introducec 
ch when you’re selling wire rope. 
= ate . . According to the maker the seal 











Seal 


‘ ; : an be used on any rotating shaft 
First, mag field _ -_ ena a with to seal any liquids that will not 
Pee SE Jee Cae See ee MGS Ser enemy. attack the Buna-N flexible parts or 


saving service to your customers. ; 
the brass metal parts. 


e ' ; Garlock Packing Co., Palmyra, 
Second, Leschen’s engineering department helps you N } 

satisfy the tougher requirements— where special 

problems must be solved. 


Third, Leschen offers you and your customers an 
easy way to prove Red-Strand performance— with 
the use of the Service-Score Sticker system. Your 
Leschen man will be glad to give you details. 


Whenever you’re seeking 
improvement in your wire 
rope supply set-up, see 
Leschen Wire Rope Division, 
H. K. Porter Company, Inc., 
St. Louis 12, Missouri. 


Gage Blocks 


“Minus Nothing” 
Tolerances 


Use Leschen’s Service- Plus Smillionths of an _ inch, 

Score System es on minus nothing for working accuracy 

effective door-opener. 

Write for fact-folder. blocks, and plus 4-millionths, minus 
nothing for inspection accuracy are 


tolerances claimed for new gage 
blocks with all deviations guaran 
teed to be on “plus” side of nom 


LESCHEN WIRE ROPE DIVISION inal block size 
Ellstrom Standards Div., Dear- 
° K. PORTER COMPANY, INC. born Gage Co., Dearborn, Mich 
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pay 


GRADUATED DIAL _| 
TT Te}ley- Wee) .. ~ 


HAYS is advertising regularly, 
through direct mail and magazine 
@ GRADUATED FLOW CONTROL @ EASY TO READ DIAL space, to the men who buy from 
@ BEST QUALITY BRONZE @ SIMPLE CONSTRUCTION you... more than 57,000 industrial 
@ BRONZE INDICATOR HANDLE @ PLUG PRECISION GROUND executives — presidents, vice-presi- 
@ INDIVIDUALLY TESTED @ FOR GAS, WATER, AIR, STEAM 


dents, general managers, owners 
SIZES — 4" through 3” 


and partners, production and main- 


IN THESE AND MANY OTHER APPLICATIONS tenance executives, general super- 
intendents, works managers, plant 


managers, superintendents, engi- 


HAYS GRADUATED DIAL STOPS neers, purchasing agents — are 


Shut-Off Stops for Gas Engines Pilot Valve te regulate pressure on Burners 

Oil Well Pumping Engines and Soutestion Engines reached by HAYS advertising. 
Drilling Equipment ngines for Farm Work operating me , 
Gas Burners for Small and Large Boilers Water Pumps—feed Grinders— Check your customers’ need for 
Heating Installations Cotton Gins—irrigation Systems HAYS GRADUATED DIAL STOPS 
Gas Fired Furnaces for Brick — Used extensively in Oil 5 Gee tienen 
Ceramic — Pottery Industries and Gas Fields on and the hundreds of other items in 
Heat Treating and Metallurgical Furnaces Natural Gas and Gasoline Engines the HAYS line . . . including many 

Send for HAYS DIAL STOP Folder 130 
Also Folder 103-9 illustrating other HAYS Industrial Products styles of stops, valves, and fittings, 

leading Industrial Distributors stock 


the complete line of HAYS stops, volves, and fittings each in a full range of sizes, for 


Seienen  F ; every need in your customers’ 
SOME OF THE MANY OTHER HAYS INDUSTRIAL PRODUCTS plants, for steam, air, water, gas, 


3 WAY LOW PRESSURE STEAM IRON FLARED TUBE 
STOPS STOPS STOPS STOPS FITTINGS and chemical lines. 


HAYS products are known wher- 
& 8 ever you go, for quality and depend- 
ability, serving American Industry 

> for more than 80 years. 


HAYS MANUFACTURING COMPANY 


West 12th Street, ERIE; PA 
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GOING? 


TRIPLE 
INDUSTRIAL SUPPLY 
CONVENTION 


San Francisco 
June 18-20 


FLY WilleiRle 


on United. Best way to travel— 
fast and comfortable. Best 

way to arrive—relaxed and 
ready. Best way to return 
—leave later, have more time 
(and fun) at the convention. 
United links 80 cities coast to 
coast... offers schedules 
around the clock and fares that 
go easy on the budget — 
including an economical 
half-fare family plan (United 
believes husbands like to 

take their wives along to 
conventions). For information 
and reservations, call United 
authorized travel 


When you go, 


or an 
agent 


FLY UNITED 


Hose 
High Tensile Strength 
Permits Smaller O. D. 


Constructed of smooth extruded 
l'eflon tube with stainless steel wire 
new line of 


braided covering, a 


leflon hose assemblies is designed 
to withstand working pressures up 
to 3,000 psi under certain tempera 
ture conditions and temperatures t 
500 deg. F. 


sures are not above 1000 psi. 


working pres 


when 


Ihe new line is recommended 


by the manufacturer for handling 
chemical elements and compounds, 
gasses and vapors, foods and drugs, 
hot lacquers, steam, synthetic oils, 
and jet fuels. 
Flex-O-Tube Div. 


Corp., Maywood, II] 


Flexonics 


Casing Joint 
Develops Practically 
Full Strength of Pipe Body 


Buttress thread casing, available 
in oil field seamless casing in sizes 
54 to 92-in OD, inclusive and in 


N-80 and P-110, has 


announced by the 


grades ]-55, 
been company 
licensing agreement with 


Tube Div., U. S. Steel 


under a 
National 
Corp. 
The five threads per inch and the 
form of the threads are said to be 
to easy stabbing, 


conducive rapid 


spinning and fewer power strokes 
to pull the coupling up to the 
power tight position. 

Jones & Laughlin Steel Corp., 
Aliquippa, Pa. 
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Nationally Recognized om” 
Heavy ‘Duty Bench Type 


ALLEN 


PUNCH PRESSES 


Nationally Advertised 
in leading Trade Papers 


Inquiries from ad- 
vertising are sup- 
plied to our In- 
dustrial Supply 
dealers. 


Complete Line 


any 

Popular Models 
1 to 5 ton 
capacities 


Write or call today 
for details on han- 
dling the Allen 
Punch Presses. 


ALVA ALLEN INDUSTRIES 














\ Dept. ID Clinton, Missouri _/ 


tha BIG ORANGE F%)1)) 


YOU BUY THE BEST 
Shackle Chain HOOKS 


Use on “HIGH TEST” Chain 
EXTRA STRONG 


Even the pin is mode 
of hi-strength steel and 
heot-treated 


SAVES TIME 
nm be ottoched 
anywhere on the 
job. Only a pair 
of pliers needed. 
GRAB HOOKS 
Available SLIP HOOKS 
for Chain Avoilable 
Sizes ‘ for Chain 
5/16", Sizes | 
he 5/16", 
ond “ 


ANCHOR and CHAIN 
Screw Pin SHACKLES 


D 
Forged of HI-STRENGTH STEEL 
Avoailobie in sizes 4" to 2”. EXTRA STRONG 
—EXTRA TOUGH. Self-colored or galvanized 
Order from your Distributor or Write 


MIDLAND INDUSTRIES, INC. 
Cedar Rapids, lowa 











GENERAL CATALOG NO. 57 


Listing approximately 5,000 quality tools for industry, including: 
% Tool Holders (The complete Armstrong % Drop Forged Machine and Crank 
System) Handles 
Cutting Tools (Tool Bits, Cut-off Blades, Drop Forged Wrenches 
Carbide Cutters and Inserts) Detachable Sockets and Drive Parts 
Lathe and Milling Machine Dogs 


Bridge Ratchets and Sockets 
Set-up and Hold-down Tools ane ee — 


Machine Shop Specialties Adjustable Wrenches 


Drop Forged “C” Clamps 
Parallel and Machinists’ Clamps Pipe Tools 
Drop Forged Eye Bolts and Hoist Hooks Chain Tongs 


Torque Wrenches 


No industry reference file is complete without the new 
Armstrong No. 57 Tool Catalog 





Buy y 
ARMSTRONG 
TOOLS from your 


ARMSTRONG BROS. TOOL CO. Gaui 


5205 W.ARMSTRONG AVE. © CHICAGO 30, ILL. 
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You Move More Merchandise 


LOOSE-LEAF 
BINDERS 


when MEIN 


Busy buyers facts f 


your cotaiog give 


want 
s th 
formation in five seconds, t 
for the 
That's why Heinn Loose-Leaf Binders 
and Colorific 0 


» wholesale selling 


r order pods 


Indexes play a vita! port 
Product infor 
motion stays up to cate ond in se 
Wale! 


quence for fast, easy reference 


orea binders 


The Noland Company, progres 
sive distributor of Newport News, 
Va., “This binder was 
very well received by our custom 
ers and salesmen. All comments 


have been favorable and we feel 


the custom-ta ook and 


fee! elegant and add the force 


reports of impression value t 


304 W. Florida St., Milwaukee 4, 


your soles 


orgument 


Write for 
information on 
how Heinn 
con help 
you simplify 
your catologing 
problems 


sure it has increased our sales 

We have found from experience 
that 
perior to a bound catalog.” Copyright 1957, by The Heinn Company 


a loose-leaf service is far su 





CARITAL 


INDUSTRIAL 


| BRUSHES 4xo BROOMS — 











Capra Industrial Brushes and 
Brooms are considered as standard 
equipment in many large industrials 
today. They have proven themselves 
in actual service to last longer and 
give dollar for dollar return on main- 
tenance investment. They take the 
worry out of the maintenance prob- 
lem for plant men. 


@ We suggest that users buy thru 
their local distributor. 


INDIANAPOLIS 
BRUSH & BROOM MFG. CO. 


Corner of Brush and Broom Streets 


INDIANAPOLIS 7, INDIANA 


Est. 1890 
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Cannot Fall Off 
A Work Piece 


\ new portable radial drill of all 
steel construction is claimed to be 
adjustable horizontally or vertically 
and clamps and rolls on any size, 
shape or type of metal or wood with 
a sure grip. 

Designed for all standard, heav 
duty portable drills, it can be used 
with 


ind operates in all positions—ver 


electric ot air-operated drills, 


tical, horizontal, overhead or flat 
Lance Iron Works, Chicago Hegts., 
Ill 


Speed Reducers 


Provide Stepless Speeds 
From True 0 to 400 RPM 


\ motorized package unit con 
sisting of a Zero-Max variable speed 
reducer built onto a G. E. 48-frame 
notor is now available in eight basic 
delivering 10 to 30 inch 
torque with CW or CCW 
yutput shaft rotation. 


Inc., 


mo ‘els 


pot 


Revco Minneapolis 





Offer Them Variety... 


PLUS SMOOTH-FITTING THREADS 


Tes easy to meet the needs of your 
fasteners customers when you handle 
the Bethlehem line of headed and 
threaded products. That is because 
Bethlehem fasteners come in such a 
wide variety, including hundreds upon 
hundreds of individual items and sizes. 
And customers are sure to like Beth 
lehem fasteners for still another reason 
—smooth-fitting threads, the kind that 
make possible fast, accurate assembly. 
Order Bethlehem fasteners today. 


\\\A\\ 


\\ 


y veeeneenns’d 


2 
®s. 
i 
a 
od 
a 


eal 


5S «+ 


Bethlehem Bolts Are Good Bolts 
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To Find HIDDEN Sales 


on your regular calls — 


FOLEY automatic 
SAW FILER 


You probably have a lot of customers who use saws 
quite a tent et still sharpen them by hand or ; 
ol the werk ont. Ton may ana many hades pres Air Hammer 
. ‘ler, for in any plant where 

‘oley quickly pays for —— CO fF Vv 

e sawing productior The FOLEY ew anne is the only Muffle Cover 
: € ' s ich faster and machine that files AN SAWS up te : 
in cooler, sts arp longer 444” wide. CROSS-CUT CIRCULAR SAWS Cuts Noise Output 

up to 24” diameter and all types of HAND 


THE FOLEY SAW FILER Practically Sells See ee Same Soe con bo charpenes \ sound-squelching muffle cover 


itself on our 30-DAY TRIAL OFFER LS 2 ae 
Dae Sele) Ole ts enon throne ven teen for its Model 25 paving breaker has 


rated company and your istomers will thank 
> Be informed about it. Write today fer full been announced by the manufac 








etails and litera 
ture! 


FOLEY MANUFACTURING CO. Said to reduce air hammer noise 
3363 N. E. Sth St. Minneapolis 18, Minn. intensity up to 55%, it is a double 


We also make Foley Retoothers for hand saws, Saw Setters, Grinders, etc. 
jacket of sound-proofing materials 





that zips around the paving breaker. 
[hor Power Tool Co., Aurora, 


tb 
UDG vers 


PROFIT POSSIBILITIES  scring ars 
t Micro-Adjustable, 
eee for YOU: With Throw-away Inserts 
A COMPLETE LINE Combining of multi-diameter bor- 


DESIGNED FOR A WIDE RANGE OF SPECIALIZED NEEDS 
BACKS YOU UP. 





ing operations and even chamfering 


in the same tool is said to be pos- 
You can best satisfy your customers’ needs with Madesco ’ ntl 
blocks because they embody performance-features de- sible with new boring tools recently 
veloped through 30 years of specialized experience. Your introduced. 
basic inventory, plus our fast factory-to-you service 
means maximum sales, fast turnover, top profit. Your The new boring bars are recom 
customers get blocks that assure utmost safety, top mended by the maker for all types 
operating efficiency, longer block-life under the most : , 
exacting conditions, at competitive prices. Madesco of turret lathes, horizontal or ver- 
Blocks in stock assure you constant repeat sales tical, where precision finishes are 
from satisfied customers and new sales created by 
recommendation and aggressive advertising. Write for desired with minimum tool cost 
illustrated catalog, today. and down time. 


saas.set- 100.98 MADESCO TACKLE BLOCK CO., EASTON, PA. Wesson Co., Ferndale, Mich 
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How this 


has been made more valuable to 


Authorized Distributors of CARBOLOY. 


CEMENTED CARBIDES 


TEAMWORK 


...key idea behind the new and more profitable 
franchise for Authorized Carboloy Distributors 


The new franchise includes a number of unique 
features which will help Distributors sell more 
Carboloy cemented carbides —faster—and with 
improved profit margins. 

But — what really makes the franchise work is 
the new Distribution Plan behind it. This plan is 
designed to give carbide customers what they want 
in carbides . in the way most advantageous for 
them to buy 

It sets up two channels of distribution . . . and 
thus creates an effective team relationship whereby 
Carboloy Distributors and the Metallurgical Prod- 
ucts Department serve the customer best. 


This diagram demonstrates how it works: 


CARBOLOY 
DISTRIBUTOR 





PRODUCTS 
DEPARTMENT 


Distributors of Carboloy cemented carbide now 
handle all orders in what we call the “supply” 
business. These are orders where the customer is 
looking for fast, local delivery and the services that 
the Distributor is best equipped to offer. The supply 
business covers about 95°% of the orders placed 
through Distributors 


The Department’s role in this team effort is two- 
fold. First, it provides the products, engineering, and 
advertising to support the Distributor 100°7 in his 
efforts to build the supply business. Second, it serves 
the customer directly for that portion of his needs 
where local availability is not a factor. This latter 
we call the “direct material” business 


This team approach of direct and distributor sell- 
ing serves the customer the way he wants to be 
served. And because the customer will benefit from 
it, both the Carboloy Distributor and the Depart- 
ment will benefit. 


By implementing the Distribution Plan with a 
franchise that contains such features as improved 
discounts, greater stock protection, and performance- 
measurement reports, our Distributors have one of 
the most valuable franchises in the field of industrial 
distribution. 

Through the new Distribution Plan and the new 
franchise, Carboloy Distributors will be able to 
increase their sales volume while getting a 
higher profit on what they stock, and a larger return 
on their investment. 


METALLURGICAL PRODUCTS DEPARTMENT 


GENERAL @@ ELECTRIC 


DETROIT 32, MICHIGAN 


MANUFACTURER OF CARBOLOY CEMENTED CARBIDES 
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Drills 


Extra Length, 
High Speed Steel 


Designed for operations where 


naccessability is a problem, or for 


Di ib i xtremely deep hol ~w | . 
f ft CAL p holes, a new ine pt 
Is re u or sa esmen extra length drills has been intro 


duc ed 
Diameters range from No. 52 wire 


SELL more beca use rage to 14-in; overall lengths to 


234-in. 


h k We - VIC E Whitman & Barnes. Plymouth. 
y oy no Ss R lich 


Conveyor 


Training aids supplied by Wendt-Sonis to For Horizontal 
Distances to 300 Ft. 


distributor men pay off in more sales, better oe 
Slider board belt conveyors avail 


service from Wendt-Sonis carbide tools, and ible in two standard sizes—16 and 
20-in width—are said to provide 


better-satisfied customers. And for the really en a 
/ smooth travel with a minimum of 


tough problems, our own field men are ready frictional resistance. 
Standard drive arrangement is an 


with the answers. Two more reasons why 


more distributors. are sold on 





WENDT-SONnIS 


COMPANY 


Dept. 1D-457 
HANNIBAL, MISSOURI * ROGERS, ARKANSAS 
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FAIRBANKS NEW PATENTED RENEWABLE SEAT RING GATE VALVES 


Doors fly open before the Fairbanks Distributor 
with the new patented Renewable Seat Ring Gate 
Valve in his hand. New doors and old doors, doors 
once locked, are now all ajar to you because this new 
valve brings an entirely “new look” in long lasting 
service dependability to Bronze Gate Valves. 

Without ever removing the valve body from the 
line, it is now possible to replace the nickel alloy seat 
rings and wedge in a bronze gate valve. Within a 
matter of 7 to 10 minutes there is the equivalent of 
a new gate valve in the line. No need for special tools 
or especially trained mechanics. The strength of the 
design is in its simplicity, and the simplicity permits 
the maintenance man, with ordinary tools, to have the 
process line or plant service again in operation within 
minutes. 

The heart of a bronze gate valve lies in the seat 
rings and wedge. Only you can sell the savings that 
are possible with the valve with the renewable heart 
that goes into the line to stay. 

These new patented Renewable Seat Ring Gate 
Valves are another reason why it pays to sell Fair- 
banks products. Like all Fairbanks products, they 
are needed in every industrial plant and commercial 
enterprise in your territory. Typical of Fairbanks 
products, with exclusive salés features that make 
them easy to sell, they open doors for the sale of all 
Fairbanks products. 


Get in step with the LEADER. Make the tising campaign and direct mail program to 
new patented Renewable Seat Ring Gate win new customers and re-sell the old. Work- 
Valves your Sales Leader for this month. ing together, we will use the sure-fire interest 
Take advantage of the interest created in in these new valves to boost your sales — 
these valves by Fairbanks national adver- build-up your profits. 





~~~, 


ei 5 

















THE FAIRBANKS COMP 


Executive Office: 393 Lafayette Street, New York 3, New York 
Valves ¢ Dart Unions ¢ Trucks ¢ Casters * Wheels 


520 Atlantic Avenue 393 Lafayette Street 15 Stanwix Street 202 Division Street 
Boston 10, Mass. New York 3, New York Pittsburgh 22, Pa. Rome, Ga 
Factories — Binghamton, N. Y. and Rome, Ga. 
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1800 rpm motor of required hp 
to a shaft mounted torque 


driving 


Continuous Threaded Lf f arm speed reduction unit through 
/ suarded multiple V-belt drive 


ag 


ST t £ L Ww @) DB) SIF Sprout-Waldron & Co., Inc., 
Wy / Muncy, Pa. 


It Bends Cold 


Sintz crt* threaded rod gives you these important 
time-money saving features. 

@ Quality—Made from #1010 CISI cold rolled 
steel @ Smoother, More Uniform Threads 
@ Greater Strength @ Low Cost. 

Try SINTZ once and you'll be convinced. 
ORDER FROM YOUR MiLL SUPPLY HOUSE~— 
INDUSTRIAL JOBBER OR DIRECT FROM... 


CLAUDE SENTZ Inc. «cots noties threoded Fire Pump 
— Bends Cold 








E i 1940 STANLEY AVENUE 
; Ste as 8 DETROIT 8, MICHIGAN Portable, Powered 
STUDS + FORMED RODS «+ PIPE PLUGS By 4 Cycle, 9 HP Engine 

Said to prime in 15 to 30 seconds, 
depending on the suction lift, a new 
portable fire pump features remov- 
able wrap-around aluminum handles 


» prevent roll-over damage and pet 


> 

mit the unit to be easily carried o1 

stored in small compartments 
Pump is said to have 100 lbs pres 


| 
iilable for fog or foam opera 


ALWAYS FIRSTEST 


with the bestest 
precision screw tio 
\iarlow Pumps, Diy. Bell & Gos 

machine products. tt Co., Midland Park, N. | 


Sealant 


ee Resists Washing Action 
oa Of Diester Lubricants 


] 


oe NE Lol TA Motel Meet hictond wreat pressures 
SET SCREWS: MILLED STUDS peratures 60 450 deg. | 
oN Iuka Ip ... Our specialty. ommended by the manu 
‘ cturer for transmissions and torque 


Cal box Covers OT Hous 


The Oftemiller line is sold exclusively through ’ 
Mill Supply houses and Industrial Distributors. 1g veads. si and valve 


W"}OttomLler CO’ YORK, PENNA. 
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¢ Your sales job is simpli- 
fied through a service com- 
plete in every respect. 


* More than 40 years serv- 
ing industrial distributors 
with top quality. 


¢ Here is the brush line for 
every industrial require- 
ment. 


¢ From receipt of order we 
work to smooth the dis- 
tributors sales job. 


e Repeat orders of any 
quantity are exactly the 
same as initial orders. 


e Lay your problem in our 
lap and we will have the 
right answer for you. 


* When you make a sale of Milwaukee Indus- 


trial Brushes, you can be sure of all around 
customer satisfaction. At the same time 
you establish yourself as a dependable 
source of supply. Repeat business follows 
as these brushes prove their quality, and it 


is the quality that pays dividends. 


Quality is built-in because of the top grade 
materials used and the skilled workman- 
ship that produces them. We are organ- 
ized to give you a prompt and 
complete service which in turn 
enables you to render good 


service. 


THE MILWAUKEE BRUSH MANUFACTURING CO. 


2212-36 NORTH 30th STREET 


THE Rey 
To 
INDUSTRIAL 
BRUSH PROBLEMS 
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MILWAUKEE 45, WISCONSIN 


Write for 
descriptive 


literature 





<n / 


yl 


gi 


YOU are part of the triangle 
fhat makes for easier sales 





You know what's needed to sell hack saw blades—three 
things— 
an accepted blade—a blade you can prove is 


1. A good blade 
better by actual test. 


2. Factory support—men from the manufacturer's engineering 
and sales staff who know their blade and can advise how best 


to use it under various conditions—and, of course, 


You — the Industrial Distributor — the man who knows his 
prospects like the palm of his hand—the man who is known 
and respected by his customers because he offers service and 


top quality material. 


Griffin, makers of top quality hack saw blades — since 1880 — is a name 
that needs no introduction to your customers. Take Griffin’s Powerflex — 
a high-speed welded-edge blade. Many of the largest users of power hack 
saw blades use Powerflex blades exclusively because their own competi- 


tive tests have proven Powerflex blades superior. 


Griftin 


Perhaps you are already a part of Griffin’s 
: . Blades 


Triangle. If not, we would be glad to show 
you how the team of: good product, factory 
support, and you, can make for easier sales. 
Write today 


Griffin 
Representative 


industrial 
Distributor 


THE TRIANGLE 
THAT MAKES FOR EASIER SALES 





G. W. GRIFFIN CO. + FRANKLIN, NEW HAMPSHIRE 


i Soles Agents: John H. Groham & Co. inc., 105 Dvone Street, New York 8, N.Y. 
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Clutch 


Six Sizes, Designed 
For Backstop Purposes 


Known as Model Nos. FS-1100, 
1150, 1200, 1250, 1300 and 1400, a 
new line of sealed double ball bear- 

g clutches are recommended for 
ipplications as backstops for eleva- 
tors and as dual drives for stand-by 
power applications and differential- 
speed drives. 

Available in maximum-bore sizes 
from 6 to 12-in, with torque capa- 

ties from 18,500 to 136,500 foot- 

aealle 


rmspra 


i 


Co., Van Dvke, Mich. 


Ss 


Screwdrivers 


Snap-in Shaft 
Extension 6-in. 


Providing an additional 6in 
reach for work, a new snap-in shaft 
extension has been announced for 
the maker's 
driver kits 
With an overall length of Sin, 


the shaft has winged prongs on one 


screwdriver and nut 


end to fit into the socket of com 
bination handles of their 99-PR and 
99-JR sets 


Xcelite, Inc., Orchard Park, N. ¥ 





y- , 364. 


DISTRIBUTORS: ‘‘CASH IN’'’ ON DEMANDS FOR THIS HIGH QUALITY LINE 


Ideal’s traditionally fine quality craftsmanship and latest manufacturing 
techniques combine to bring you an unequalled standard of excellence 
in live centers. Designed to give “custom” results from standard models, 
the IDEAL line is guaranteed to match, or exceed your customer's crit- 
ical job specifications. Easy to order, easy to stock — the broad selection 
of GOLD BAND sizes and models means that “specials” are seldom re- 
quired. 99 out of 100 times most orders can be filled right from your 
stocking inventory. Investigate this opportunity today, and you'll be 
making profits with nationally advertised Ideal GOLD BAND Live 
Centers tomorrow! 


A COMPLETE LINE FOR EVERY > NEED... SPECIALS TOO! 


) 
UNIVERSAL MULTI DUTY i / HEAVY DUTY 
Super SY General duty For extra- 
accurate model rugged 


— operations 


model 


Write for 
Complete catalog data and IDEAL INDUSTRIES, Inc. 
specifications, as well as 1000-D PARK AVENUE 


available territories and 
storms. SYCAMORE, ILLINOIS 


Sold Only Through the Nation's Leading Industrial Distributors 
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_ ANOTHER 


TY-TON’ 


TENSILE ZINC) 
MACHINE BOLT 


SHIELD 


WITH TREMENDOUS 
HOLDING POWER 


Never before has there been a ma- 
chine bolt expansion shield designed 
with such tremendous holding power. 


@ IMPROVED EXPANSION DESIGN 
Provides a firm, all ‘round even 
pressure throughout the depth of 
the hole. 


HIGH TENSILE ZINC 
Provides the tough, extra strength 
required for the tremendous hold- 
ing power pressure. 
WIDE RANGE OF SIZES 
“TY-TONS” are furnished in short 
and long lengths for various ma- 
chine bolt diameters. 
We are proud to add 
the new “TY-TON” 
complete line of ma- 


fo our 


sonry anchors, fast- 


eners, drills and 
allied products. INDUSTRY'S 
MOST 


COMPLETE 


LINE 


U. S$. E. Products are sold through 
recognized jobbers only. 

STOCKPOINTS IN PRINCIPAL 

7 FOR FAST SERVICE. 


.\ USE 


PAS ANCHORING FASTENING DRILLING AND ALLIED PRODUCTS 


U. S. EXPANSION BOLT CO. 


YORK, PA. DEPT. ID-4 


162 


Heaters 


Provide Six Times 
Radiating Surface 


Finned tubular heaters, designed 


for forced or natural convection ait 
heating in ducts and space heaters 


and ovens, have been announced 


Bushings may be supplied 
or 14-in diameters with } or ¢i 
machine thread. 

Vulcan Electric Co., 


Mass 


Dany ¢ 


Lamps 
63% More Light 
33% Lower Cost 


['wo new white mercury lamps, 
said to offer better, white color tha 
from any clear mercury lamps, | 
been introduced. 
H400-RWI is a_ reflector 
two-thirds of lig 
the work surface and seals the 
flector against dirt and fumes; th« 
H400-EWI is bulged tubular shaps 
General Electric Co. Large Lam] 


Dept., Cleveland 


which directs 


Pumps 
For Continuous 


2000 PSI Service 
Known as the “T” 


balanced vane hydraulic pumps have 


series, new 


supply rated deliveries of up to 10) 
Continued on page 169 
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Quick facts about 


T™ 
BBB 


TM BBB Chain is 

a best-seller every- 
where! Its wide use 
in industry, shipping, 
construction, agri- 
culture, and on 
original equipment 
is the reason. Take a 
good look around. 
You'll be surprised 
at the number of 
TM BBB Chain 
prospects in your 
area. You'll be 
surprised, too, at the 
extra dollar volume 
you'll do! Write 

for catalog! 


Highly advertised 
in Business 
Week and 
leading trade 
magazines 
Backed up 

with effective 


literature and sales helps 


First chain manufacturer to go to 
Jecimal packing and pricing \ \ \ 
S. G. TAYLOR CHAIN CO., Inc. ' 
Box 509, Hammond, ind. 
3505 Smaliman St., Pitt., Po. 


Taytor Mane 


A GREAT NAME IN 


(hain 


SINCE 1873 





duction & Dist. Mgr. of Abbott Laboratories, Oak Ridg« 


Tennessee Says 


miles from Abbort Laboratories’ Oak 


loisotope experts have scheduled use of a 


“In a few brief hours —this atomic drug will be useless!”’ 


a drug whose radioactivity lasts only 
A drug prepared by electronic bombardment 
pile at Oak Ridge near Knoxville, Tenn 
1o1sotope doe SN Ct arrive n time, ict will be usc 
relied on Air Express for literally 


nds such shipments ! 


—___& Air Express 


30 YEARS OF GETTING THERE 


division 


FIRST via L.S. Sci 
CALL AIR EXPRESS 


of RAILWAY EXPRESS AGENCY 
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A Story in Headlines 


By Douglas Greenwald 


Economics Department 
McGraw-Hill Publishing Company 


Manufacturers have spent $113 billion on new plants and 
equipment since the end of World War I! 


Of the capital expenditure dollar, about half went for new 
capacity, the other half for modernization and replacement 


Manufacturing capacity has doubled since end of World 
War Il, while production rose 72% 


For efficient operation manufacturers, on the average, 
prefer to work at 89% of capacity 


So the gap between preferred operating rate and actual 
production rate is relatively small 


Size of the gap differs in manufacturing industries 


(See charts on opposite page) 


Manufacturers can be expect- 

ed to continue to increase ca- Resulting in high level capital 
pacity because of amazing spending by manufacturers in 
population growth ahead and next few years 


higher living standards 


Dec 1950 +100 $ 17 billion 
sincieptiintababieiitiniiniag = , $ 155 billion 
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100 


CHEMICALS 


NON EL 


alll 


ECTRICAL MACHINERY 


or 


QUICKER THAN YOU CAN TELL IT, THINGS ARE RUNNING SMOOTHLY 


When the packing on a pump goes 
bad and throws a wrench into pro- 
duction, that’s your cue to come to 
the rescue with R/M’s Big 7 Pack- 
ings and the R/M plan for schedul- 
ing downtime. Few, if any, unsched- 
uled work stoppages occur when 
this plan is in effect. And there are 
many more advantages you can offer 
your customers with the Big 7. To 
name a few of them: lower mainte- 


nance costs, simplified ordering, 
speedier deliveries. 

The R/M Big 7 enables you to 
make every minute spent in selling 
count for you. R/M packings for 
maintenance are sold only through 
authorized R/M distributors, as they 
have been for the past 17 years. 
There’s no factory competition when 


you sell R/M. 


R/M's BIG 7 PACKING TYPES MEET 95% OF ALL PACKING NEEDS 


D> GH TS ¢ 


GE 
a 





BIG 7 PACKINGS 


RAYBESTOS-MANHATTAN, 


PACKING DIVISION, PASSAIC, NJ. 
MECHANICAL PACKINGS AND GASKET MATERIALS 


INC. 








FACTORIES: Passaic, N.J.; Bridgeport, Conn.; Manheim, Pa.; No. Charleston, S.C.; Neenah, Wis.; Crawford 
Peterborough, Ontario, Canada 
RAYBESTOS-MANHATTAN, INC. Mechanical Packings « Asbestos Textiles « Industrial Rubber « Engineered Plastics 
Sintered Metal Products « Abrasive and Diamond Wheels « Rubber Covered Equipment e« Brake | gs « Brake Blocks 
Clutch Facings e Industrial Adhesives « Laundry Pads and Covers e Bowling Balls 
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Master 


PADLOCKS 


for industrial 
protection! 


MERICAN INDUSTRY 1S In urgent 
A need of more than 400,000 sales 
men, yet experienced men over 45 
vears of age scarcely stand a chanc« 


of getting these jobs. 








America’s search for salesmen, and 


the concomitant waste of valuable 


manpower, is revealed in a recent 
National Sales 
wide survey in the sales-marketing 
distribution Entitled “Sp« 

Sales Manpower Report,” the 
distributed to 
the countn 


medium al 


Executives’ natio1 


fields 


SUTVE' was LO 30) 


members throughout 
representing small, 


large enterprises in the industrial 
wholesale and retail fields. 

Other findings of interest to 
dustrial distributors are: 

Of the 400,000-plus salesmen bx 
ing sought, 2 
have some experience in their field 
while 149,000 
Over half this total is sought in the 


include 


are to be trainee 


consumer specialtv field 
life insurance, 
SCTVICeS sold directl\ to the ho ie 


Starting salaries for new salesm« 

de! vom 
emergencies, special = arc 
orders are on the way . , : 
iverage monthly earnings of the 


as high as $550 


third of sales forces reaching as high 


as $1500 a month 


he majority of compani¢ 


FREE BROCHURE 


Condensed, easy fo use 
information on the Mas- 
ter padlocks most widely 
wsed for industrial ap- 
plications. Write today. 


; . 
classifications adhere to salary 
commission, bonus, or other 


tive. The second most common pa 


4] 


is straight 
least popular is straight salar 
Master Padlocks bis 

inn aaa The “Over 45” Problem 

Master Jock Company. Milwaukee 45. Wis. 
Weds “Largest Padlock Manufacturers 


166 


Results of the survey focused spe 
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55,000 are expected to 


ippliances, items and 


1 month, with 


commission; ri¢ 


The Crying Need For Salesmen 


cial attention on the problem of 
businessmen who are over 45, un 
employed, and trying to sell their 
knowledge, training and experience 
to a new employer 

Of the firms queried, 72% will 
not hire such a man—40.7° because 
company policy will not permit it, 
41.2% 


personal opinion, 10.5% because of 
other 


because of the respondent's 


yav scale, and 7.5% for various 
including physical require 
Bear in mind that 38% of 

ire U.S. working population 
over 45, and this limit is 
higher each vear 

paid 


iriously enough, compan 


ment plans—usually offered as 
reason for the age barrier to 
employees—cannot be consid 
ilid in the sales profession as 
f the respondents indi 
ompanies maintained 

outh vs. experience con 
segments of 


Despite 


is evident in all 
marketing profession 
efforts to expand exist 
the face ta 


Inuing 
iles forces—in 


scarcity of voung traimee 


ror grooming into sales 
1agement and executive positions 


to take 


experi 


industry appears reluctant 


older, more 


ntage of 


ed men available for immediate 


yppenings 





e is deemed unportant, 


19.8 and 


as between 


each marketing classifica 


m placed heavy emphasis on sales 


licants’ records of successful sell 





ing of the same product or service, 
or successful selling to the same 
type of customer. Inside experience 
was stressed less by sales executives. 
A realistic finding distributors 
might consider is that less than 5% 
considered an established customer 
product following as a distinct ad 
vantage for a new salesman. 


Experience Vs Following 


Consideration of the above hiring 
requirements seems to indicate that 
older salesmen should have much to 
offer because of their experience 
with either similar products or cus 
tomers—not because of any cus- 
tomer product following 

National Sales Executives con 
cluded that management might do 
well to re-examine its company poli 
cies in regard to the hiring of ex 
perienced, older salesmen 

Car expense, fringe-benefit and 
salary potential findings in the sut 
vey parallel general conditions in 
the industrial supply field 


Most companies surveyed re 


ported paying from 7 to 9 cents a 


mile, though many in the consumer 
route and industrial classification 
provide compat irs \ few pay 
depreciation plus mileage 
Fringe benefit the sales-mat 
keting-distribution fields appear to 
be in their infan Though the 
overwhelming majority of com 
panies provides life insurance poli 
s than 10% 
mi—had in opera 


mpany paid re 


High Growth Potential 


lhe USI eport highlights the 
important fact tl growth poten 
tial, salary-wis . high in sales, 

not higher, tha inv field o1 

yfession 

This gt h potential, particu- 

ly where in is based on in 

ntive programs, n be stressed by 
listributors trying to attract desi 
ible applicant vav from the 
glamour professions who lure with 


the bait of higher starting incomes 


SPECIFY CULLMAN 


ROLLER CHAIN 
CONVEYOR CHAIN 
SPROCKETS 


FLEXIBLE 
COUPLINGS 


In fact, anything else you may need 
in chain drive equipment is available 


TIETUTTL on short notice from Cullman’s complete 


CULLMAN’S stocks. For immediate results on 
DISTRIBUTOR. PLAN your chain drive requirements write 


Write today for catalogs 
and complete details on 
the advantages of 
re ear 
line: Distributorship 


co™. 
available in a few ny 
select localities \ Cc ui ‘ : ry? a ry 
\W 2 __ POWER TRANSMISSION 
“= ROLLER CHAINS AND SPROCKETS 


6640 


today or see your Cullman distributor. 


CULLMAN WHEEL COMPANY e 1347 ALTGELD ST. CHICAGO 14, ILL. 
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oo 
Tapered Rolle 
TIMKEN — BEARING 
EQUIPPED 


cranes .--- 


to mobile 


UPSON- 
WALTON 


Max- Lift 
Crane Hook Block 


@ You can offer higher 
lifting limits, greater 
versatility for mobile cranes 
and other industrial 
equipment with the U-W 
Max-Lift Crane Hook Block. 
Engineered and built for 
safety by Upson-Walton, the 
Max-Lift meets the most 
severe requirements for loads 
and strains. Its shorter length 
permits more head room for 
maximum crane lifting height. 
Movable trunnion provides 
easy engagement of swivel 
hooks with load. Low center 
of gravity prevents toppling. 
These and other features 
will gain satisfied customers 
... repeat sales for you. 
Canales information 
in Bulletin CB-20-55. Write 
The Upson-Walton Company, 
12525 Elmwood Avenue, 
Cleveland 11, Ohio. 


ENGINEERED 
FOR SAFETY 


the UPSON-WALTON company 


SINCE 1871 
Manufacturers of WIRE ROPE « ROPE FITTINGS « TACKLE BLOCKS 


CRANE HOOK BLOCKS 


Other offices: Chicago + New York + Pittsburgh 
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RICHARD ELSEY: 
Suppliers Salesmen 
Give Invaluable Support 


“Never miss the opportunity to 
learn more when manufacturer’s rep 
resentatives visit your firm,” advises 
Salesman Richard Elsey, Abrasive & 
Supply Co., Detroit, shown above 
right) conferring with Henry D. 
Smith, Industrial Department, 
Henry Disston Div., H. K. Porter 
tu Inc. 

“The best support an industrial 
distributor salesman can get is the 
idvice and cooperation of supplier 
salesmen. When you specialize in 
abrasives, cutting tools and power 
transmission equipment as we do, 
you're going to run into a number 
of problems that are over your head. 
If you know how to work with vour 
upplier representative, you'll be 
able to give technical assistance to 
your accounts and wind up with the 
tough, but desirable, business.” 

Mr. Elsey believes the easiest wa\ 
to lose business is to try to bluff 
Why not admit you don’t know 
everything about everything?” Mz: 
Elsey says. “A P. A. or a factory 
foreman will appreciate your con 
fession and still favor you with the 
business if you simply say, ‘I don’t 
know, but I'll find out.’ Then be 
sure you find out fast and rush the 
dope to them.” 

Mr. Elsey estimates he spends be 
tween 20 and 30% of his calling 
time working with supplier sales- 
men. “Intelligent planning makes 
it time well spent,” he concludes. 





AY 
% 


4 JAW INDEPENDENT J-TYPE for JET ENGINE MACHINING FACE PLATE and BORING MILL JAWS 


THE COMPLETE LINE FOR CONTINUOUS 


Horton's complete line gives a constant opportunity for new business. With 
a Horton chuck for every customer's application, Horton quality and per- 
formance makes sales easier. And Horton's extra built-in features guarantee 
longer lasting accuracy and repeat orders from satisfied users. 

Ask your Horton representative about the complete Horton story, or 


write direct for your copy of Horton's “Sales Policy”. 


HORTON CHUCK DIVISION 
Greenfield Tap and Die Corporation 














Perfect! 
but 

only half 
the 

story 





These ring gages are saving this plant a lot of money right now on this two step 
threading job. But, even the best of gages will show wear in time. Only frequent 
checking will save them from eventually passing oversize products. 

The answer, of course, is setting plugs. When ordering ring thread gages, 
always order corresponding setting plugs. If you have suitable setting plugs send 
them to “Greenfield” and the new rings will be set to them, and sealed if re- 
quested. 

Naturally, setting plugs are never seen around a job. They are safe in tool 
storage marked, “use only for setting rings”’. 

And that is the other half of the story. 


GREENFIELD tap ana vie corp. 


GREENFIELD, MASS. 








On The Market Today 


Continued 


gallons per minute at speeds up to 
1800 rpm 

Available with either clockwise or 
counter clockwise shaft rotation, the 
pumps may be face, foot or flange 
mounted in any of four positions 
on the mounting brackets 

Denison Engineering Div., Ameri 
can Brake Shoe Co., Columbus, 


Ohio 


Hammer 


Non-Breakable Handle, 
Functional Head Design 


Available in head weights of 16, 


20, 24 and 4 


ts’ hammer has head and 


a new ball pien 


machinis 
handle joined together with Perma 
bond hemical weld that elimi 


ind keeps handles 


features include neoprene 


red fiber-glass handle 


that is resilient and cannot rust, rot 


is i 


or corrode 


Favette R. Plumb, Inc., Philadel 
phia 


Hammerless 


setting 
tool 


For easy, secure installation of 
small and medium size Machine 
Screw Anchors in “tile, concrete 
ond cinder block, and all types 


of masonry. 


The ideal tool for installing 
anchors in bottomless holes, 
holes with fragile bottoms, 
and where ordinary set- 

ting tools cannot be 


used. 


Safe anchor installa- 
tion in hole with 


fragile bottom 


Anchor installed in 
normal depth hole 
Note all anchors ore 
ot some depth 





> 
c=... 
=o 
eS 
r 


Secure anchor installa- . - 


tion in bottomless hole eer: a ms 

This Advertisement Appeans in Leading Publications 
Directed to Your Customers 

ARRO EXPANSION BOLT COMPANY 


1230 Boone Ave., Marion, Ohio 
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ARBOR SPACERS Os 
SHIMS and SPACING 
COLLARS ¢ Arbor Spacers and 
Shims in 20 sizes and thicknesses from 
001” to .125”. Arbor Spacers furnished 
with standard keyway; Shims, with no 
keyway. Also Spacing Collars in nu- 
merous popular diameters, and in 
thicknesses from 1" to 3”. Hardened 
and ground; edges chamfered. Fur- 
nished with standard keyway 


FEELER 

STOCK « 

Made from 

tempered stock, rolled to close toler- 

ances, '4” x 25’ coils packaged in trans- 

parent plastic boxes, except above 

020”. Strips 4” x 12”, in cellophane. 

27 thicknesses. All thicknesses from 

001” to .032”. (For use in precision 

fitting, checking clearances, inspec- 
tion and production work.) 


SHIM 

STOCK « 

Steel or brass. 

Selected from 

material rolled 

to precision limits, 

free from burrs, and pro- 

tected by oil coating. Coils packed in 
carton for easy dispensing and protec- 
tion. 15 thicknesses. .001” to .032*. 
Sheets 6” x 12”; coils 6” x 120”. Avail- 
able also in two assortment packages 
—I2 thicknesses, .001” to .015”, and 
15 thicknesses, .00!” to .032”. 


Complete, Profitable 
Dealer Information 
Today! 


DETROIT STAMPING CO. 


332 MIDLAND AVE. « 


170 





DETROIT, 3, MICH. 


With Integral, 
Or Renewable Seats 
l'ype 5520 bolted bonnet steel 


} 


valves—in globe, angle, ck, 


“Flocontrol” and high pressure drop 
designs—in 600 Ib capacity have 
been introduced. 

Designed to service public util 
petroleum, chemical and othe: 
through 2 


Manning, Maxwell & Moor 
Inc., Watertown, Mass 


dustries, sizes are } 


Chuck 
100% All-Over 
Holding Power 


Model 824 permanent magnet 
chuck features a special Alnico \ 
chuck design said to eliminate all 
dead spots and provide full edge-to 
edge useable surface. 

Height 2-7/16-in, work surface 
x 24in, magnetic surface 168 sq in 
weight 110 Ibs. 

T'aft-Peirce 
socket, R. I. 


Mfg. Co.., Woon 


INDUSTRIAL DISTRIBUTION © APRIL, 1957 


THE MOST COMPLETE SOURCE 


SCREWS 


BOLTS NUTS 


TUBULAR RIVETS 
WASHERS - RIVETS 
FASTENING DEVICES 
IN ALL METALS 
@ STEEL @ BRASS 
® EVERDUR © MONEL 
STAINLESS STEEL 
ALUMINUM 
NICKEL ALLOY STEEL 
NAVAL BRONZE 
SPECIALS 
MANUFACTURED 
TO BLUEPRINT 
SPECIFICATIONS 
AUTHORIZED DISTRIBUTORS 
PARKER-KALON 


—— 


SHAKEPROOF \mn/ 


PRODUCTS 


KEYSTONE 


BOLT & NUT CORP 


135 CHURCH ST © NEW YORK 7 








For better floats, quicker, 
depend on Harris 


When your customers need floots, 
you will find Harris is your most de- 
pendable source of supply. After 
many years of float experience, you 
can be sure thot Harris Floats ore 
correctly engineered for the job. 
Harris manufactures floats for any 
liquid, for high pressures ond tem- 
peratures, of any workable metal in 
tically any shape. 
tee al ” guile Steel Boll 
Floats, from 2” to 12” diameters, 
are carried in stock for immediate 
r 
Sie — customers ask fer floats, 
depend on Harris. 
ARTHUR HARRIS & CO. 


208 North Aberdeen Street 
Chicago 7, Ml. 


Write today 
for Harris 
Float Catalog 
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Wé&B 


OF DRILLS, REAMERS AND CARBIDE TOOLS 


SERVE YOU BEST! 


A wider range of sizes 
and styles 


Rapid off-the-shelf de- 

We liveries at lower cost 
Uniform high quality for 

longer tool life 


Sound advice in selecting 
the right tool 





Wy 


Take the first step toward increased production and lower tool costs! 
Contact your Whitman & Barnes distributor for complete information 
or write direct for free Catalog 106! 


“Makers of Fine Tools Since 18485" 





WHITMAN s BARNES | nesiiéns 


10 PLYMOUTH ROAD + PLYMOUTH, MICHIGAN 
Naw YORK . CHICAGO . LOS ANGELES 
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YOU are being featured in national 
advertising that will appear in 
twelve national tradepaper maga- 
zines. The current Whitman & 
Barnes advertisement stresses YOU 
as the source for the complete line 
of Whitman & Barnes drills, ream- 
ers and carbide tools. The entire ad 
is devoted to telling YOUR cus- 
tomers the advantages in buying 
direct from YOU . . . the distributor. 


This advertisement is a part of the 
continuing program to sell you as 
the number one source of supply. 
All Whitman & Barnes advertise- 
ments this year are stressing the ad- 
vantages of working’ directly with 
the industrial distributor. 


wéB 


One of the areas in which we can 
often provide considerable assist- 
ance to you is in publicity. We can 
help you obtain publicity in your 
local papers, in tradepapers and in 
distributor magazines. If you send 
us the information we will gladly 
write and process the publicity re- 
leases. Some of the items that can 
be publicized are personnel addi- 
tions and promotions, business ex- 
pansion Or moving to a new location, 
unusual job applications, and good 
case history material. Don’t over- 
look your participation in local 


shows, exhibits and conferences. 


This type of manufacturer-distribu- 
tor cooperation is an example of our 
expanded efforts to help increase 
your recognition in your territory. 


Quite often many publicity oppor- 
tunities for you are passed by be- 
cause you don’t have a publicity man 
on your payroll and it becomes an 
added chore for someone to take 
over the job in addition to his other 
duties. Consider the advertising de- 
partment of Whitman & Barnes as 
part of your organization . . . contact 
us for assistance in publicity, as 
well as any other matters concern- 
ing your overall advertising and 
sales promotion efforts. 


ine Tools Since 1848" 





Kester Fiux-Core Sowper is the time-proved solution 
to every soldering requirement. Because most of youn 
customers know this, and because we've been telling 
them for more than half a century it makes a “lette: 
K-E-S-T-E-R 
S-O-L-D-E-R. All of your customers use Solder—Keste1 


—and it’s good practice to mention 


perfect” product for you to handle 


on every call 


Your customer n : 
our customers want = 
— 


Kester be sure you A - 


have plenty of stock oi 
to fill those orders 


ESTER SOLD 


4214 Wrightwood Avenue e Chicago 39, Illinois 


Newark 5, New Jersey e Brantford, Canada 
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Grinder 


In Single Or 
Three Phase Current 


\lodel DBA-O bench grinder has 


} 


een added to the maker’s line of 


} 


elt n 


achines 
ring, chamfering, and 


i platen attachment 


i ditional cost 


at | 
Machine Di 
, Jamestown, N. Y 


IWNER OSK «= OUTER DISK 


CURVEO 
FACES 


Pulleys 


No Intricate Parts 
Requiring Adjustment 


speed pulleys 1 and 1} 


750 rpm), with a speed ratio 
| for old or new equipment, 

e been developed by the manu 

ture! 

Known iS Models Nos 175 and 
ISO, they use standard B section 
V-belts and feature oil impregnated 
bronze bushings 


Lovejoy Flexible Coupling Co., 


Chicago 





You Sell more because 


BARRY PULLEYS 
perform better 





A 
= 





Purchasing agents and production chiefs are sold by 
proven performance records. That's why they buy Barry 
conveyor pulleys for general, package, portable and pro- 
duction line systems. 


Barry pulleys, with regular or “Quick Detachable” 
taper bushed hubs, are designed to absorb the repeated 
demands of peak production loads. 


Made of heavy gauge steel, they are light yet dur 
able for continuous service, year after year. End discs are 
electric-welded to rims to keep out moisture and dirt 
which shorten the service-life of other pulleys. Wider 
faces are reinforced with extra discs to maintain uni- 
form strength against stresses and strain 


Barry pulleys support heavier work loads, in addi- 
tion to reducing wear and tear on crowns, bearings and 
other components. They mount up closer and form a 
truly inflexible assembly with regular or “QD” hubs 
because they are designed for ideal lateral alignment— 
they fit on shafts properly and firmly, without work- 
ing loose. After such meticulous attention to design and 
manufacture, is it any wonder why Barry conveyo1 
pulleys perform better! 


For complete details or information pertain- 
ing to distributorships, call or write today! 


R. & J. 


1 SADE STREET PASSAIC, N. J. 


4 


oh 


LAA\AAAA 





COMPANY, INC. 


PRESCOTT 7-5030 





~ 
V\i 


1 


Toe 





DICK ROPE V-BELT DRIVES 


Engineered for maximum service with minimum 
stretch. Maintains resiliency longer. Accurately 
machined sheaves are balanced to reduce belt wear 


DICK BALATA BELTING 


Closely interwoven hard surface duck. Totally im 
pregnated with Balata Gum. Will not stretch or 
shrink. High in efficiency. All “Dickbelts’ guvar- 
anteed! 


BARRY STEEL SPLIT PULLEYS 


Scientifically designed. Electrically welded construc 
tion. Keeps exact shape under all loads. Lightweight 
and easy to install. 


CHICAGO 

LOS ANGELES 
SAN FRANCISCO 
SEATTLE 


BRANCHES: 
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CALDER ... the Dresser Line 


for edad Profits ..- Easier Sales 
WABALABaSd do dasaaaaaaaaa 


BUILT RIGHT—Best materials > > eo 
steel cutters . . . Right and Left hand Threaded Bushings 
f ic Ti ing. \\ LAAAAAA AAS 

or Automatic Tightening \ \ \\\\ wk 

\ he, WAR \ he, 


\, \ 
\ \ 





\ 


EASY TO HOLD— Extra 


Weight well distributed Operate On Temperature 


XY \ for smooth handling. Differential Principle 
MOA aA rrr 

Also CALDER alse Diemond Dressing Tools, 
.\ -~AS  aSe”. OU MEADSE SRD SS t Ss oF st semi-steel construction 

SOLD ONLY THROUGH DISTRIBUTORS re designed for installations requit 
WD) = Gemuent shidouns and. ste 
of large amounts 


CALDER MANUFACTURING of oF Die wc eaten wands 


2049 North Prince Street ° Lancaster, Pennsylvania nst freezeup 
: a: X 4 ‘I 


steam ence t 


thermostatic steam 


\ 





temper itu! 





ARMSTRONG-BRAY & CO. | | i 


for joining Power or Conveyor Belts anywhere 


Pump 


No Grease Fittings Or 
Packing Gland Maintenance 


— . “ ; 
CG Pryco”, a new genectai 

} 
itrifugal pump features 


struction, double ball 


. <— ih HINGED bearings, mechanical shaft seals, and 
PLATEGRIP . a > : PLATEGRIP lifetin iupric at ion 
Fasteners ) => Fasteners : . 
: Price Pump Co., Sonoma 


make smooth water and dust tight 0 conveyor belts 
joints in conveyor belts of any width, from to Vo" thickness 
from % to 1/2" thick. Permits h srmit instant change 


natural troughing 





397 pet ) STEELGRIP Flexible 
qo) anssine Belt Lacing WIREGRIP 
<q aa nii™ Belt Hooks 

= veyor and power trans- 6 sizes on 

mission belts from 1/16”—5@” thick- patented double 
ness, any length. Applied with aligning cards no card end waste 
hammer anywhere Applied with any standard lacer 


11 sizes for light con- 





Write for Catalog 
ARMSTRONG-BRAY & CO. °° cjorthwess Highway 
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\ feoleole M.-ae—] el-lalet-i « 


.. Offer extra 
Surface Hardness 


to preserve cutting accuracy 


™~ 
4 
al 


git 


Beyond the standard heat-treating process is a special treat we use 
on some taps, to give them even more resistance to wear. 

This additional process imparts an extra surface hardness. The 
added wear resistance results in a tool which will endure 
especially demanding production runs ... and retain threading 
accuracy throughout. 

We recommend these taps mostly for problem alloys or for 
grueling production runs... although you may want them for 
other applications. 

We call this additional treating process by the unglamorous 
name “special treat.’’ That's what you ask for when you order. 
Why not try these extra long-wearing, special treat taps? We'll be 
glad to supply your needs. 


ivertisement is typical of the aggressive s¢ 


1 & Spencer Taps. For informat é 


The Wood & Spencer Company « Cleveland 3, Ohio 
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Keg Size JOB-PAK — the original Job-Pok 
contoiner with 6 inner cartons, each contain 
ing 1/6 the contents of a keg. 


5 JOB-PAK — 
contains 4 inner 
cartons each 
containing 1/6 
the contents of 
o keg 


Ys JOB-PAK — contains 
only 2 inner cartons, each 
containing 1/6 the con- 
tents of ao keg 


Stondord Inner Carton — containing 
1/6 the quantity of ao keg is the basic 
unit of the JOB-PAK system of pock- 
aging. It is also used as a distribu- 
tor pockege 


*SPLITS — ('/) Size Inner Carton) 
A few of the smaller sizes of M-C ‘ock washers 
cre now available in this package 


Write for tables showing how JOB-PAK divides 
standard bulk quantities into convenient shelf 
stock packages, labeled and counted. 


SOS S 


the modern bulk package for 


LOGE WASHERS 
SAVES MONEY “ff WAYS 


© JOB-PAK eliminates counting and weighing 


© JOB-PAK prevents spilling, and mixing of 
sizes 


© JOB-PAK facilitates storing. Inner Cartons 
can be stacked in bins or on shelves 


© JOB-PAK reduces handling expenses—each 
inner carton weighs less than 33 Ibs. . 
easy to lift or carry 


@ JOB-PAK speeds up physical inventory 
© JOB-PAK simplifies stock distribution 
© JOB-PAK provides re-usable containers 


FREE! Miniature JOB-PAK... 
This Home Assortment of Plated Lock Washers in 
Miniature JOB-PAK will be sent aft your request, on 
your company letterheod, without cost to you 





THE 


uM * 


ASLZYITAFYACO. 


129 EAST NASH STREET . 


MILWAUKEE 12, WISCONSIN 
plete Line of Lock Washers in ol! Standard 





of a C 
and Special og Ae = Non-Ferrous and Plated; in Bulk, Conven- 
tional Packages, Special Packages, Coin Pak and Job Pok. 








A7-2 








we’re telling 
your customers to buy 
our Shim Stock 


FROM YOU 


The Laminated Shim Company is 
proud of its fine shim stock, of the 
wide selection available, of the 
handy dispensing racks and—par- 
ticularly—we’re proud that so 
many leading industrial distribu- 
tors handle our product. 


Year ‘round, consistent advertising 
in these leading publications deliv- 
ers 783,690 advertising impressions 
to prospective buyers—many of 
them in your own area. 


© LAMINATED o 





O COMPANY, INC. © 


t 























4104 Union Street, Glenbrook, Connecticut 
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Hand Wheels 
Light-Weight 


Aluminum Castings 


ions to their line of straight 
hand wheels have been 

unced by the manufacturet 
ight hand wheels are now 
. 8. 10 and 12-in diame 
ingulars in 4, 5, 6, 8, 10, 12 and 
diameters; 4 and 5-in wheels 
lid disc type; 6 to 10-in diame 
tandard four-spoke; 14-in 

spokes 


Tool Specialty Co., Cleve 


Torque Tool 


For Applying 
Wire Connectors 


tric connector driver with 
rip control is said 
the connect 
per twist and tension t 
ermanent connections 


leal Industries, Inc., Sycamore, 


Safety Glasses 


Plastic Frame Models 


Squared Shape” Design 


SELLSTROM 700 SERIES SAFETY GLASSES 





Rig up with liger Brand Wire Rope 


Users in every field report LOW OPERATING COSTS 


Tiger Brand Wire Rope is the first 
choice in all fields because it’s made to 
unvarying quality standards. It pos- 
sesses strength, toughness and flexibility 
in the right combination to stand up 
tirelessly under long, hard service. 

Its Excellay Preformed construction 
makes it easy to handle . . . quick to in- 
stall. It requires shorter breaking-in 
period . . . has less tendency to loop, 


kink or whip . . . it hugs sheaves and 
drums at all speeds. And it offers the 
highest resistance to bending fatigue 
You can depend on Tiger Brand to 
help reduce operating costs ... to doa 
more efficient job in any service calling 
for quality in wire rope. That’s why 
there’s more Tiger Brand in use than 
any other make. Call us today for any 


type of wire rope you need 


AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL, GENERAL OFFICES: CLEVELAND, OHIO 


COLUMBIA-GENEVA STEEL DIVISION, SAM FRANCISCO + TENNESSEE COAL & IRON DIVISION, FAIRFIELD, ALA., SOUTHERN DISTRIBUTORS 


UNITED STATES STEEL EXPORT COMPANY, WEW YORE 


USS AMERICAN TIGER BRAND WIRE ROPE 


Excelliy Chofprmed 


ot Ft ED 


STATES 


2 8 8 t 
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glasses are made of acetate buty 
rate, said to give frames flexibility as 
well as strength to withstand heavier 


Profit FROM THE 


TOOL REPLACEMENT TREND 


~ SHELDON Distribution Sales Plan 


... take advantage of the widespread enthusiasm 
brought back from the 3 Chicago machine tool shows. Never 
before have so many of your prospects been so receptive ... 


impact of direct blows, and bending 
or twisting without serious damage 
Lens channel is integrally molded 
nsuring an even lens retention 
throughout periphery of channel 


Sellstrom Mfg. Co., Palatine, IIl 


Sheldon-Built 
Sebastian 13’ and 15” Geared Head 
Precision Lathes 


SHELDON SALES FEATURES 


Leadership in design that gives extra 
capacity for size and doubled power 
at the spindle. Quality features 
thruout (like Zero Precision tapered 
roller spindle bearings) that give 
closer accuracy, longer life and 
greater performance; improved 
underneath drives fully enclosed in 
the latest cabinets and pedestals; 
and a full range of tool room and pro- 
duction accessories including hard- 
ened bed ways. 


SHELDON SALES TOOLS 


Sheldon Lathes are assembled ready 
to uncrate and operate. Sheldon 
Catalogs are written to make selec- 
tion of the proper lathe for each 
situation easy — to make it possible 
for even inexperienced sales peo- 
ple to quickly and intelligently 
close sales. 


How fo select your 
SHELDON LATHE 


Builders of Fine Machine 
Tools Since 1917 


Sheldon Territory Men ore avoilable to 
assist Distributors ot all times 


SHELDON 


CHICAGO U.S.A. 


SHELDON MACHINE CO., INC. 


THE SHELDON LINE 


. .. And never before has 
there been such a lathe line 
for Industrial Distributors 
to catalog, stock, display and 
sell. Up-to-the-minute mod- 
erate priced 10”,11”,and 13” 
swing SHELDON Precision 
Lathes; new Sheldon-built 
SEBASTIAN 13” and 15” 
geared-head lathes; the 
SHELDON 12” Back-Geared 
Shaper and No. “O” hori- 
zontal Milling Machines — 
the machine tools and the 
sizes universally used thru- 
out industry. 





13” Swing 
Precision Lathe 


SHELDON ADVERTISING & 
DISTRIBUTOR COOPERATION 


Sheldon Machine Tools are widely 
and continuously advertised and 
are displayed and demonstrated in 
both national and regional trade 
shows. 


4232 KNOX AVE., 
CHICAGO, ILL. 
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Sealers 


Excellent Flexibility, 
Aging Properties 


W eatherban”’ 


series of synthetic 


sealers designed for 


na 
git 


joints 


interior 


between curtain wall 


metal framework 
1as been announced 
\iin 


Detroit 


} 
; & Coatings Dir 


ota Mining @ Mfg. C 


Grinder 


Extended Frame 
Construction 


] 


v-dunt 


No. 288 hear 


f ty 


S-inch grind 


re safety wheel guards 





Sell the Fast,Clean Way to Refill Hand Grease Guns! 
ALEMITE 


LOADER 
PUMPS 


Save 3% man-hours for 
every 100 Ibs. of grease handled! 


Alemite Loader Pumps give fast, clean ref 


of hand grease guns in just a few seconds elim- 
inate the waste of slow, messy hand-and-paddle 
methods They keep lubricants clean and free of 


rugged 


dirt from “barrel-to-bearing.” Five models 
oval tank type for easy carrying .. . other models 
fit directly in original refinery drums and pails. All 
five models have adjustable-leverage hand] 
Dynamic Primers for easy pumping of al 

cants in any weather. Large-diameter piston 
volume delivery. Relief valve permits 


handle to down position 


Adjustable Leverage! Normal 
a 1-lb. gun. Increased leverag« 
heavy grease 


Model 7196-L 
Pump and Cover 
for 25-lb. pail 

















STEWART 
WARTER 


ALEMITE 
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L«lI 
EXCLUSIVES AT NO 
EXTRA COST TO 
YOUR CUSTOMER, 
BUT THE SAME 
PROFIT 70 YOU! 


DOWEL PIN 
REAMERS 


Straight Shank, 
Right Hand Cut with 














Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .1230 
thru .4995" Sets, tool 


OVER & UNDER 
SIZE CHUCKING 
REAMERS 

Straight Shank, 

Right Hand Cut with 
Straight, Right or Left 
Hand Spiral Flutes. 

14 Sizes from .124 

thru .501” Sets, too! 


These reamers are two 
more reasons why L&I 
is your source for a 

complete reamer line. 


Get the L&I Story now. 


“the reamer specialists” 
LAVALLEE & IDE, INC. 
CHICOPEE, MASS. 








drilled for the maker's eye shiek 
and have exhaust and spark shicl 

Ixtra distance between wheel 
and their greater diameter than the 
motor housing, is claimed to make 
it easier to grind large odd-shaped 
pieces 

Stanley Works, New Britain 
Conn 


Car Be Set Up 


In 1¥2 Minutes 


Milling Cutters 


Uses Solid Carbide Or 
Carbide Tipped Blades 


\ change in the wedge of the 
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16 DISCOUNTS! 
GALES AIDS! 


Bald vocr 


Baldor’s flexible sales plan is geared to 
boost your grinder profits—and do it fast! 
Proved successful in city after city. Inves 
tigate without obligation 
@ Totally enclosed motors last a lifetime. 
Keep out dust, dirt, grit, metal particles— 
can't clog. 
Motors never need servicing—ball-bear- 
ings lubricated for life! 
Dynamically balanced motors assure 
smoother operation, less vibration, greater 
accuracy. 
Models to satisfy every customer require- 
ment. % to 3 HP, 6” to 12” individually 
balanced wheels. Bench and pedestal types. 
Guaranteed! 


BALDOR ELECTRIC cO. 
4353 Duncan Avenve © $t. Levis 10, Missouri 


for 
DYKEM 
STEEL BLUE —&Q 


Sipe E> 


Dies and 
= Templates) 


| 
HTS ovens 0001 


3 
i 
¥ 


Popular package 8-oz. can fitted with 
Bakelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
face ready for layout in a few minutes. 
The dark blue background makes the 
scribed lines show up in sharp relief, 
prevents metal glare. Increases effi- 
rency and accuracy 


Write for full information 
THE DYKEM COMPANY 
Established 1920 
2305A North 11th St. © St. Lovie 6, Mo 





How J-M Research Benefits its 
Packings and Gaskets Distributors 





Ca )))) 


re Bed wait ) 


"+x 


a il , r— 


In the J-M laboratory, actual service conditions are simulated 
by test equipment, some of which is shown in photographs above. 


New and improved products help you keep ahead of competition 


Tw topay’s highly competitive market, the industrial The Johns-Manville Research Center, in cooperation 
distributor must have scientifically developed packings with production and sales, strives to insure that you will 
and gaskets on his shelves if he is to get his share of always have the best line to offer if you are a J-M 
business. This is because industry’s needs are changing Authorized Packings Distributor. For more informa 
. temperatures and pressures are becoming more tion, see your local Johns-Manville Sales Representa 
severe . . . fluids and solvents present more difficult tive or write Johns-Manville, Box 14, New York 16, 
corrosion problems . . . new equipment provides more N. Y. In Canada, Port Credit, Ontario, 
exacting requirements. 


To meet this situation, the Johns-Manville Research 
Center, largest of its kind in the world has a special 
section devoted to packings and gaskets research. The 


objectives of this section are: 

Strive constantly to improve the performance of _— a 

existing products. = ‘uuerert 
ann!’ ' 

Develop new products to meet the ever-changing “,,,svsenvet # 1 

needs of industry. 

Investigate all new materials, compounds and 

processes for their possible use in providing improved 


packings and gaskets Johns-Manville Research Center 


where new packings products are in 


Offer customers with unusual packing problems the continuous development. 


benefit of expert advice. 


Johns-Manville PACKINGS, GASKETS & TEXTILES 


INDUSTRIAL DISTRIBUTION ¢@ APRIL, 1957 


PRODUCTS 





Exclusive Features 
Sell 
SIMPLEX Jacks 


@ That unbeatable edge over 
competitors, the exclusive feature, 
works overtime for you when you 
sell Simplex Jacks. With Simplex, 
you have three exclusive features to 
make sales easier and to get repeat 
orders. 


[ 





E ted 


“CENTER-HOLE” PULLING 
—an exclusive feature in Simplex 
“Jenny” and Re-Mo-Trol Hydraulic 
Pullers — makes pulling of shafts, 
pistons, liners, keys, valve seats, 
pins, etc. as much as 75% easier. 
The reason? Eccentric loading has 
been eliminated by pulling through 
the center of the tubular ram. Reduces 
set-up time and promotes safety, 
too. The benefits this feature offers 
are easy to see, easy to sell. 


THE LARGEST LINE OF INDUSTRIAL 
JACKS AND PULLERS 
Here’s an exclusive feature that 
benefits you as well as your custom- 
ers. By filling all jack needs from 
one source, you can prevent expen- 
sive stock duplications, make inven- 
tory control easier, cut ordering 
detail and freight costs. And your 
customers have the advantage of 
choosing from a complete line. It’s 

fully described in catalog 56. 


mPGes. OF INDUSTRIAL 


MYDRAULIC JACKS 


WORLD'S LARGEST 
MECHANICAL AND 


wma: SACKS wove 
vTR-s-1001 aov-roe 


LIFTS FULL CAPACITY 
ON CAP OR TOE 

Unlike many other brands, Simplex 
Ratchet Lowering Jacks are rated 
for full lifting capacity on either 
the cap or the toe. One Simplex 
Jack can work in low clearances 
that would require two ordinary 
jacks with toe lifts rated at half che 
cap capacity. This exclusive feature 
means greater versatility, more 
uses and more value to your cus- 
tomers. And more sales to you. 


COMPLETE SHMIPLEX 
LINE INCLUDES : 


= > 


~ : § 
<— £ = 
Re-Mo-Trol Lifting Rams and 
Pullers — 10-100 tons 
New Rol-Toe lifts 


full copacity on cap 
or toe 


Screw 
Jocks— 
12-24 tons 


Standard Hydraulic Jacks—3-100 tons 
Lever Jacks — 5-55 tons 


Special Jacks for Railroads, Mines, Utili- 
ties, Oil Fields and Construction 


TEMPLETON, KENLY & CO. 


2523 Gardner Road, Broadview, Ill. 
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maker’s face milling cutter is said 
to permit use of solid carbide or cat 
bide tipped blades in the same cut 
ter body 

Also announced by the manufac 
turer is a new line of tap bushings 
that require no special drivers as 
long as the tool has a 1}-in hole 

Beave Tool ¢ Engineering 


Roval Oak, Mich 


Can Punch To 
Center 24-in Circle 


Model BD-3, a three 


r-bench type, deep throat 


new 


said to perform up 
erations per minute on 
punching, forming, 
tting. drawing, shearing 
metal plastics 
workable 


I ited ( ip icity 


leathe1 
textile paper OT an\ 
vithin 


} 


lard stroke is }-in with 


trokes 
Allen 


available. 


Industries, Clinton 


Apron 


Drafting Apron For 
Spinning Machines 


Said to eliminate chattering, o1 
uneven operation of machines, in 
both single and multiple apron sys 
tems, an improved drafting apron 
ha bec n developed 

‘he inner surface is said to stop 
lint collection, the exterior to resist 
racking and checking. 

Dayton Rubber Co., 
Ohio 


Dayton, 





More than 10 times taller 

















DISTRIBUTORS: 
Big ads like this 
are telling your 
customers to order 
Acme Bushings 
from you. Write 
for suggested 
initial stock 
and price lists. 








than the Washington Monument: 


if one of each size in stock 
was placed end to end, of 


acme bushings 


Only ACME offers you TWO 
standards: A.S.A. and ACME— 
#80 to 2”. 


Standard sizes from your local 
distributor’s stock—special 
sizes on request. 


® Standard catalog tolerances. 


* FREE catalog and price list. 


Write your distributor or Acme for informa- 
tion and prices on micro, standard and 
tungsten carbide drill jig bushings. 


ACME INDUSTRIAL COMPANY 


218 N. Laflin Street Chicago 7, Illinois MO nroe 6-4122 
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5 reasons why distributors 
are selling more 


Jewel Brand 
Abrasives 


1. PRODUCT FEATURES 
The velvet joint of JEWEL BRAND 
Abrasive Belts, for example, helps 
distributor salesmen develop new Gloves 
business, maintain old business. 
Uniformly-high standards of quality 
assure anticipated results. 


Three Basic Sizes, 
Can Be Dry Cleaned 


2. A COMPLETE LINE 
JEWEL BRAND coated abrasive 
products (belts, discs, sheets, rolls) 
are available in various combinations 
of grain, bond, backing and flexi- 
bility for grinding, smoothing or forchette seams, lined palm 
polishing metals, wood, plastics, bacl 
leather or rubber. 


d thumb cro 


3. A PROFITABLE FRANCHISE 
A sound and stable policy regarding 
discounts, price protection, territorial 
coverage, factory service and 
deliveries, sales assistance and 
warehousing assures attractive profits 
and permits long-range planning. 


4. A DEPENDABLE SOURCE 
OF SUPPLY 
Modern machinery and equipment 
manned by expert craftsmen keep 
production in step with the growing 
demand for JEWEL BRAND Abrasives. 
Branch offices and warehouses in 
New York, Chicago, Cleveland, 
Pittsburgh, Detroit, High Point, 
Fort Worth, Los Angeles and Portland 


assure convenient service. 








5. CONSISTENT NATIONAL 
ADVERTISING and 
HELPFUL LITERATURE 
Month after month, attention-getting 
JEWEL BRAND advertisements appear Battery Chargers 
WRITE NOW for complete details on leading industrial publications. 


the profitable JEWEL BRAND Franchisi An attractive catalog and other 
Abrasive Products, Inc., South Braintree, literature provide salesmen with For 6, 12 and 6-12 Volt Batteries 


Massachusetts 


Provide Overnight Charging 


-.~ effective sales tools. 
4 \ 


Abrasive Products Inc 


UTM BRAINTREE @ MASSACHUSETTS MAKERS © Oo atta 
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These Two 
PERFECTLY PAIRED 


‘“"NATURALS”’ 
A Steady Source of Profits 


Titeflex Flexible Metal Hose and Quick-Seal Coup 
lings are “‘sales naturals’’ for any forward looking 
distributor. Needed for scores of applications in 
every industrial plant and already known and 
preferred by many engineers and plant managers 


Titeflex 
Flexible Metal Hose 


e Made to convey oblem” liquids ar 

e Withstands high extremes in temperature 
. Riaetiien vibration, shock, flexing 

¢ Sizes to 6 Also made w 


Titeflex 
Quick- Seal Couplings 


¢ Leakproof at all operating pr 
¢ Couple or un meslp tu: Ghee encane 


S1Ze8 4 


, a” 
| 
without ioe ~ 
¢ 360° swivel stops hose kinking — 
« Complete range of sizes fron , 1 \ a sy 
Write for details on liberal distrib rship io 7 


ery, 
arrangement for your area. Kasy-t 7 s 
and iplings 


asyv -to-stock ri flex Ho 


“ uuld make good money for y j 
2demark for its tet ‘ esir ’ ’ 
we 
7 


CALL YOUR LOCAL 
DISTRIBUTOR Your one source 


\ for both 
Consult the 
yellow pages Hose and Couplings 


of your telephone directory 


TITEFLEX, INC., 602 HENDEE STREET, SPRINGFIELD 4, MASS. 
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COLUMBIAN 
advertises tn... 
Buyers Purchasing 
Digest 
Canadian Machinery 


Conover-Mast 
Directory 


County Agent 
Fraser's 
Hardware Age 
Hardware Retailer 


Industrial 
Arts Teacher 


Vocational Education 
MacRae’s 
Mill and Factory 
Motor Service 


New Equipment 
Digest 


Popular Mechanics 
School Shop 


Thomas Register 
te helt you sell/ 


controlled by 2 simple 
foot pedals! 
SOLD EXCLUSIVELY THROUGH DISTRIBUTORS 


HYDRAULIC 
VISE 


speeds up production! 


frees operator's hands 
for essential work 


Every plant, machine 
shop, garage 
every metal working 
company can speed 
production, save time 
and manpower, reduce 
costs with Columbian 
Hydraulic Vises 


For full details, write 
for Bulletin LL-2029 


, The Columbian Vise & Mig. Co 
VY bed Cleveland 4, Ohio 


Sledge Tested 
gvoranteed unbreotabie 





Warner's iooking 
for these 
Distributors: 


PROGRESSIVELY ACTIVE 
IN POWER TRANSMISSION 


CAPABLE OF HANDLING 
PROFITABLE NEW CONCEPTS 


INTERESTED IN THE 
FASTEST GROWING LINE IN 
POWER TRANSMISSION 


SEE PAGES 60 & 61 
FOR MORE DETAILS 


WARNER 


No More Rummaging 
Through Stacks of Drills 


Sell it to industrial plants, hard 

ware stores, stock rooms. The en- 

tire stock of drills can be seen 

at a glance. Compartments with 

rounded bottoms, hold dozens of 

drifls Huot’s built-in inventory 

system does away with cost sheets 

—speeds up sales 1444" long, 

74" high, 714" deep. Hammerlin 

baked enamel finish over steel 

Dispensers for: Fractional, number 

and letter drills. Write for catalog By the 
pages makers of 


HUOT is pronounced “HEW-OT"* HUOT 


DRILL 
HUOT MANUFACTURING CO. FT 3"% 


55! No. Wheeler St t. Paul 4, Minn. 


INDUSTRIAL DISTRIBUTION e¢ APRIL, 1957 


Reamer 


Produces Close-Tolerance, 
High Surface Finish Holes 


, , 
ed the Starbore reamer, a nev 


] 


tipped reamer is said 
P] 


reamer 
two-flute reamer has 
lid carbide tip brazed to 
ilar steel shank; coolant under 
directed through shank 
both flutes to pro\ ide idequate 
g of cutting surfaces as well 
hip flushing action 
Star Cutter Co Fart 


Mich 


End Mills 
High Speed 
V2-in Diameter 


ypes, 1m ludin 4 


MORE COMPLEX, LESS COST | 


Today's complex aircraft costs less, 


pound for pound, than the relatively 


to improved manufacturing techniques, 
according to a report in Aviation 
Week, McGraw-Hill publication 


| 
| 
simple models of ten years ago, due | 








LO-CARB 


| BRIGHT 


1OO 


COARSE 








FERRY CAP announces 





eae ee - 1 a 


They'll soon be showing up on the packages you receive... 
an entirely new family of labels. 


Of modern design in gothic type, these labels are easily read and 
promote quick, positive identification of packaged products 
“te-Corbs™ “Hi-Carbs" They have a family resemblance—all of ‘em—quickly recogniz- 


able as Ferry Cap. 


A costly change but, we believe, well worth it. It's a part of 
our program of cooperation with distributors and users. 


£ 
Flat Head 
Set Screws Cap Meare BRIGHT 
1 V4 100 2 
COARSE 


White Background Green Background 
To facilitate identification, in the case and light green for fine threads. This 
ee “Shinyland™ 2 4 products, oe backgrounds of the imprinting is black for all L lucts 
Set Screws Milled Studs ocks—imprinted with sizes, quanti- except for ‘‘Hi-Carbs’’ which has the 
ties, etc.—are white for coarse threads imprinting in red 


FERRY CAP 


2153 SCRANTON ROAD e« CLEVELAND 13, OHIO 


Pioneers and recognized specialists, cold upset screw products since 190€ 
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Sell the hottest product yy, ;, 


in the Lube Field! Merchandising 
“eas ‘ Starts on page 12 


— > 


LJ 





Mak-A-Key” kit, the package con 
I n machine kev bars of dif 


; 


+ \ 
> LYK 


- 7 
ferent sizes which may be fied 


] 


fit 11 different kevwavs 


AN ARO EXCLUSIVE! 
ARO-PAK replaces hand 
guns with new speed, ease 
and safety for plant lubrica- 
tion. Light weight, portable, 
one hand operation . gets 
hard-to-reach fittings. Holds 
5 Ibs. grease. Permanent air 


prime ... maximum pressure a ae ioe 
7500 p.s.i. Fast rehll with ( ON I R¢ | S—Norden Ketay ¢ 
Aro-Fil gun filler. Sells fast me ie ae } ned 
to a// plants. l Conn., has issued 

t 3 \I nute SIZE 2 


“FW ARO-PAK 


for safer lubrication, one hand operation COMPARATOR 
f »s n, O | tel 


...plus the pace-setting AROLUBE line model SK 1003 lead 


} 
‘ 


) ’ 


Backed by 25 years’ experience in the lube equipment field! ARO- 
PAK and the complete AROLUBE line of industrial lubricators are 
soundly engineered, quality built. Everything from hand guns and 
oilers to pumps, reels, fittings, trucks. Nationally advertised to pre- 
sell your customers. Outstanding features and performance! Write 
today for Catalog 105 and information on the profit-possibilities 
for you as an ARO Distributor. 


POWER TOOL—Ideal Ind 
| 1 ImMo;re, I] i 1OY snect 


. . } ] 9 
featuring firms hand ope 


; 
( 


THE ARO EQUIPMENT CORPORATION 
GENERAL OFFICES—BRYAN, OHIO 


Plants at Bryan and Cleveland, Ohio 
Aro of California, 3141 S$. Grand Ave., Los Angeles 7, Calif. « Aro Equipment 
of Canada, Ltd., Toronto 15, Ontario « Offices in All Principal Cities ) > 
PUMPS 


_ LUBE EQUIPMENT Bulletin 
ARO Also AIR TOOLS... AIR HOISTS lescrib 
... AIRCRAFT PRODUCTS... 2: 


GREASE FITTINGS 
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POWELL VALVES 


Designed for long life, designed for dependable service 


Consult your Powell Valve distributor for all the facts about quality proved bronze 


and corrosion-resistant valves. For every flow problem . . . there is a Powell Valve to 


THE WM. POWELL COMPANY, CINCINNATI 22, OHIO... 11th YEAR 


PS. This is juats one of many. ads appearing in feading. magazines that fal you sell POWELL VALVES 








DISTRIBUTORS 
— 





Extra heavy-duty cases pro- 
tect Clark products in transit 
and throughout handling in 
your warehouse. Heavy-weight 
cartons are individually la- 
belled — varying colors de- 
noting different products — to 
permit instant on-the-shelf 
identification of item and con- 
tainer quantity. Standardization 
of carton sizes 


saves shelf 


3 standard size 
Proportional 
permits 


Clark utilizes 
shipping 
size of 
orderly 


cases 
these 
tacking 
ur warehouse 
1” packaging per- 
fit of cartons in 
eliminates 
avoids 


cases 
saves 
space in jy 


“Engineere 


“shucking” 
errors and 
taking inventory. 
Request free catalog 
covering the complete 


Clark line of industrial 
fasteners 


SINCE 1854 


BROS. BOLT CO. 
MILLDALE, CONN. 


saves time in | 


ind domestic use. Selection tables, 
dimensional drawings and construc 
tion features are included. Firm has 
also bulletin (no. 4701-D 
covering its expanded line of “Minu 
turb 
locations where more than 


1S required 


issued 


for use 


turbine pumps 


supply 


watel | 


DeW alt, 


Promotion kit 


POWER TOOLS 
Lancaster, Pa 
use in spring 
firm’s 10 in 


dealers selling season 
Kit stresses 
Shop” model in full line of radial 
irm type 
Kit includes window streamers an 
free powe! tools demo1 


Powel 
woodworking machinery 


nouncing 
stration, counter card carrying same 


theme, bulletins outlining selling 
and profit advantages of Power Sh 
ind mailing piece sample 
PTRANSMISSION—American Pul 
Philadelphia, Pa.—Cata 
shatt-mounte 


reduce! 


ey Co., 
covering line of 
Screw-King 
signed ror screw 

sciectiol 


speed 
conveyor app 


1 tables are 


LUBRICATION—kevystone | 
Co., wil Bul 
| de scribi ind 


tages of 


htting 


FASTENERS—Sta 
Steel Co. Jenkinto 
explaining thread 
ind use of fun 
diameter gage 
folder 


socket 


ment, 


SCTCWS 
industrial and 
struments, and other p1 


ucts 


VALVES—\lan: 

Moore, Inc., Strafford 
Hancock 
engineering 

charts, temps 


rating ire in 


rature 


luded 


Ma hi i¢ 


Jame S 


BELT GRINDER 
Dir ( 


Curtis 
Co 


irbordundum 
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Packaged 
PIPE NIPPLES 


RED BRASS & 
COPPER NIPPLES 


A.S.T.M. B-43 and B-42 
FROM STOCK: 


Ye" to 4” Stondord ond Extra 
Strong weights 

Ye" to 2” Chrome Plated Red 
Brass 

4” Straight ond Angle Gouge 
Syphons 


TO ORDER: 


Chrome piloted nipples over 6” 
1D-5 long ond over 2” pipe size 


Fttsburg 


1455 SPRING lle AVE 


A NIPPLE WORKS, Inc. 
PITTSBURGH 12, PA 


PRECISION BRAND 


puitt” SPACERS 


SPACERS 
and SHIMS 


FOR FAST, 
ACCURATE 
SPACING 


Precision Brand 
used for 


Tops in every respect 
Arbor Spacers and Shims are 
accurate spacing of milling cutters, slit- 
fer knives 
uses. They 
thicknesses 
ond % 


gang saws and many other 
come neatly packaged in 
from .001” to .125” thick 


to 7” hole diameter 


WITH KEYWAY 


f* Please 
specify 
type 
| 
. 
-_ 


PRECISION STEEL 
WAREHOUSE, INC. 


MANUFACTURING . ‘ 
421 MAPLE AVE. DOWNERS GROVE 


WITHOUT KEYWAY 


desired 
when 
ordering 


IMLINOIS 





5 
Reasons Why 


~ YOU MAKE MORE MONEY a AARC VALVES 


A COMPLETE LINE 








The R-P&C line is complete—enables you to bid on, and get, a 
big share of all the valve business in your territory. 


R-P&C makes gate, globe, angle and check valves in all stand- 
ard materials -—including bronze, iron and steel—in a wide variety 
of sizes and pressure classes. A complete line of cast steel fit- 
tings and numerous specialties such as asbestos-packed cocks, 
bar stock valves, Lubrotite gate valves—all add to your profit 


"EASY TO SELL 


For over 86 years R-P&C has been building a reputation for quality 
and service among valve users. Their preference for R-P&C valves 
makes your selling job easier, enables you to close sales faster. 


ENGINEERING HELP 


R-P&C’s staff of sales engineers gives distributors technical 
assistance on major projects—helps you sell the big orders. 


SALES AIDS 


R-Pa&C gives you a roster of sales aids unsurpassed in the valve 
industry—an extensive advertising schedule in industrial publi- 
cations, complete up-to-date catalogs, wall charts and other 
‘giveaway’ items, a quarterly house organ, valve selector slide 
rules—all these increase the selling push behind R-PaC. 


EASY TO STOCK AND SHIP 


R-P&C’s unit packaging system keeps your stocks neat and cuts 
down your handling time and costs. 


Learn more about the bigger profits to be made with the R-PaC line. 
Write today to our Reading, Pa., office for details. arenin Gute Vabvo 


R-PaC Valve Division 


ACCO 
AZ) AMERICAN CHAIN & CABLE Better 
ep Value 





Reading, Pa., Atlanta, Boston, Chicago, Denver, Detroit 
Houston, New York, Philadelphia, Pittsburgh, San Francisco, 
Bridgeport, Conn. 
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N. Y.—Catalog sheet illustra 
ind describing model DBA-O 
rrinder. l’eatures 


~ 


pecihcations are listed 


, ie a 
ras e belt bench 


Come To CAMPBELL 
x WIRE ROPE—Macwhvte Co. 
For The Complete Line Kenosha, Wisc.—Bulletin (no. 5702 


1; no 
LES Stil 


of SLING CHAINS a : nstructions, and prop 


every type — every size r wire rope to use for clamshel 


every grade — every attachment bucket operations. Wire rope speci 


Lang lav vs. regular lay 


; for other construction 
Whatever your particular applica- 


tion, Campbell will deliver exactly 

the right assembly! All Campbell f@ , —_ 

Sling Chains are available in 3 & CARBIDES meee : jn 

grades—Cam-Alloy Steel, High a ts Dept " reneral Electric Co 

Test Steel and Wrought Iron. 3 Detroit—Booklet titled “What You 
Shoul OW bou he Carbolor 


' yuIpime¢ uses atc ilso Piven 


GUARANTEED 
FOR A FULL YEAR! 


. ae 
a ™~ ~ 
nts 4 


BAND SAWS-—Henr 
H. K. Porter 


\totter 


Cip select nc 
machine. Also 
S-page folder o1 
ne of hacksaw 


his folder 
, . 


ABRASIVE GRAIN 
Abrasive Co., Philadel 


ESA-272 pro 


Send today for your free copy of © ~ 
Campbell's new Sling Chain Handbook d 
. : ‘ : SLINGS—\\ 
It contains complete details on all Campbell Sling Chain equipment — D 
together with lots of valuable information on care and use. And you'll . 
find step-by-step instructions for ordering each type of sling chain 
and attachment— illustrations—specifications and working load 


limits for all grades. ' — 
folde lescribe the manufa 
Uniflex, Multiflex, and Max 
flex slin 


CAMPBELL LIGHTING Svivania | ectri 

CHAIN Products Inc., New York—Booklet, 

Main Office, York, Pa. » West Burlington, lowa ntitl Fluor nt Lighting Guid 
Portland, Oregon + Sacramento, California luorescent Lighting Guide 


Makers of Famous CAMPBELL Lug-Reinforced TIRE CHAINS 300k, contains 24 pages featuring 
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Check these Seven 


Important VICTOR Sales Features 


that Generate 
GREATER HACK SAW BLADE 
SALES FOR YOU 


From Victor’s Seven Points... 
that Point the way to 
MORE PROFITABLE SALES 
SATISFIED CUSTOMERS: 


Point No.: 


Orders for Victor Hack Saw Blades are filled promptly. Adequate pro- 


1 A High-Quality Product 

2 Excellent Marking and Finishing 
3 Sturdy, Efficient Packaging 

4 Prompt Shipment 

5 A Fair Sales Policy 

6 Strong, Well-Planned Advertising 
7 Effective Missionary Help 


A 
) 
4 


duction schedules and complete factory inventories are maintained to 
meet the every demand of your customers. You can rely on prompt 


shipment with the same assurance that your customers will receive a full 
measure of top service from every Victor Hack Saw Blade delivered. 


iF YOU CAN'T CHECK “YES” TO ALL 7 POINTS 
IT WILL PAY YOU TO CHECK THE VICTOR LINE NOW! 


SOME TERRITORIES OPEN 
~ . 2 CRRA cE 
FOR QUALIFIED DISTRIBUTORS 
Victor Hack Saw Blades 


are manufactured by 


VICT@R 


Makers of Hand and Power Hack Saw Blades, Frames 
Metal and Wood Cutting Band Saw Blades 


SAW WORKS, INC. 
MIDDLETOWN, N.Y., U.S.A 


INDUSTRIAL DISTRIBUTION 


VICTOR SAW WORKS, INC 
Middletown, N. Y 


1 


"] HAVE SALES REPRESENTATIVE CALL 
SEND CATALOGUE *43V 


Zz 
2) 
3 
a 


ra 
< 
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LH 
toughest 


ND 
scooPSs A 
SHOVELS | 


made 


Special analysis Moly alloy steel, 
mill rolled to uniform gauge. 
Heat treated to 460-512 Brinnell 
hardness and tensile strength of 
200,000-275,000 p.s.i. Selected 
XX White Ash handles. Patented 
steel I-beam reinforcement stops 
handle breakage. Fully finished. 
Uniform quality 12 to the dozen. 
Workers like them for perfect 
hang, balance and finish... and 
thev last 2 to 3 times as long 
as others. 


spart d 


See W ood orn pa ne a 
Vf shovels. too! 


esistant ALUMINt 


THE WOOD SHOVEL & TOOL CO. 
Piqua, Ohio 


y wooP 


B 
oots om 


sections on general advantages of 
fluorescent lighting, development of 
fluorescence and includes chapters 
on each of the lamp types, starters 
lampholders, ballasts, and special 


} 
1d ps 


Delta Power 
Pitts 
pages, illustrate 
ind describes complete line 


drill 


COVCI 


DRILL PRESSES 
loo] Div., Rockwell Mfg. Co.. 
burgh—Bulletin, 12 
of man 
presses. Space 1s 


for distril 


ufacturer s 
provided on 


imprint 


LOG PaGe 756 


- They look alike 


but which pipe nipple is which? 


You can’t tell unless | This which 
they’re a 
... With identification that can't come off 


PMeburgh MUPPLE WORKS, tee rrvreereee a © 


Pittsburgh Nipple Works 
Institutes New Markings 


lo eliminate confusion and 
ups in the handling, storage and 
of pipe nipples on the part of 
consumers and install 


Nipple Works, |! 


instituted a p 


tributors, 
Pittsburgh 


Pittsburgh, has 


gram of identifving seamless ste« 
wrought iron and certain weld 
steel pipe nipples by means of 
indented markings and color tint 


; ~ 


Catalog 


the new 


56 illustrates and des 


svstem 


FASTENERS—Chicago Screw (¢ 

Bellwood, I[]l.—Brochure describ 
than 4000 different faster 
ivailable as stock Standa 


fastener categories are described a1 


more 


tems 


illustrated in the 6-page color folder 
long with company’s engineering 


quality control and delivery services 


| iughlin 


Folder fea 


WIRE 
Steel Corp., 


ROPE—Jones & 
Pittsburgh 
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Packaged 
MACHINE 
KEY STOCK 


se 


s 
MA K-A-KEY. 

s a 
cold-finished 


12-inch lengths of zinc-coated 
000” to 


steel machine key stock. Rust-proof; 
+.003” oversize. Just cut, file and fit 
Standard Assortment in sturdy counter dis- 
play: V4, Ya. Sis. Ye, “ie. '/2 in. squares 
Handy New 7-11 Kit —7 sizes fit 11 key- 
woys g squore 16 x '/4" Vf," 
will file to fit Yq" 2/4" keyway 

file to fit Vig" x 5/jg” keyway 
he — will file to fit 4,” 
7 16 "a! 
way. Additiona 


DEVAN-JOHNSON CO. 


508 RATHBONE AVE., AURORA, ILL. 


x5 se 
5/4" a %” 

Yy" x 
keywoy; 


—w 
x ¥%' 
—will file to fit "/jg" x7/jg" key- 


sizes available. 








More 
profits 
for you 
FASTER 


with 


anidlaie 


INDUSTRIAL CASTERS 


Rapistan’s specialized line of 


casters offers you a quick turn 
over, fully competitive line for 
the most profitable wheel ind 
market. And Rapistan’s 


yncentrated top quality line 


iste! 
eliminates the expense of main 
taining a slow-moving 


stock 


ment 


larger 
and keeps your invest 


paying off steadily and 


most satisfactorily 
WRITE FOR FULL DETAILS on the Rapiston 


Money-Back Guoranteed Caster Franchise 
- and the new caster catalog. 


The RAPIDS-STANDARD CO., Inc. 


300 Ropistan Bldg., Grand Rapids 2, Mich 





END MILLS ARE OUR BUSINESS .. . 
NOT A SIDELINE 


TO BEST SERVE YOUR NEEDS 


For over twenty years our designing and manufacturing abilities have been 
devoted to producing highest quality end mills. Because end mills are our busi- 
ness, we realize that universal acceptance of our product is obtained and main- 
tained by continuously supplying the best end mills available. 
Putnam manufactures and stocks over 1400 standard types and sizes of end 
mills. Thus, you can quickly and economically select the exact size and type to 
best meet your needs. 
Putnam Distributors from Coast-to-Coast carry large stocks of 
standard end mills. Contact your neighbor, the local Putnam 
Distributor, he will recommend the best end mill for specific jobs, 
give you personalized service, and quickly supply your needs 


with the finest end mills obtainable. 


| AM aad eS 


2981 CHARLEVOIX AVENUE - DETROIT 7, MICHIGAN 
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“9 so TOUGH 
YET SO SMOOTH 


Cataloging for 
Your Salesmen 


NEW 
Folders for Your 
Customers 


NEW 
Advertising in 
the Trade Press 


You will find this new sales and advertising promotion will be a real sales 
help to you. Advertising in Factory, Mill and Factory, Industrial Finishing, 
Woodworking Digest, New Equipment Digest, and other magazines will 
carry the story to your customers. For your use, National has prepared a 
new counter folder and mailing piece, as well as a complete new catalog 
for your sales force. A new counter display is being developed. Write 
for complete details on this new program 


All Tying Together into a Real 
PROFITMAKER FOR YOU! 


NG Malowal Sanders 


NATIONAL AIR SANDER, INC, 2800 AUBURN ST, ROCKFORD, ILL 
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MI 
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ymparison t ible 


is 
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DEVICES 
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Niet 
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k Belt 


2454 
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VALVI A. W. Cash Co., Decatut 
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ARSHALL 


STEEL COMPANY 
reunounces 


A companion product to 
the Aristocrat line of 
GROUND FLAT STOCK 


OIL HARDENING (SAE 01) 


DRILL ROD 


Same analysis as that of our Ollcrat ground flat 
stock. It will machine, heat treat, and perform 
identically to our ground flat stock. 


Complete range of sizes from "A to Z." 
From No. | to No. 80 1/64" to 2”. 


GROUND FLAT STOCK 
OlLcrat-AlRerat and 


MarshalLCrat 


4 
“——_" 
THROUGH ja ‘ts 


DISTRIBUTORS gt. 


ARSHALL 
STEEL COMPANY 


Box 108ID LA GRANGE, ILLINOIS 
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We've been talking 
about you 


We believe Compressed Asbestos 
Sheet 


industry, is p 


among other vitals for 


roperly and efficiently 
keted when sold through you—t} 

rial Distributo 

advertisements in leading trade 
Plant | Power, 


t 
{ 


Current 
ngineering, 


telling your 


publications 
Mill & I 
customers the advantages of Palmetto 
SUPERSHEAT...urging him to buy from 
A full-page, 2-color insert in Thomas’ 
helps further by 


actory, etc are 


you 


Registe! Sells for you too 
! 


listing your name and location for buyers’ 


convenience 


Follow through for more profit! 


Palmetto SUPERSHEAT is a natural 
Supply House item i superior packing 
with 
behind it 


years of industry-wide acceptance 
With this acceptance now be- 
hind reason in the 
wide industrial world to stock and talk 
SUPERSHEAT: an outstanding product, 
a “conditioned” market, an excellent 
attractive 


you have every 


you, 


prospect for repeat ies at an 


profit level 


is on 


sheet 


I —" 
PALE SUPERSHEAT and other 
((¢ : pack 5 in the complete Palmetto 
‘ for Bu 


tin SP-23 


aps 


GREENE, TWEED & CO. 


NORTH WALES, PENNSYLVANIA 


198 


log sheet illustrating and describing 
Handy Angle” 


erecting shelving, 


equipment rol 


work ben hes, 


partitions, etc. Various applic tions 


are shown and accessories listed 


Lloist 
Circular 
] 


ind Cicc 


HOISTS—Chisholm-Moore 
Dir N. } 


ng full line of hand 


SHOW]! 


l onawanda, 


tric hoists and related overhead han 
dling equipment. Included are 1 


trations, descriptions, ind 


specifications of various models 
WELDING — National linder 
Gas Co., Chicago 
information on 


Data book pre 


AWS 


electrode spe 


senting 
ASTM aec welding 
1 estimating electrode 


. lding 
VCiaing 


SYSTEMS 
Milwaukee 


descnbing 


COOLAN |! 
Mfg Co. 
37-A 

{ L 
Advantages, 


Tyres 
reat . 


l use 


control mist 
mstruction 
| illustrated 
I ASTI NERS Safety socket 
Co., Chicago—Brochure 
f “Blue Devil 
Stor of 


hrms line 


nead fasteners and 


growth. Firm states brochure 


ilizes late founder, A. E. O 


Diehl Mfg. Ce 


Bulletin (no 


MOTORS 
lle, N. J 


models 


| + 
OSCC, 


DIt 


POW DER—W all Colmonoy 
Detroit—Data 
of new “C-250 


sheet discussing 
metallizing 
crankshaft 


, 
ror producing 


surfaces. Properties and app 


!' 
yf material are described 


PFOOLS—W alker 
M[fg. Co., 


describing 


POWER 
Div., Rockwell 
Bulletin 
Classified as 


burgh, 


grinder line 
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Since 1903 


TWIST DRILLS—REA 


J hot-twisting 


MERS 


gc 
s hove been specif 


TOOL COMPANY 
DIVISION OF AVILDSEN 
TOOLS & MACHINES, INC. 


CENTURY,"” 
BRAND TOOLS 


LOS ANGELES 


CELFOR 


REPUBLIC 
S. EAGLE 


MAKERS OF 
CELFOR ‘AND 


3 PLANTS NEW YORK CHICAGO 


eee 
oC wr . 2 ‘- - 
a | . 
CHICAGO PLANT ene 


322 SOUTH GREEN ST., CHICAGO 7, ILLINOIS 


Help yourself to FAST service 
from complete factory stocks 


of BRASS FITTINGS by 


SPAN 


Flore Fittings Hose Connectors 


Compression Pipe Fittings 


Bottled Gas Troiler Fittings 


eta| §- [5° 








Automotive Tank Valves & Shutoffs 


Drain & Shutoff Cocks Accessories 
Needle Valves Special Fittings 


WRITE FOR NEW CATALOG 


SPAN BRASS 
MANUFACTURING CO., 


OTSEGO 


MICHIGAN 





Which CAP SCREW 
is STRONGER? 


The RIGHT Answer Can Save Your 
Customers Money These FOUR Ways: 








-.. ON INITIAL COST PER CAP SCREW 
... ON ASSEMBLY COSTS 
-.. ON SHIPPING AND INVENTORY COSTS 


... ON MATING NUTS 


... And, In Addition, Give Them A 
STRONGER, LIGHTER ASSEMBLY! 





Appearances can be deceiving. For instance, of the two 
Cap Screws pictured at right, the one at top with the 
smaller diameter shank is the stronger. That's because 
it's a Lamson 1038 Double Heat Treated, high- 
tensile screw whereas the other is a more expensive 
Full Finished Cap Screw manufactured of a steel with 





lower tensile strength. 


Stock and sell the Cap 
Screw with the’ 1038” 
—L on the Head. 


Sessions Comey e Ohio 


The Lamson S 
1971 West 85th 


send me my free chart givin 


Street, Cleveland engths. 
g the facts on re 


Title 


lative Cap Screw Str 
Please 


Send for chart showing the relative Name St. & No 
strengths of these types of Cap Screws. 

It could mean important savings for Zone 
your customers. 


State 


@ >’... VRIASON 2 SESSIONS LE I 


VOT WEST G5 th STREET - CLEVELAND 2, OWL + PLAITIS AT CUEVELAID BMD WENT, OND ~ B\memGunm = 
°= - es 
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Valdura offers maintenance 
paints made from specific 
resins for every condition 


/ EPON | 





VAL-CHEM. Versatile, chemical re- 
sistant metal primer for use under any 
finish coat. VALPON ENAMEL. Pre- 
vents damage by oils, solvents, alkalies 
and other chemicals on wood, metal or 


masonry. /PRRION RLON 





PARAVAL ENAMEL. Not affected 
by acids, alkalies and other chemicals. 
Used on wood, metal, concrete or ma- 
sonry. RUBBER BASE ENAMEL. 
Combines excellent exterior durability 
with high chemical resistance. 


/ BAKELITE 


| workholding ac« 





| and 
| spring discharge piston pump lubri 


| telling 
| tion Cuts Packaging Costs,” 





SUPER SERVICE ENAMEL. Re- 
sists chemical, moisture and abrasive 
conditions on metal wood or masonry. 
ASPHALT ALUMINUM PAINT. 
98% waterproof metal coat prevents 
rust, rot, corrosion. Highest reflec- 


were COAL TAR 


| BELT 





SEWAGE DISPOSAL BLACKS. Used 
for protecting concrete and metal sur- 
faces from water, etc., found in sewage 
plants, reclamation projects, refrigera- 
tion systems, metal and concrete pipe, 


marine ex ures. 
_/URETHANE | 





URAVAL. The very latest type of 
coating that combines the ultimate in 
resistance to chemicals, solvents, mar- 
ring and abrasion. Uraval will stand 
up where all other types of coating 


have failed. ALKyD \ 





M & F ENAMEL (General Mainte- 
nance), VALKOTE (Implement En- 
amel), DARYWHITE. Products that 
utilize the outstanding durability of 
alkyd resins. All these coatings are 





hard, tough, quick drying and color 
retentive. 


Write today for complete infor- 
mation 


VALDURA 


HEAVY DUTY 
PAINT DIVISION 
AMERICAN-MARIETTA CO. 


101 E. Ontorio St, Chicago 11, ll. 


heavyweight” machine tools, the | 


line includes surface grinder, floor 
tool 


grinders 


metal 


and bench model 


CSSOTICS and 


dust collec tol 


rAPE—Minnesota Mining & Mtg 
Co., St. Paul, Minn.—Booklet de 
scribing four type of polytetrafluoro 
ethylene (“PTF” 
ing films and tapes and their app! 
cation. A chart 
physical and chemical properties of 


electrical insulat 


listing electrical, 


the four tapes is included 


LUBRICATION-—Bijur — Lubricat 
ing Corp., Rochelle Park, N. } 

Instruction sheet describing desig: 
operation of semi-automati 
Firm has also issued reprint 
Automatic Lubrica 


descril 


cators 
“How 


ing use of automatic equipment 
packaging and food industries, and 
instruction sheet on its cvclic-tvp¢ 


iutomatic lubricators 


Tubular Products D 
Babcock & W ilcox Co., Beaver 
Falls, Pa—Bulletins ASL 285 

| and 286) giving data on B&W Cr 
loy 27-4-1 tvpe 329) in’ tubular 
form and B&W Croloy 25-12 
2098S). 


PUBING 


no 


al pe 


SPLICES—Filexible Steel 
Co.. Chicago Folder d 
and illustrating 


Lacing 


scribing use of 


| “Rema,” rubber repair material for 


covering or protecting conveyor belt 


splices 


FASTENERS—Holub _ Industries 
Inc.. Svceamore, Ill 
plastic kit for “Hi” 
matching screws, 
tool 


l'ransparent 
lead dl 
and 


Kit 


and 


action setting measul 


74x33x14 in 


Blower Co., 
Folder featur 
Month,” in 
Circle 


spre id 


BLOW ERS—General 
Morton Grove, Ill. 

“Blower of the 
firm’s “Perfect 
Center 


ing 
this 
l'urbo 


case 
Design.” 
shows other blower models 


TAPE — Johns-Manville Dutch 


Continued on page 2(4 
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Every 


MORGAN 
VISE 
SHIPMENT 


MEANS ALL AROUND 
atisfaction 


* We know that you 
will have no problems. 


* You'll find that your 
customers will approve 
your service and the 
vise quality. 


It will pay you to sell MORGAN 
VISES because they sell your 
service to your customers. 
Our vise quality, service and 
co-operation all count heavily 
in good vise business for you. 
All we ask is that you give us 
an opportunity to serve you. 
Find out what it means to make 
MORGAN your vise supply 
source. 


Write for the MORGAN 
Distributor Plan. 


We urge users to buy thru their local 
distributor 





MORGAN VISE CO. 


108-112 N. Jefferson St. 
Chicago 6, Illinois 





HAMMERS 


UNDER ONE — 
UIE AUER 


MATTOCKS 


a 


CROWBARS 


WRECKING 
BARS 


/ 
all you need to know to 
order HEAVY HAND TOOLS ue 


OVER 3 A 0) TOOLS LISTED 


SIZES, WEIGHTS, LENGTHS, 
ETC., FULLY ILLUSTRATED 


Send Today! DRIFT PINS 


WARREN TOOL CORP. . WARREN, OHIO 


Rg ec INP WARREN{TEED 


trade mark 


Name__ a en 

Title__ WARREN TOOL CORPORATION 

Address. - Manufacturers of Warren-Teed and Devil Railway Track Tools 
General Offices... Warren, Ohio 

City_ —— el Export Division . . . 30 Church St.. New York ee 
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A MESSAGE TO AMERICAN INDUSTRY 


Financial Aid 


to Higher Education 


A Fine Start, 


This editorial has two purposes. The first 
is to salute American business for the fine 
start it has made in helping to relieve the 
financial plight of our colleges and univer- 
sities. The second purpose is to stress the 
importance of having business provide 


more financial aid, and soon. 


How Business Helps 
Higher Education 


Business contributions to higher educa- 
tion doubled between 1950 and 1955. 
They jumped from $40 million to $80 million. 
Preliminary figures indicate they will be even 
higher this year. 

Business firms have also shown a lot of in- 
genuity in devising different ways of making 
their contributions. The methods range from a 
matching of an employee's contribution to his 
particular alma mater to wide diffusion of the 
money through state and regional money-raising 
associations of colleges and universities. Thanks 
to this ingenuity, business firms now have a wide 
choice of ways by which to give effective aid. 
The way most appreciated by college adminis- 
trators is the making of gifts unrestricted as to 


the purpose for which the money is used. 


ONE OF A SPECIAL SERIES 


ut... 


Imposing as it is, however, what busi- 
ness has done thus far is only a good start. 
Only a tiny fraction of the total number of busi- 
ness firms in the country are giving direct finan- 
cial help to our colleges and universities; and 
this fraction includes fewer than half of the hun- 
dred largest corporations in the country. Also, 
the amount of financial help being provided by 
business constitutes only a very small fraction 


ol what is needed. 


Why Colleges Need More Aid 


Right now our privately endowed col- 
leges and universities need about $350 
million more in operating income a year 
than they are receiving to enable them to 
pay decent faculty salaries and be in toler- 
ably good working order otherwise. The 
reasons, including a severe decline in the pur- 
chasing power ol their endowment income be- 
cause of price inflation, have been dealt with in 
the previous editorials in this series. 

In addition, these institutions, together with 
the tax-supported schools, are faced with a tre- 
mendous increase in enrollment over the vears 
ahead. With both a rapidly increasing popula- 


tion of young people and an increasing propor- 
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tion of them going to college, this vear’s enroll- 
ment of 3.2 million students is expected to reach 
1.0 million by 1960, and to be doubled by 1970. 

For the next ten years our privately supported 
colleges and universities must have an average 
of about $400 million a year above what they 
can be expected to collect from tuition fees, in- 
come from endowment funds, etc. 

This figure of $400 million does not include 
what is needed for new buildings and equip- 
ment. It also does not include help for tax-sup- 
ported schools above what they get from taxes, 
fees, etc. Business has given and will continue 
to give these schools substantial aid. Indeed, al- 
most 2565 of the financial help from business 
for our colleges and universities went to tax- 
supported schools in 1955. 

If aid from business met their needs for in- 
creased operating income, the privately sup- 
ported colleges and universities would be given 
a decisive lift in performing successfully their 
part in our system of higher education. They 
would still have large needs of capital equip- 
ment — buildings, dormitories, laboratories — 
but help from other sources, such as that pro- 
vided by devoted alumni, where they are well 
organized, could be expected to go fal toward 
meeting these needs. Also some companies pre- 


ter to concentrate on meeting needs of this type. 


What 1% of Profits Would Do 


But do business firms have the capacity 
to fill the gap in adequate operating in- 
come for our privately endowed colleges 
and universities without putting an ex- 
cessive financial burden on themselves? 


Those who have studied this capacity care- 


fully say that the answer clearly is yes. Uf, 


of its profits before taxes — last year an 
estimated $43 billion — business were to 


devote 1°> to helping our privately en- 





dowed colleges, it would take care of 
present operating needs of about $350 
million a year. And the balance of $80 
million would be a big step in meeting 
their needs for new buildings and equip- 
ment, too. 

About one half of a 1°. contribution of this 
sort would, in effect, be made by the federal! gov- 
ernment. Up to a limit of 5°., contributions of 
this type are exempt trom the federal corporate 
income tax. For corporations with incomes 
above $25.000 per yeal this tax is 52° 

It is clear that not all business firms are in 
shape to devote 1°) of their profits to aid to 
higher education. Even in this year of record- 
breaking prosperity, many of them will have no 
profits at all. But if business generally would 
take | ol pre-tax profits as a target or bene h- 
mark for financial help to our privately en- 
dowed colleges and universities these institu- 


an 


tions would igain have sturdy 


foundations. 

Relatively this is a very small price to pay 
(1) to insure a continuing s ipply ol competently 
trained vo ing men and women and (2) to but 
tress our freedom by assuring the suc 


survival of the privately support d sector o 


system ol higher education. 








parts ol the 


Reuatd C Mba ‘ 


McGRAW-HILL PUBLISHING COMPANY, INC 
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LD) Chicago—Booklet de 


e Sram 
scribing uses and advantages of new 
0 Ib. tensile strength strapping 
tape for packaging, bundling. pal 


ing, etc. Illustrations, technical 
‘halal 


Lap: 
data, performance specifications are 
I luded 


CHUCKS—Buck ‘Tool Co., Kala 
nazoo, Mich.—Catalog on full line 
chucks. Five new items are 


ind described Adjust 


1 
prin Ipic, ACCCSSOTICS dana 


nit components are also ex 


ind shown 


MOTORS—Century Electric Co 


egg Louis—Application guide pre 
Sell Fluoroflex -T (Teflon) ’ os iting in table form factors user 


10w in selecting motor for 


Hose Assemblies “pd rticular job: kind of equipment to 
I load, speed 


operation, starting and rum 


ues, frame type, etc 


; 
en, Character of 


for severe service 


ERE is lightweight hose your custo- 

mers can rely on where temperature 
and corrosive conditions are so severe HOISTS 
you can’t sell ordinary hose. - Lot ew, Tex.—Catalog sheets cov 


With patented tube of Teflon, stainless ering electric hoists for heavy duty 
} 


steel wire braid, and blowoff-proof fit- peratio1 Features are described 
tings, Fluoroflex-T hose is ideally suited ' Sela hor 

for use with corrosive fluids, fuels, oils, % ee ee 

gases, vapors ... for conveying strongest 

chemical solutions, hot solvents, indus- 


trial finishes, steam . . . or what have ’ . 
COMPRESSORS—Brunner Meg 


you? 
? +m oT tica, N. 3ulletin illu 
Fluorofiex-T hose is rated for —65°F ' a I letin illus 
to +450°F continuous operation (—100°F ; rat ind describing semi her 
to +500°F ambient). Non aging, this meti mdensing units and motor 
hose retains its flexibility indefinitely eae : ; ‘ 

: % : a A ) essors from 4 to 5 hp Speci 
over entire temperature range. It is the 
original Teflon hose, time-tested and 
proved by over 4 years’ service experi- ; eatul ire included 


ence. 


“hese igue, li ight hose assem- . : . 

| These unique, lightweight hose assem HOSE CLAMPS—Punch-Lok Co 
blies are now being stocked by leading 

distributors nationally . . . profitably Chicago—Catalog listing and pictul 
rounding out their industrial line. For ing line of standard type hose 
more information, write RESISTOFLEX Loe mooved hose Sitine iat 
CORPORATION, Roseland, N. J. West- nt ee Cd hose nttungs, and 
ern Plant: Burbank, Calif.; Southwest- : pecial tools and replacement parts 
ern Plant: Dallas, Tex. separate sections cover “Punch 

; ; : 


Lok method LISses ind MNT) } 
: and appic 


R. G. LeTourneau, Inc 


pacity data and other 





SHIPS ON THE LINE 


A Czechoslovakian shipyard is now 
building river steamers up to 330 feet 
long on a progressive assembly line, 
; ; reports American Machinist, McGraw- 
20th year of service to industry , q Hill publication. All erection is done 
indoors, so there are no delays on 


RESISTOFLEX |" 
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HELPING YOU SELL MORE SOCKET SCREWS... 


Cleveland can give you prompt delivery 
on large diameter socket head cap screws 


There is a growing and profitable 
market for large diameter socket 
head cap screws—on heavy duty 


presses, extrusion machinery, earth 
moving and road building equipment. 

Cleveland can help you get your 
share of this business. In heat-treated 


alloy steel we regularly stock 1%-7 
and 1'2-6 through 12 in. for same-day 
shipment. For other standard sizes 
from 1's to 3 in. diameter through 12 
in. length, we have the stock and the 
tooling to produce your customer's 
order quickly. Diameters over 3 in., 


lengths over 12 in., are available on 
special order with good delivery. 

Cleveland makes and stocks a com- 
plete line of standard socket head 
cap screws, socket set screws, flat 
and button head socket cap screws 
stripper bolts, dowel pins, and pres- 
sure plugs. In the case of socket head 
cap screws and socket set screws this 
includes microsizes down to #0 
Cleveland also makes hexagon head 
cap screws in both standard and 
extra-large sizes. Write or phone for 
more information. 


THE CLEVELAND CAP SCREW COMPANY 


4444-15 Lee Road, Cleveland 28, Ohio 


WAREHOUSES: Chicago « Philadelphia « New York ¢ Providence ¢« Los Angeles 
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"Here’s the opener we used fora... 


30% 


INCREASE IN- 


“'Dayton V-Belts give you more belt life per dollar because 


they're the finest available.’ ”’ 


“We're V-Belt drive specialists selling to engineers as 
well as purchasing agents. To convince both, we use a 
factual, straightforward approach built on the exclu- 
sive Dayton benefits: 

“Quality we can guarantee. We tell our customers, 
‘vou buy more belt life per dollar when you buy 
Dayton.’ And, we can prove it by inviting him to check 
with our other Dayton customers. 

“A complete line — including the exclusive Dayton 
Cog-Belt*— which meets every customer requirement. 
Buying Dayton, our customer knows he’s getting 
exactly the V-Belt he needs — not a compromise. 

“The Dayton Handbook of V-Belt Drive Design and 





Selection which we give to active customers. When 
they phone, we ask them to work through the problem 
with us. This way, they see the answer, know how we 
arrived at it and are ready to reorder! 

“Factory support by the Dayton representative 
to help us and our customers. His backing inspires 
confidence, and so do the Preventive Maintenance Sur- 
veys which have gained many new customers. 

“Selling Dayton’s quality and complete line with 
helpful factory assistance, we've increased Dayton 
sales 30 in the last year. We'll do it again, too, 
because Dayton has a profit-producing program and 
the finest V-Belts available.” 





They’re the finest made.” 


esident and General Mar 


mpl 
ne and 


of matched \ Be ts Lawrence Ne vViand, Oper 
ations Manager (standing), t 
L. B. Cook, Vice President, 
‘matchnun * in assem! 


» Dayton Cog-Belts.” 


ur customers are 
the speed wit! whicl ve 


VeT set 


. “George Steele is a tremendous help, making calls on customers, 
making P, M. surveys and ‘trouble-shooting.’ 
a highly successful Cog-Belt installation we recommended for use with 


sub-diameter sheaves. 


Here, he’s checking on 


D. R. 1957 +1 


Daytom hulsbex 


World’s Largest Manufacturer of V-Belts 


S 


Dayton Rubber Company, Industrial Replacement Div., Dayton 1, Ohio 





Yes, you can sell this fast-moving line of fine 
tools wherever you see a smokestack! Because 
even a one-lathe shop is a hot prospect for three 
different types of Gorham tools . . . tool bits, 
cutoff blades and wear-resistant centers. These 
tools are basic needs for any shop. . . and because 
they’re basic, they’re the best “door openers” 
you'll ever find for all your other lines! 


And these tools are just a small part of the vast 
Gorham line that gives you “The right tool for 
every metal working job!” It includes milling 
cutters and end mills . . . three different tool bit 
grades ... slitting saws . . . cutoff blades . . . key- 
seat cutters . . . and the famous “M-40-U” Alloy 
Center that outlasts high-speed steel and other 
alloy centers, lasts as long as carbide, and costs 
less to buy and less to re-dress! 


Selling these tools can be a mighty profitable 
proposition for you! They’re backed by years 
devoted to engineering and production of fine 
cutting tools . . . Gorham’s reputation for high 
quality and fair dealing . . . and an extensive ad- 
vertising program that consistently sells for dis- 
tributors in major industrial magazines. Get the 
whole story on our liberal Distributor Plan, along 
with the.120-page Gorham Tool Catalog and 
product literature by return mail. Write today. 


ohane TOOL COMPANY 








Wanted: 
Salesmen Who Can Serve 


Starts on page 90 





Mr. Allen was asked: 
How do you rate salesmen on know! 
edge of their own firms? 


©°'|his seems t 


1, that many of the 
to acquire adequate know] 
products W hat 


+] ; 


HNanagvemecits 


them 


background of their com 
rv, Operating pol 
try rt} | , _— 
Strengtn alc Cusvomic 
_ . | 
es. Purchasing men need an 
} ] 
seek this type of information 


Bike Shate olen 
ry their choice of 


Do buvers themselves have the back- 
ground for product knowledge? 


purchasing associations and 
of the firms polled about pur 
buvers 


qualifications had 

th engineering backgrounds, and 
f the buvers were non-eng! 
ollege graduates. The same 
showed that 59° of the put 
lasing executives queried were se 


ted as buvers on the basis of their 
hnical or shop background. This 


} 


dence that salesmen must know 
its applications and 
tations, before interviewing pur 


] S 


What do you suggest salesmen do 
to improve product knowledge? 


purchasing associatio 


istomer»s 


» problems of manufac 

vill be understood. You should 
make bil 

SUPPLCT Ss ta 

observe new products and 

vements in established ones 


ike time to discuss field problems 


ERYTHING IN STANDARD AND SPECIAL CUTTING TOOLS 


14400 WOODROW WILSON ° DETROIT 3, MICHIGAN 
WEST COAST WAREHOUSE: 576 North Prairie Ave., Hawthorne, Calif. 





th your factory engineer and pro 


tion people It is only through 
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Your catalog contract price 


and your actual bill 





WILL THEY SQUARE? 








They will if your catalog is built at Donnelley’s. Another customer left the number of pages 
This does not mean that Contract Price and unchanged but added almost a thousand copies 
Final Bill will be identical. Why? For the simple to his edition, raising the “out” price over the 
reason that the work you contract for originally in” figure approximately 14% 
will almost certainly be changed somewhat, on Sull another added seventy-two pages to his 
your orders, from the original plan before your book and increased his edition from 10,000 cop- 
book is completed. ies to 12,250. These extras raised the *‘in” price 
Each of the last twenty-three Donnelley-built about 25° 
catalogs was changed in the course of production 
on customer instructions. 
Plans for three of these books were changed to For the total of twenty-three catalogs t 
call for fewer pages or fewer copies. So, the bill age figures are these: 
for each of these was revised downward in strict Original 
proportion to the reduced amount of work and Specificat 
materials we were required to provide Copies 


Pages 418 430 


The Over-all Figures 


IR35 


Most Added to Their Books 


The remaining twenty books were expanded [he average difference between orig 
above the original plans. Sometimes pages were tract price and final billing was +9.6' 
added. Sometimes additional copies were or- Let us repeat once more that these variations 
dered. Sometimes both. Again prices had to be were all brought about by changes in the cus- 
revised for the final billing—this time, of course, tomers’ original specifications in the course of 
upward. But always in strict, checkable relation production. The additional billing—wherever it 
to the original estimates. was additional—treflected the purchase of ad 
Here at Donnelley’s you always have the right pages and added catalogs at the contract 
to change your mind before production goes too for materials and labor 
far. But the charges are made realistically ac- 
cording to the greater or less material and labor 
required. You order the changes, and get them He knew that his job was in competent | 
at prices that square with the contract. He knew that he would receive sound vali 
every dollar billed to him—with no *‘extras 
How This Works Out he did not order, or that could not clear 


ded 


nr 


Each Customer Bought Soundly 


Let’s take a few examples from the twenty- counted for. 
three most recently delivered catalogs. This is the regular Donnelley method of 
One customer originally ordered an edition of ing with our catalog customers. We shall 
1500 catalogs. This was later increased, and 1835 __ lighted to have you take advantage of it o1 
were actually delivered. The number of pages next catalog. 
was reduced, however, from 528 to 464. The con- You do not obligate yourself in any way 


tract price came down accordingly—a reduction calling us in on your plans. The earlier y« 
of about 7°. us the better. Why not drop 





The Lakeside Press 
R. R. DONNELLEY & SONS COMPANY 


Catalog Compiling Department 
350 East Twenty-second Street +. Chicago 16 
CAlumet S-2121 
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uu that thev can visualize require 


ments of your customers 


In broad terms, what's vour idea of 
the salesman’s function? 


SLEEVES and SOCKETS ©¢Salesmen should serve, not sell, 


1 


the potential customer. A salesman 
and a complete line of Collets = 3 conv the poblens facing 
hose responsible for procurement, 

then apply his knowledge toward 

hing product and service data 


Ip them select the product 
best serves their particular 
\ thorough, exact presenta 
best serve the salesman as 


In the final analvsis, better 


STANDARD . 
TYPE Ing makes 


USE-EM-UP 
TYPE 


better 


COLLIS Taper Tools are made by men skilled in this type of manufacture. Users get 





long satisfactory service from Collis Equipment and find the answer to all drilling 


reaming, and tapping needs in the Collis Line 


We can give prompt service on orders for Lathe Centers, Arbors, Drill Drifts, and N £ W L | N £ S 


Magic Type Chuck as well as on Sleeves and Sockets and Collets 


"Call Collis for Service” taken on by 
momen THE COLLIS COMPANY mmm DISTRIBUTORS 


DEPT. A, CLINTON, IOWA 





Hills McCanna Co. has named as 
exclusive distributors of its chemi 


il metering and proportioning 


‘ pumps and force-feed lubricators 
Amazingly ¢ The Burhans-Sharpe (¢ 
Seattle 
Ee O O [ for Oregon and Washington 


MODEL 55-VCX-701 eH. D. Hale & Co 
HEAT aa 


VENTILATED Meaee eho iE! coed. sil 
REFLECTOR ele Wahi: a 


FINEST OF ALL Mill Supplies, Inc., New 
LOCAL LIGHTING UNITS 
. : Conn.., has been app in 





tributor by 


$997 e Alina Corp 
ae MARVELOUS NEW Connecticut wareh 


In Std fis SEEING TOOL 


Frictional arm and collar Etalon — On (oO! 

disc joints give flexibility ¢ Capewell Mfg. Co 

of a thousand positions ¢ Devcon Corp. 

to direct light exactly as 

wanted. Rugged con- © Fort Worth Steel & Machinery 
struction with heavy duty INNER SHIELD Co 
industrial socket, Levolier ACCESSORY 


switch and universal base. fF extreme © Heller Tool Co 
coolness when 

using 100 @ \lichigan ) ive ¢ 

WATT lamps. lichigan Abrasive 





aaaies oh teas \llis‘Chalmers Mfg. Co. has ap 


catalog of Localite “ , 
Models for every in- | } . Ce 
Jeateial — , pointed as distributors 


= e Atlas Power, Inc 
THE FOSTORIA PRESSED STEEL 
CORPORATION, FOSTORIA, OHIO for Light OM the Job Wichita Falls, Tex 


semaclenlers everyatere = motors, controls, transform 
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ALLEN-pointers that will help 
you sell more socket screws! 


Allen’s LEADER POINT 
is a point that 
makes sales for you... 





You can show your customer very quickly how the many SB Allen Grip Head Cap Screws - 
advantages of the unthreaded Leader Point on Allen Cap ( 


. . : Leader Pointed for faster sembl] 
Screws add up to savings in time and materials. That's what 


' “Pressur-formd” for maxi 
preserves proht margins: 


¢ halding yr . 
Be sure your customer knows these points — mm and holding power 


1. Allen Leader Point Cap Screws start faster, by seconds 


— save time Allen Flat Head Cap Screws 
If an Allen Leader Point Cap Screw is dropped or / ee a ee ee 

abso ely smoot extel u 
struck, there’s much less chance of damage to the lead 


. ft ‘ 0] rec al d ™ ~-essul TTT 
thread — saves wasted materials. Leader Pointed and “I , 
Leader Points start true as well as fast — prevent cross- 
threading and damage to tapped holes. Vid Allen Button Head Cap Screws — 


a > . > , - > " y " a . 

These all mean worthwhile savings in busy production a a a a oe 

plants. Your customer will want to know that. Plan to . 
: " ‘ countersinking is impractical. Cold 

enclose the folder on Allen Leader Point Cap Screws with ' 

your next customer mailing forged without broaching for 


Write for more information and samples. mum wrenching leverage 


Al é i Se MANUFACTURING COMPANY 
Hartford 2, Connecticut, U.S.A. Alle 
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THE ONLY 


00% AUTOMATIC 


USES: 
Automation 
Air Hoists 
Air Chisels 
Air Grinders 
Air Chucks 
Air Hammers 
Aviation 
Dental Air Equipment 
Electronic Equipment 
Paint Sprays 
Laundry Machines 
Printing Presses 
Punch Presses 
Impact Wrenches 


And the hundreds of 
other machines that 
use compressed air. 


THERE ARE MANY 
0.E.M. APPLICATIONS 
FOR THIS FILTER 

IN YOUR TERRITORY. 


Distributed nationally by 
HOMAN & COMPANY, INC. 


511 Reading Rd., Reading 
Cincinnati 15, Ohio 


re fp) 
STIL UI {8 [Rt 


CUTS MAINTENANCE COST 
ON PNEUMATIC EQUIPMENT 


all 


of the mainte- 








More than 90% 
nance cost of pneumatic equip- 
ment results from moisture and 
abrasives in unfiltered com- 
pressed air. The EM¢ O Jet pro- 
vides the one sure way to remove 
moisture and foreign substances 
from compressed air automati- 
cally. 
turer uses some pneumatic equip- 
ment. The EMCO Jet is a 


for every 


Virtually every manufac- 


“natural” such manu- 


facturer. This means sales for you 


When moisture-laden compressed air 
enters the filter, moisture and foreign 
substances are separated automaticall) 
from the air and collected in the filter 
chamber. Each application of air expels 
moisture through the bottom port 
Clean, dry air is delivered. This elimi- 
nates the human element, as no manual! 


draining is required. 





Dedlerships are still open in some areas. 
Write for information to Mr. L. A. Dollries, Mgr., Filter Division. 
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ers, and ““T'exrope” \ belt drive 
equipment 
e Clowc 


Amarillo, ‘Tex 


& Cowan, Inc 


controls 
© Central Electric Supply Co 
Pine Bluff, Ark 
motors and transformers 
e Grifhin Electric Co 
Owensboro. Kv 
transformers 
© AC Supply Co., In 
Hillside, N. J 
lose coupled pumps 
1¢ Friemel-Love Co 
Louis 
otors and pumps 


Hi. Clark Equipment Co 


Mulberry, Fla 
V-belt drive equip 


] 
iance Co. has added the 
distributors 
l Supply Corp 


] ) 
ustrial Piping 


ssemer, Ala 


e Wencor, In 
Miami Spring 
o-Tings 

@ Allied Pre 
Corp 
Mount Vernon, N. ¥ 


: 
lraulic hose fittu 


ision Components 


Supph Co ot Calif rl 
. is now handling Re 
Steel Corp.'s plastic pipe 


] , 
it 


Seattle, ha 
been named distributor by Speed 
D-Burr Corp. for Washington, 
Oregon Idaho, Montana ai 

\laska 


Hal 1d1¢ Viac hiner Co., 


} 


I'he Main Line Supply Co., Dayt 
Ohio. is a 
Worthington 


ipment 


distributor of 


new 


Corp.’ 


industria 


} 


Harry P Orlando, Fla 
has been named distributor br 
© Veeder-Root, Inc 

exclusive basis for 


® Devcon ¢ orp 


Leu, Inc., 


Florida 


Jim Monesmith Co., Dayton, Ohio 





You get 


promotional 
help with 


Texrope 
Drives 





That’s right! In 1957 Allis- 
Chalmers is offering even more 
support than ever to its franchised 
Texrope drive distributors 

Intensive advertising campaigns 

. sales-getting direct mail 
hard-selling product bulletins 
training slide films reminders 
4 and give-aways—ALL of it comes 
(Kae4 with a Texrope drive franchise, 
plus: 


BULLETINS 


DIRECT MAIL * MORE 
a engineering help 
; ae * FASTER 
: delivery 
“ar tne * FAVORABLE 


+ 
= 
~ 
» 





oJ 
a 





pricing policies 


REMINDERS AND tS a», CALENDARS 
GIVE-AWAYS Texrope is on Allis-Chalmers trademork 


ALLIS-CHALMERS “ 


Allis-Chalmers 
General Products Div. 
Milwaukee 1, Wis. 


* i¢ you're a profit-minded, 
volume-minded distributor, 
you'll want the “‘Texrope”’ 
Drive franchise 


1 am interested in hear- 
ing more about a Texrope Address 
drive franchise. Please 
have your representative 
coll. 
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The NEW Hi-torque 
HANDEE 


The Newest of all Hand Tools 


ETE 
cont 1 
mb VcnOP IN 
re HAND 


with 6 
accessories 


9 395 


Here's the ideal hand power too! you've 
been looking for! Hi-Torque Handee is 
packed with HIGH SPEED AND ADDED 
POWER . VERSATILE ... works 
smoothly, perfectly, in wood, hardened 
steel, non-ferrous metals, glass, ceram- 
ics, plastics. 


With every type 
of cutting tool 
in meta! case $32.95 


@ 25,000 R.P.M., for super-efficient 
grinding, cutting, carving, drilling, 
sanding, sawing, engraving, polishing, 
cleaning, burnishing, gunsmithing. 


@ Hi-Torque Handee engineering incor- 
porates every modern principle of motor 
design ... simplified construction re- 
duces maintenance . .. new, larger 
oilite bearings insure longer life. 


®@ Cool running . . . new, larger air vents 
top and bottom permit increased air 
velocity to insure cool operation. 


@ All-new precision chuck simplifies ac- 
cessory change. Convenient size and 
shape, plus perfect balance permits 
hand precision control of tool. 


® By actual field test in industrial ap- 
plication, Handee 6000 outperforms all 
previous models in same size range 5 
to 1! 


And, as a big added pilus . Hi-Torque 
Handee has a complete line of ac- 
cessories to fit every application. Use 
the tool master craftsmen recommend 
and use! 


CHICAGO WHEEL & MFG. CO. 


Dept.1D-4, 1101 W. Monroe St., Chicago 7, Il. 


Took 
[00] Lacs! 


is now handling the cranes and 

hoists line of Conco Engineering 

W orks 
Vonn-Young Co., Honolulu, has 
been appointed distributor by 
Dayton Rubber Co 


General Electric Co.’s Metallurgi 
cal Products Department has ap 
pointed the following distribu 
tors 

® Remco Supply Inc. 
Greensboro, N. C. 

Carboloy carbide tools 

¢ Speck-Cornett Distributor Inx 
Lothair, Ky. 

Carboloy carbide mining tools 

Ihe FlexAngle Corp.’s universal 

slotted angle line is being han 
dled by: 

e WW. J]. Holliday & Co., Div. Jones 
& Laughlin Steel Corp 
Indianapolis 

e Betz Pierce Co. 
Cleveland 

Lewis Supply Co., Memphis, has 
been appointed exclusive distribu 
tor in their trade area for Vana 
dium-Alloys Steel Co.’s Colonial 
Steel Division on tool steel, drill 


rods and lathe tool bits. 


ashville Machine & Supply Ci 
Nashville, been ap 
pointed exclusive distributor for 
United States Rubber Co.’s Me 
chanical Goods Division 1 


Tenn., has 


in mid 


dle Tennessee 


Mid-Island Supply Co., Long Island 
City, N. Y., has been named re 
placement parts distributo1 
Brown & Sharpe Mfg. Co. 


& B Mill Supply Co., Perth Am 
boy, N. J., has been appointed 


distributor for the following lin 
roducts 


t 
bd Bathey | 
© ‘Tiar 


\lachinern 
ville, has been named dist: 


Co., Nash 


buto! 


Tennessee 


for the following manufacti 
© Boston Gear Works 

© Beaver Pipe Tools, Inc 

© The Jeffrey Mfg. Co. 
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= 
GREER 


STOP NUTS 


ANCHORED 


lt pays to represent 
Proved Product 
PERFORMANCE 


When you sell these widely used Stop Nuts, 
you are able to provide for all requirements 
from small instruments to such large appli- 
cations as in Diesel locomotives. 


Made in steel, aluminum, brass and stainless 
steels in conventional finishes. Special al- 


loys and finishes available. 


Find out the advantages to you in represent- 
ing this line. Full details sent. 


GREER 


STOP NUT COMPANY 


2620 W. Flournoy Street 
Chicago 12, Illinois 


Yr * Flux 
Site Sodering Paste 
a A saves voy be LABOR 


Safest—fast working 
sodering paste made. 





Sodering Liquid 
Double strength, 
non-evaporating. 
Adaptable to hand 
or machine soder- 
ing. Works like 
lightning. 

Call Your Distributor 

or Write to 


LB. ALLEN CO., INC. 


6731 BYRN MAWR AVE 
CHICAGO 31 

® Sold thru Distributors 

® Send for Catalog 














~ 
... 








ILLINOIS 





YOU GET more* WHEN YOU BUY BEARINGS FROM YOUR 


Bunting 








— 


DISTRIBUTOR__— 


ONE OF BUNTING’S MOST VALUABLE PRODUCTSs is 
convenience—and it doesn’t cost you a cent. You 


can choose from 1,117 stock sizes of Bunting Cast 





Bronze Bearings and Bars and 751 stock sizes of 


bearings and bars made of Bunting Sintered 
Powdered Ojil-filled Bronze. You can procure all 


these products from the ample stocks of Bunting 





distributors in all manufacturing areas of America. 
All are precision, highest quality products, 


completely finished and ready to use. 








Your Bunting distributor is listed in the classified section of y 


nas 


telephone directory usually under Bars—Bronze, and Bearing 





Bronze. Two modern Bunting factories and eleven Bunting Branct 
Warehouses expedite distribution in all areas. Write, or ask f 


catalogs giving complete dimensional | stings and techn 


All Bunting Sintered Bronze Plain and Flange Bearings are 


stamped with part number—an exclusive Bunting feature. 


BUSHINGS, BEARINGS, 


—— . ~ Bu mtir BARS AND SPECIAL PARTS 
‘ vertisement a m: 
she ~ 4g OF CAST BRONZE AND 


Purchasing News 
Iron Age Mill & Factory POWDERED METAL. 


Machinery ¢ Modern Machine Shop 


Southern Power & Industry Steel The Bunting Brass and Bronze Company e Toledo 1, Ohio @ Branches in Pr 
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SPERERLEEEE ELE EEE © 


Hanson-Whitney can make you 
money .. . and will do so by the 
straightforward method of placing 
with you their complete line of “fin- 
ished after hardening” taps, hobs, 
gages, comparators, and cutters. 


Next, Hanson-Whitney sells you . . . 
and their top quality products, to the 
markets you sell. This means an ex- 
panded and continuous advertising 
campaign in leading trade magazines 

. a hard selling program aimed 
square at your top dollar customers. 
What's more, it means backing your 
service with top factory trained field 
engineers who have all the practical 
know-how your customers demand. 


Everyone recognizes Hanson- Whitney 
as pioneers in the tap field . . . as 
highly skilled specialists who have 
long led the way in setting quality 
standards. This “quality recognition” 
is yours through the H-W selective 
distribution policy. 

“Team With Hanson-WHITNEY .. . 

Your Very Best SALESMAN.” 


Hanson-Whitney 


comrany* 


Division of Tue Wuitney CHatn Company 
175 BARTHOLOMEW AVE., HARTFORD 2, CONN. 





D-A-T-Es§ 
TO REMEMBER 





ril 7-l11—Southern Hardware 
Convention, Southern Wholesale 
Hardware Association and Ameri 
Hardware Manufacturers As 
ciation, Biltmore Hotel, Palm 


Beach, Fla 


ril 9-11—American Welding So 
ety, Annual Show, Convention 
Hall, Philadelphia 


\pril 29-May 3—National Materials 
Handling Exposition, Convention 


Hall, Philadelphia 


Mav 4+8—Western Air Conditioning 
Industries Association, Western 
\ir Conditioning, Heating, Venti 
lating and Refrigeration Exhibit 
ind Conference, Shrine Exposi 


mn Hall, Los Angeles 


May 20-23—Design Engineering 
Show, Coliseum, New York 

20-23—Electronic Parts Dis 

tributors Show, Conrad Hilton, 


May 26-29—National Association of 
Purchasing Agents, 42nd Annual 
Convention (Distributors Buyer 


Group—May 27), Atlantic City, 
N. J 


e 9-13—The American Society 

Mechanical Enginetrs, Semi 

Annual Meeting, Sheraton-Pal 
San Francisco 


7-20—Annual Triple Indus 
Supply Convention, San 
\ t) 

28-31 — National Industrial 
Packaging & Handling Exposi 
tion, Convention Hall, Atlantic 
( 


3-4—Central States Industrial 


TAPS : THREAD GACES : HOBS : CENTERING MACHINES : THREAD MILLING MACHINES AND CUTTERS 
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WANT MORE PIPE SERVICE 


~ 

















Tr 
i 
ese 

e ns 

















hi oe 





Who doesn’t? The cost of materials nowadays demands 
that practical architects and plumbing and heating con- 
tractors get the most for their money every time they 
buy. That’s why so many of them consistently specify 
National Pipe for their heating and plumbing needs 
They know that National Steel Pipe offers the greatest 
service per dollar of cost for all-round use in all types of 
building and industrial applications. 

For the minimum number of dollars you invest in 
National Pipe, you receive the very maximum in 
strength, durability and ease of installation. Get in touch 
with your local National Pipe Distributor. He will give 
you prompt, efficient service. 


ee Fee Te 





HERE ARE SOME OF THE “BUILT-IN” ADVANTAGES 

THAT MAKE NATIONAL PIPE THE LARGEST SELLING 

PIPE IN THE WORLD: 

1. it is completely uniform in metallic structure, ductility 
strength, corrosion resistance, surface finish, wall thickness 
and diameter 

2. it threads and cuts easily due to the consistent quality of 
the metal. Slag inclusions, laminations, and blisters are elimi 
nated. The steel cuts clean — retains its characteristic 
strength even in the lightest part of the smallest thread 

3. it coils and bends well because it possesses the full meas 
ure of strength and ductility needed for smooth shaping. With 
National Pipe you can estimate time, labor and material 
closely without worrying about excessive loss 

4. it makes sound, permanent joints, both welded and coupled 
The uniformity and accuracy in manufacturing have made 
unequalled pipe jointing records for National Pipe 


NATIONAL TUBE DIVISION, UNITED STATES STEEL CORPORATION, PITTSBURGH, PA 
COLUMBIA-GENEVA STEEL DIVISION. SAN FRANCISCO, PACIFIC COAST DISTRIBUTORS 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


NATIONAL PIPE 


U N T&D 


a ay oe a ie 


i a a ee 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 





f®ommuander 


SALES TIP 


NO. 5 
for Profitable 
Selling 


TRIPLES e PRODUCTIVE CAPACITY 
Show your prospect how a Commander 
SELECT-A-SPINDLE Dual Speed Drill 
Press Turret can drill, countersink, and tap 
off one drill press spindle . . . how he can do 
the work of 3 drill presses with one . . . how 
tooling and set-up costs are reduced, and 
why he can do more accurate work with a 
SELECT-A-SPINDLE and you will make 
a sale every time. 


FEATURES TO HELP YOU SELL: 


e Fits Any Drill Press 


e@ Positive indexing Of Each Tool 
Without Stopping Drill Press 


e Compact Size... Maximum Work Visibility 
e Can Tap On 1, 2 Or All Spindles 


Write for Commander's Full Line Catalog Describing 7 Other Tools 





You can BE HEADQUARTERS for 
EQUIPTO DRAWER UNITS a 


Thousands of types to suit every demand 


The vast and varied Equipto line includes everything 
from simple 2-drawer units to giant multi-drawer 
combinations. Several different types of interchangeable 
drawers permit thousands of arrangements within the 
units to satisfy your customers needs. Some of the 
drawers are shallow for tiny parts... others are deep 

for medium sized parts. All have adjustable compart- 
ments ... labelholders to assure instant indentification of 
every part. Heavy gauge steel construction protects parts 
. ++. prevents sagging or sticking of drawers... prolongs 
life of units. Finish is baked enamel. Clip and mail 
coupon today for full details on complete line for resale. 


i 

DIVISION OF AURORA EQUIPMENT CO 
825 Prairie Avenue, Aurora, Illinois 

Rush full details on profit producing line of drawer units 

NAME 

FIRM NAME 

ADDRESS__ 

CITY ZONE STATE 


asia es Se a ee a Gs dee ea GE GD GAD Gl Gy SS GS Ge ch es GS a a eal 
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Distributors’ Association, Annual 
Convention, Edgewater Beach 


Hotel, Chicago. 


Dec. 16—The American Society of 
Mechanical Engineers, Annual 
Meeting, Statler Hotel, New 
York 





Book Reviews 





AUTOMATIC TECHNOLOGY 
AND ITS IMPLICATIONS, Bul 
letin 1198, Bureau of Labor Statis 
tics, 341 Ninth Ave., New York 1, 
N. Y . 45 cents— This is a selected 
bibliography listing 359 references 
n the subject of automatic tech- 
nology and its social and economic 
effects. It was compiled as part of 
the U.S. Department of Labor's 
esearch program on productivity 
trends and current technological 


} las 
developments 


I 


NATIONAL STANDARDS IN A 
VIODERN ECONOMY, edited by 
Dickson Reck, American Standards 
ssociation, 70 East 45 St.. New 
rk, N. Y., $5.00—A definitive re 
iew of the evolution of industrial 
standards and their place in the 
world today, this 372-page book in 
cludes articles by 34 industry and 
wvernment leaders, including for 
President Hoover; Howard 
Coonlev, of Walworth Co., and 
Thomas D. Jolly, Aluminum Com 


of America. The role of stand 


rds in quality control and inter 
hangeable parts manufacture 1s 


ssec 


RECRUITING AND SELECT- 
ING OFFICE EMPLOYEES, by 
Milton M. Mandell, American Man 
iwement Association, 1515 Broad 
way, New York 36, N. Y., $4.75— 

he A.M.A. surveyed 32 

ules Of every size for information 


U com 


this 175-page report on such sub 

is job evaluation, recruiting, 
lection devices, problems of hi 
ing, and selection of supervisors and 


managers. One section is devoted 





Crosby Laughlin Lebus gives you 


MOTIONAL MATERIAL 


Ze < for every month of the year! 
ee | IT’S THE INDUSTRY’S BIGGEST promotional campaign 
—and it’s carried on in your behalf. The program combines 


CROSBY + BLOCKS | = complete, fact-loaded catalogs and specification sheets . . . 
. = intensive national advertisements reaching your best cus- 
3) ‘ tomers in all markets . . . year ’round selling aids with 


your name imprinted! It’s a complete program that costs 
you absolutely nothing! 


Make this hard hitting program work for you—your sales- 
men. Coordinate your selling efforts with this big campaign. 
Boost your sales of the world’s most complete line of 
fittings for wire rope and chain. 


Remember, you’re selling safety, quality, availability and 
complete line when you sell Crosby Laughlin Lebus. 


YO DEALER IMPRINT appears on handy 


pocket memos and folders describing famous Crosby* Wire 
Rope Clips and ‘“‘Load Rated” Blocks, Lebus Loadbinders 
and Snatchblocks and Crosby Laughlin* fittings for all 


industries. 


HERE - 
ELIMINATE HOOK ACCIDENTS at 


USE THIS HANDY, INFORMATIVE MATERIAL... 


@ For your direct mail program 
@ To distribute when making calls 
@ To insert in parts shipments 


@ To hand out at the counter 


SAFETY HOIST sell safety... sell 


oOistaraetee er 


Ba Most Complete Line of Fittings For Wire Rope and Chain 


SO. KEARNY, N. J. FT. WAYNE, INDIANA LONGVIEW, TEXAS 
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A boon to the “fix-it-yourself’’ 
plant maintenance man 


aly 


Pulling wheels is but one 
of many uses for 


HEIN-WERNER HYDRAULIC JACKS 


Big job or little job — wherever and whenever powerful hydraulic force is 
needed, you'll find Hein-Werner Hydraulic Jacks fit the bill best. Best because 
scores of industrial users have proved, in their own plants, that Hein-Werner’s 
“Quality First” jack line is most dependable — versatile — powerful. 


Hein-Werner Hydraulic Jacks take the costly and timely effort out of lifting 
and pushing. Ideal for moving heavy machinery, pulling gears and pinions, 
bending pipe, as a power unit for presses and a wide variety of other essential 
industrial applications. And one man can 
usually perform all these jobs without 
need of a helper. 


Hein-Werner Hydraulic Jacks function 
equally well in either horizontal or verti- 
cal positions. Models of 12 tons capacity 
and larger have easy-to-use carrying and 
positioning handles. 30, 50, and 100 ton 
models have tandem pump for simplified 
two-speed operation. All Hein-Werner 
Hydraulic Jacks are factory tested at 114 
times rated capacity to assure extra safety. 


Write us for full details about the 
complete Hein-Werner jack line. 





A full line of industrial jacks is available in models 
of 1'2, 3, 5, 8, 12, 20, 30, 50, and 100 tons capacity, 
as well as “Push and Pull” Hydraulic Jacks of 4, 10, 
and 20 tons capacity. 





HEIN-WERNER CORPORATION ee 
WAUKESHA, WISCONSIN SELLS MORE HYDRAULIC 


JACES THAN ANY 
. 7 on Y 
Hein-Werner stock listed on ee 


Midwest Stock Exchange since 1936 
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to model forms on job descriptions, 
tests, interview ratings, merit rat 
ings, etc. The author has been chief 
of the Management Testing Unit, 
Standards Division, U.S. Civil Serv 
ice Commission, since 1945 


MIANAGEMENT AND TAXES, 
American Management Association, 
1515 Broadway, New York 36, N.Y., 
$3.75—This 127-page special report 
describes how typital companies 
have organized tax departments, 
how these groups are administered 
and what bearing their work has on 
management decisions. Executives 
ire coached on how to identify tax 
loaded situations and deal with 
them or have them dealt with by 
experts. ‘Tax problems in sales man 
gement, purchasing and employee 


compensation are treated in some 
detail. The report is written in lay 


’ 
mans language 


HOW rO- SELI AGAINS1 
TOUGH COMPETITION, | by 
Harrv Kuesel, Prentice-Hall, Inc., 
70 Fifth Ave., New York 11, N 
Y., $4.95—Insurance salesmen are 
mong the world’s most prolific 
How-To-Do-It-Authors, and Mr. 
Kuesel, manager of Phoenix Mutual 
Life, holds up the tradition in style 
This is a flambovant book, highly 
entertaining and of undoubted mer 
it for insurance men. Its value to 
industrial salesmen depends on the 
reader's ability to sift concrete 
ideas of salesmanship—which the 
book does contain—from the ple 
thora of gimmicks so dear to the 
hearts of policy sellers. The author 
believes competition can be handled 
l. ignoring it, 2. “eliminating” 
utthinking it, 4. surmounting 
it with superio! skill. He expounds 
showmanship but denies it’s medi 
ine-man selling. His view of high 
pressure selling is interesting. You 
in't be accused of high-pressure, 
he savs, by using all the tricks in 
the book to close a sale fast; what 
really constitutes high-pressure is 
continuous harassment of a 
ustomer over a period of time to 
make a purchase that you haven't 
been successful in selling him. 


2 4 





TELL YOUR CUSTOMERS 
ABOUT THIS 


> 


ES c-ict in t Boxors 


More and more dealers and their sales- 
men are cashing in on this refreshing 
new approach to bigger abrasive sales 
wider abrasive applications! 


Reason: Brightboy’s rubber and abra- 
sive action which frequently reduces 
BURRING. CLEANING, FINISHING, POLISH- 
ING to a time-saving, one-step operation. 


The rubber in Brightboy gently “cush- 
the abrasive action. Rubber and 
simultaneously ; 


ions” 
abrasive function 
achieve surfacing, cleaning and polish- 
ing effects which admirably suit con- 
ventional finishing requirements and 
and also stimulate new, wider applica- 





tions never before associated with abra- 
sives uses! 
You order Brightboy in stocK NUMBERS 
JOB-MATCHED TO CUSTOMERS’ WORK. Sili- 
con Carbide and Aluminum Oxide 
grains. Each in grades from extra fine 
to extra coarse, in soft, firm and tough 
rubber binders. These easy-to-order, 
quick delivery stock numbers also do 
the work of “specials”. 
Cash in on this king-size market for 
new abrasives and new abrasives 
which Brightboy is creating. Write now 
for the Brightboy catalog and dealer 
proposition that details Brightboy’s un- 
usual sales, profit and turnover opper- 
tunities. 


uses 


Brighthoy is made in 
wheels as well as in a full 
range of accessory products 

rods, sticks and blocks 
for machine and manual 
operations. 








BRIGHTBOY 


INDUSTRIAL DIVISION 


WELDON ROBERTS RUBBER C(O 


95 North 13th Street 


Newark 7, N. J 


America’s Pioneer Manufacturer of 
Rubber-Bonded Abrasives 
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A Small Item... 
With a Big Responsibility! 


Leaky joints in factory service lines can cause costly shutdowns 

- and they can be avoided. Precision engineered Wheeling 
“X-L” Pipe Couplings insure tight joints always; they're manufac- 
tured under strict Quality Control] that have made them industry SEND FOR FREE 
leaders since 1918. Available in diameters from ‘s” to 12”, in all CONDENSED 
types, each engineered with strict adherence to A.1.S.1., A.P.l.. CATALOG 
A.A.R. or other applicable specifications. 


WHEELING MACHINE PRODUCTS CO. 


WHEELING, WEST VIRGINIA 
CALIFORNIA WHEELING MACHINE PRODUCTS CO., WOODLAKE, CAL. 


PRECISION BRAND’ 
Preferred by Machinists 


Distinguished for quality, accuracy, uniformity, straight- 
ness, etc. PRECISION BRAND dowel pins are made 
from the finest steel obtainable for this purpose. They 
are hardened and ground to *.000!and are available 
from %" to I dia., %” to 6" lengths. Supplied in .0002 
and .O0O0!" over basic sizes. PRECISION BRAND 
dowel pins are attractively packaged and also come in 
bulk quantities. SPECIAL SIZES ALSO AVAILABLE 


alse avatlalle 


SHIM STOCK © FEELER 
STOCK © GROUND FLAT STOCK 
MUSIC WIRE © DRILL RODS * 
ARBOR SPACERS 


PRECISION STEEL WAREHOUSE, INC. 
421 MAPLE AVENUE « DOWNERS GROVE, ILLINOIS 
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The Buyer Looks 
at Business 





ite opinion of purchasing 


gents wh comprise the N.A.P.A 


»* 


Business Survey Committee 


Cautious Buying 


While purchasing executives re 
fuse to agree entirely with the cur 
rent talk of a 1957 recession, they 

exercising caution in their buy 

ig policies. Many predict that 

ost materials will be in abundant 

ipply this vear, with competition 

developing in areas where it has not 
been present for some time. 

Production remains high and 27‘ 
say it is better than January, 55% 
the same and 18% worse. New o1 
ders are being booked in satisfactorn 

ime and 27% report them t 
be better, 50% the same and 23% 
WOTSC 

While prices are continuing theu 

vard movement, there is strong 

of increased buyer resist 

higher prices. Moreover, the 

buvers are generally un 

» increase their inventories, 

v anv further into the future 

cessary to insure deliveries 

d materials, might lead to 

lusion that thev believe 

not going to rise much 

in the immediate period 

evident that, whatever els« 

appening, employment has re 

ned remarkably steadv for the 
three months 

1 guide to future sales expect 

ind production plans, 
purchasing executives to 

if the hours worked by 

vees of their companies would 
rease, remain constant or cd 

n the next few months 
thought they would be as high 

1956, 26% thought they would 
reduced and only 9% thought 


would be increased 





ENTIRELY NEW 
LEVER PULLER 


— positive friction brake 


holds load in any position 


Lift a load, lower a load, drag a load smoothly with the 
entirely new Peerless Pal Lever Puller. A true friction brake 
holds it safely in any position, a welded and heat-treated 


steel chain prevents it from spinning. It is so light and com- 


You have to see a Peerless 
Pal to appreciate its com- 
pactness. The ‘4-ton unit 
is packaged in an attractive 
metal box with carrying 
handle. The container is 
also capable of holding a 
capacity - doubling snatch 
block. The '2-ton unit is 
only slightly larger. 


pact that it can be carried in the palm of the hand. Fully 


enclosed construction, too, makes it ideal for use in shops, 
on service trucks, on farms, in service stations, on the high- 
way, around beats. For complete information on the new 


Peerless Pal Lever Puller, write for a copy of Bulletin P-40. 


THE HARRINGTON COMPANY 


Plymouth Meeting 11, Pa. 


LIFTING AND LUGGING hea 
wherever they may b 
in the shop, on t) 


constr 


RELOCATING A MACHINE TOOL. Rig TIGHTENING A GUY WIRE. Draw it POSITIONING and holding struc- 
it, hook in a Peerless Pal, and tight. The true friction hold- tural members while welding 
drag it. The pull is uniform ing brake will keep it exactly them together. The Peerless farm, 
and smooth that way until splice is made Pal brake holds in any position way, on 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 





Competition Returns 

There is evidence of increased 
buyer resistance to higher prices. 
While the general price trend is 
still upward, there are real indica 


’ 
ANGLgear Ss tions that the somewhat forgotten 


element of competition is again be 


Vv 
ersatility ing added to the picture. Reduc 


tions in the price of copper, steel 


and compactness 
‘ scrap and rubber are indicative of 
impress the price pressures that have been 


built up. Buvers, generally, expect 
customers . en, 6 de 
most materials to be readilv avail 
ible in 1957. They predict that, in 
view his adequate supply situa- 
“‘We have found that ’ , ‘ or “4 adeq ; nn ‘ 
; . : fio1 I > anv 195/ wage in 
ANGLgear’s versatility of 1 and the ma he an 
' reases th: ave already b 1egO 
mounting, as well as its q ases that have already been neg 
: ocak nies are coing 
compactness, are features tiated, many compa 11€S ure going to 
face a real ~ proht squeeze 


that impress our customers,” 


says Raymond L. Blair, Transmission , 
Equipment Company of Connecticut, Stock Levels Unchanged 


Inc., Wallingford, Conn. lhe reports this month show that 


are making 
their 
SO 


purchasing executives 

determined efforts to hold 

inventories at present levels 

little movement is noted from last 

month’s figures that the changes 

Transmission Equipment Co. men re- iren’t statistically significant. There 

port that engineers and production is no apparent desire to build up 

men are quick to appreciate ANGL- inventones to protect against any 

gears 4-way mounting feature and possible future price increases, nor 

compact design. Other strong selling 

points for ANGLgear the standard- sodace 
ized right-angle power takeoff — are nts are being held t inim 

high capacity, aircraft-quality construc- — oe 

tion, and freedom from maintenance. 

Equally important, ANGLgear is always 

in 3 sizes and 12 - 

Again, in February, practically no 


ire there any concerted efforts to 


them. Extended commit 


Slight Variation 


available from stock 


models at far less cost than custom 
drives hange is noted in the employment 
statist Those reporting employ- 


LaALISLICS 


Mr. Blair concludes, “The ANGLgear unit ' 

; : 7 ; ment as greater this month than in 

is extremely useful in application engi- a ' 
inuary remains at 17%. 64% of 


neering of power transmission equipment, 
tl ymmittee members say em 


and applications are found in all industries.” 


l€ 
ployment remains unchanged from 
You doubtless have manufacturers ist month, d dec rease of 4' o nN this 
in your territory who have 90 
power transmission problems. Coll TOT\ Chis leaves 19% who feel 
on them with ANGligeor. You'll - ° 
like the reception you get and the neil employment situation has 
sales that follow 
rrsened slightly 
e 


WRITE FOR INFORMATION. THERE 
MAY STILL BE A TERRITORY NEAR Short Term Buying 


YOU THAT IS OPEN 
Che continued shortening of lead 
time on production materials is 
wain evident this month. There 
are now 70° of the reporting mem- 
bers who are buving hand-to-mouth 
to 60 davs ahead. The largest single 


AIRBORNE ACCESSORIES CORPORATION grouping, 37%, continue to buy in 
the 60-day range, but those limiting 


1414 CHESTNUT AVENUE, HILLSIDE 5, NEW JERSEY 
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Shop the —_: 


<<>> 


The U.S. World Trade Fair 


April 14-27, 1957—The Coliseum 


NEVER BEFORE in the history of American trade 
shows has there been so important a show! Here's 
your own window on the world where you can see 
a global output of products and services all under 
one roof —in the largest international exposition 


NEW YORK 


IMPORTANT — this Fair is your only Opportunity to learn how to transact busi- 
ness with foreign countries. An expert from each nation will be on hand to advise 
you regording imports, licenses, currency restrictions, investment opportunities, etc. 


ever held in this hemisphere! 


CONSIDER THIS: Over 3000 exhibitors — over 50 
countries — from Europe, Middle East, Asia, the 


Americas — will mass-display for the very first time 
—their manufacturing skills and handicrafts. You'll 
inspect their products firsthand and make personal 
inquiry of their executives 

WHAT DO YOU BUY for the industrial market? 
Here are hundreds of the world’s newest products, 
finest designs— most never before seen in the U. S., 
and shown here exclusively! Don’t miss these spe- 
cially selected tools, fasteners, hardware, lamps, 
small machines and accessories, electrical equip- 
ment, office equipment—all geared to American 
needs and priced to sell! 

ACT NOW~—plan NOW to attend this fabulous new 
World Trade Fair. 


Any buyer can accomplish more at this 
one Fair than he could in 2 years 
travelling around the world. 


U.S. WORLD 
TRADE FAIR 


331 Madison Ave. « New York 17,N. Y. 
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Pian now to attend. Fill out and mail coupon for your admission credentials. 
REGISTRATION COUPON For the Trade Only 


Save time by registering NOW. Fill in and mail this registration 
coupon to the address below and your admission credentials will be 
mailed to you. There is no registration fee. 

Please check below if you wish us to make hotel reservations for you 


NAME TITLE 


FIRM 
STREET 
CITY 
TYPE OF BUSINESS 
PRODUCTS MFG’D OR SOLD 
Please check below the classification of your business 
Mfrs’ Agent 


Dept. Store Importer-Exporter 


Retailer Chain Store 
] Please send us your hotel reservation blank 


Wholesaler 
Manufacturer Other 


Admission Schedule—Trade Only. Monday through Thursday— 


April 15-18, April 22-25 10 AM to 5 PM 


UNITED STATES WORLD TRADE FAIR, 331 Madison Ave., New York 17, N. Y. 
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Super-Sierling 


= 
ee a. ~\ 


Only Super-Sterling can 
make the patented BROACH 
the exclusive and complete 
of metal cutting Hand, 

and Band saw blades 


Metal fabricators are being 
shown by our field engineers 
how BROACH generating cut- 
ting action solves cut-off prob- 
lems even on.such hard metals 
as the new titanium alloys. “If 
it's -super-hard, use a Super- 
Sterling! 

Ac our néw, modern plant in 
Chaffee, N.-Y., production ad- 
vances now make it possible 
for you-to sell profitably this 
premium BROACH line at 


reo cr hl j icec'! 
reLYuiar piace prices 


opy BR 


DIAMOND SAW WORKS, INC. 


Chaffee, N. Y. 


thei coverage to 30 davs increased 
from 24° to 30%. 


in a drop in the number reporting 


This resulted 


in the 90-120 days-and-longer ranges. 

No significant change is reported 
in the lead time requirements on 
either MRO or in commitments 


for capital expenditures 


Specific Commodity Changes 


(he number of items in 
supply is diminishing lhe 
difficult items to get continue to | 
nickel and certain steel items 
as structurals, plate and pipe 

On the up side are : nickel, several 

items, solvents, newsprint, fuel 
oil, gasoline, coal, paint pigments, 
dvestufts, lamp bulbs, manila rope 
and hemp 

On the down side are: coppe 


rass, aluminum extrusions 


rubber, lumber and 


n short supply are: nickel 


tainless steel and cellophane 





FROM THE 


i 


25 YEARS AGO 





surVe\ of Opinio! 
nt Merchandising ¢ 
that most distrib 
it, but mam 
nt to contribute fir 
ue to depressed business 
distributor: “We 
many good things that have 
plished but wonder if 
ind lack of 
mpetitors are not holding | 


the work.” Said another: “We 


believe the program is worthwhile 


confidence 


but can’t spare the money 


} 


hardware wholesaler reported t 


by reducing the number « 


tomers he served by 56%, his 


territory by 28% and 
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with 


Oil-Dri 
Ue ty 
ABSORBENTS 


the modern, economical oil 
and grease absorbents that 
keep your floors dry, clean 
and safe, and reduce main- 


tenance costs. 


WRITE TODAY FOR FREE - 
G0-SECOND DEMONSTRATION 


Now Available! 


Handy 


OIL- DRI 


DISPENSER 


AVAILABLE AT YOUR WHOLESALER 


7 7 
a ri CORPORATION 
i OF AMERICA 


520 North Michigan Avenue 
Chicago 11, Illinois 





Johnson Ledaloyl 
Self-Lubricating 
Bearings 

Are Leaders 


Johnson Ledaloy! self-lubricating bearings are popular in 
many industries and a large volume of orders can be gener 
ated. In addition, these bearings can lead your salesmen into 
other sleeve bearing business by giving them valuable con 
tacts with designers and other buying influences to whon 
they can tell the story of the full Johnson Bronze line 

Our 500 stock sizes and three different types will enabk 
you to supply the proper self-lubricating bearing for almost 
any application. Should you need skilled technical help 
Johnson Bronze field engineers are always at your service 
For full information on how Ledaloy! self-lubricating bear 
ings can open up new markets for you, write today. We wil 
be glad to explain our generous distributor policies without 


obligation on your part 


535 South Mill Street, New Castle, Pa. 
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Practical Idea 
for the 
Production Man 


Efficient electric hoists...to 
move materials overhead 

and release floor space for 
more valuable operations. 


CM LODESTAR «ectric cHain Holst 


3§ to 1 ton capacites—First truly heavy duty version of 
small electric hoist. % tor model weighs only 51 Ibs. 
Heavy duty self-adjusting brake. Upper-lower safety 
limit switches. CM-Alloy load chain. 


CM METEOR ttectric wire rope HOIST 


4g to 5 ton capacities — Compact, enclosed design. Low head- 
room. Continuous duty motor with thermal overload protec- 
tion for heavy duty service. Precision bearings and helical gears 
for long life. Only 110 volts at push button control. 








Rugged lightweight hand ay 
hoists and pullers...to make 
your job easier and safer 


CM CYCLONE HAND Hoist 
4 to 10 ton capacities — Easy to carry 
and lift. One ton model weighs only 36 
pounds. Made of tough aluminum alloy. 
CM-Alloy load chain. High efficiency. 
Lifetime lubrication. 


CM PULLER THE“ONE MAN GANG” 
% te 6 ton capacities —Lifts 
or pulls at any angle. Lever 
handle operation. Automatic load 
brake holds at any point. % ton 
model weighs only 13 pounds. 


Suggestion 
for the 


Maintenance 
Man! 








25 Years Ago (Cont'd) 








CM-Alloy flexible load chain. 





ALSO ...CM Trolleys and Cranes 


4 Call the CM distributor for descriptive liter- 
ature, prices and fast delivery from stock. 


CHISHOLM-MOORE HOIST DIVISION 


COLUMBUS McKINNON CHAIN CORPORATION 


TONAWANDA, NEW YORK 
REGIONAL OFFICES: NEW YORK, CHICAGO, CLEVELAND 
In Canada: McKINNON COLUMBUS CHAIN LIMITED, ST. CATHARINES, ONTARIO 


TS AND CHAIN 
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} net 
itis Ht 


he had increased 


hit one third. 


imson Co.'s advertising manager 
noted “a new era in industrial 

ling” in a magazine article: 
lime was, he said, when factory 
lepartment heads decided on put 
chases; but now “it is the presi 
dent himself who decides when 


$400 will be spent on a new 


try 
0 


Among “Don'ts” f ) 
posed by the National Association 


of Purchasing Agents: “Don’t ask 


n nr 
wesmen pr 
I 


1 > 
business 


the customer ‘How’s 


Wendell H. Clark was elected chair 
man of the Chicago Industrial 
Distributors Association 


Carey Machinery & Supply Co., Bal 
timore, was appointed distributor 
for G & F 
Falk flexible couplings of Gears 


speed reducers and 
& Forgings, Inc 


Quotation from a bulletin put out 
Fulton Supply Co., Atlanta, 

Ga., for the benefit of salesmen: 
“You may not have the best job 

n the world, but what can vou do 


ut it now?” 


10 YEARS AGO 
A wave of burglaries harassed the 
Thieves struck distribu 
tors and suppliers alike, concen 
trating on the same lines of tools 
1 almost all cases. At Diamond 
Specialty & Supply Co., Philadel 
phia, they even replaced the locks 
m the supply room after making 
ff with $14,000 worth of stock. 
Union Twist Drill in Chicago suf 
fered a $30,000 burglary. Morse 
l'wist Dnll and Pederson Bros., 
Chicago, were also burglarized. In 
robbery the thieves had 
broken into the price book files 
ind taken down the prices « 
tolen 2700ds 


\fill Supplies surveyed its readers 





Whenever we see the desk of one of our Field Engineers vacant, it’s a good 
sign. Chances are, he’s on a trip, making calls with Foote Bros. Distributor 
personnel—helping solve a power transmission problem in the field. That’s 
why we call them Field Engineers. 

When a Foote Bros. Distributor has a customer or a prospect with a 
“tough” or unusual drive problem—one requiring the broad experience and 
knowledge of a power transmission specialist —he knows that a Foote Bros. 
Field Engineer will be available to help find the answer. 


No product is successfully sold unless it is profitably used by the cus- 
tomer. This means recommending the correct type and size Foote Bros. 
gear drive for your customers’ specific requirements. That’s why Foote 


Bros. believes its investment in the “vacant” desks of our Field Engineers 


FOOTESBROS. 


Belter Power Transmission Through Beller Gears 


FOOTE BROS. GEAR AND MACHINE CORPORATION 
4561 South Western Boulevard, Chicago 9, Illinois 


is a good one—for us, and for you. 
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10 Years Ago (Cont'd) 





on whether they favored chang 
SOIN , 
ing the magazine’s name to IN 


DUSTRIAL DISTRIBUTION 


D. Johnson, buver for The Mur- 
“ rav Co., Dallas, Texas, listed 14 

This points on which to judge a pros- 
and similar ads pective new line. They were: 


are appearing in Fitness, Outlets, Potential, Mar 
gin, Stock, Returns, Prospects, Di- 


30 LEADING rect Selling, Cooperation, Pro- 
PUBLICATIONS motion, School, Price, Quality, 


TO Deliveries. 
Ihe three associations held a series 
his battery of Viking Pumps end Viking \Simplon” tonk You SELL of five regional sales conferences. 


gouges is the newest installation in this all-Viking-equipped 
plont. For more than 25 years, the D-A Lubricant Company, Inc 
of Indianapolis, indiana has used Viking Pumps with complete VIKING 
satisfaction. They manufacture lubricants for heavy-duty equip- | | | y i] ~ manager of 
ment. As the business grew, new Vikings were added. Now CV, Sdie ld lage 


D-A has completed a new compounding plant of 50,000 gallons Ins _ & . y 
per day copacity, and it's Viking-equipped exclusively Experi- { nion Hardw are & Metal Co., 
ence hos proved that Vikings are dependable, trouble-free and Pe ce] > le . 
esansentens | O (Angeles, warned Saiesmen in 
Let smooth, fast and positive delivery with Viking rotary in articie “W e are entering a 
pumps save money for you. Write for bulletin 57Smm today ’ . . 
new era of competition. One of 





these days vou will be called upon 


Ven 4h. lem -161,, 1 -m ele). 1:4) bh’ to extend vour energy and your 


Ceder Falls, lowe, U.S.A in Conede, it's “ROTO-KING” pumps 
See our cotclog in Sweets 


effort to hold your position.” 


(Admiral Ben Moreell, new president 
| 





ind chairman of Jones & Laugh- 





. in, said he did not anticipate any 
| A Sales Repeater because it’s ONLY i 2 | igre 
ise in steel prices unless forced 


DEPENDABLE MAG -TOOL by wage increases 
EFFICIENT x88 
ECONOMICAL MICROMATIC ADJUSTMENT production and employment at 


] 


highest level in the nation’s 


he first quarter of 1947 ended with 


You can depend on the selling power of 
RUBYFLUID, because it’s the soldering flux 
that’s easy and dependable to use. Effi- 
ciently conditions metal for neat, strong . 
unions. Economical because a | ; Republic Supply Co. of Los Angeles 
costs less in the , 
lose om Ce opened a branch in Fresno 
tomers like RUBY- " 
FLUID Flux—liquid : : 
or paste—keep Skinner Chuck Co. purchased Allied 
coming back for ontrol Val ‘7 
more. Let RUBY- Control alve Ce 
FLUID make MAG-TOOL Dril- Presses attach 
friends and build magnetically to ferrous surfaces Lewis Supplv Co.. Memphis. Tenn 
business for you. bringing the capacity of heavy ae oar Wik ee iis 
Remember .. . duty presses right to the job! built a new warehouse building 
RUSY'S Stainless MICROMATIC ADJUSTMENT n a five-acre tract 
et ee we enables movement of the drill f 
perfected for this : he nearer lly: oe wed 
epplication. Don't precise positioning after the press ‘ : 
age stele nes bee atta hed to the working Alfred J. Yardley was elected presi 
substitutes a + Of Cxenple, See lent of Jenkins Bros 
. the bit may be easily positioned —— . 


Ruby Chemical Co. anywhere between the “a cu “ _ 
u mov lg the . . 
76 S. McDowell Street ” ” és H. E. Ruhf was elected president of 
Columbus 8, Ohio Stour ; ; oy + ‘ 
quiry nvitec Cleveland Tool & Supply Co 








MAGNETIC 
ifele/mmae) 110) 7 bile) Lindsay, Oberholzer & Co., Phila- 


1955S televyette Se. Sentn Clas. al delphia, marked its first anniver 


sary 
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More Striking Power 


e speeds work 
e improves safety 


e saves money 


HIDE 


AMMERS 


‘ 


New! NYLON FACES 
available for all 
C/R HAMMERS! 


To 


Change faces 


m seconds The new C/R Nylon 
Faces are interchange 
able with Rawhide Faces 
and con be used in a 
a \ C/R® Hammers. They hove 
1s ons \ . two specific advantages 


handle longer service fe ond 


wedge =tnrust iron unusual resistance to 


heat, oils, moisture ond 


wedges \ — : most acids. When these 
/ factors are present, we 


SAFER STRIKING POWER! =< recommend that you spe 
C/R Jawhead Hammers are safety-engineered fy C/R Nylon Faces 
to protect both the worker and his work. The Buy C/R Jowhead 
Rawhide Faces will not spark, crack or chip. Hammers and Feces 

. from your local indus 
They will not transmit sting or vibration and ae sanalht is Oo 
will not break, mar or mark finished surfaces, write fot this Wluctrated 


machine tools, dies or parts. folder 


CHICAGO RAWHIDE MANUFACTURING COMPANY 


HAMMER ”R DIVISION 
1231 Elston Avenue Chicago 22, Iilinois 


In Canada: Distributed by Chicago Rawhide Mfg. Co. of Canada lLtd., Cc H gor -Ucte) 
Hamilton, Ont. 
RAWHIDE 


Export Sales: Geon International Corp., Great Neck, New York 
1239 Elston Avenve Chicago 22, Illinois 


INDUSTRIAL DISTRIBUTION ¢ APRIL, 1957 





How! 


improved new pump with 


-s- another reason why you can make more sales 
with GREENLEE No. 798-AC Hydraulic Power Pump 





This exclusive new feature of the Greenies No. 798-AC Lightweight Portable 
Power Pump . . . two-speed action for fast approach to the work and auto- 
matic change-over to lower-speed high pressure . . . means a big sales plus for 
you. Buyers prefer the GreenLee Pump because it eliminates costly waiting 
time for the ram to reach the work . . . makes jobs move fast. This compact, 
portable electric motor-driven pump handles a wide variety of hydraulic 
power requirements: Either for hydraulic pipe benders and other tools in 
the field . . . or for operating hydraulic rams, jacks, presses, and other 
systems in the plant or laboratory. Holds a big market for you . . . get your 


share of it now by stocking and selling the Greener No. 798-AC. 


Stnd Coupon Today 


Greenlee Tool Co. 
1923 Herbert Avenue, Rockford, Illinois 


Please send data on the timesaving new GREENLEE 
No. 798-AC Portable Hydraulic Power Pump. 


GREENLEE 


Nome 


GREENLEE TOOL co. Company 
1924 Herbert Avenve 


ROCKFORD, ILLINOIS, U.S.A. 


Address 


City and State 
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Obituaries 





R. T. Dills 


Robert T. Dills, 
Dills Supply Co. 


Robert T. Dills, 72, president of 
ls Supply Co., Dayton, Ohio, 
25 at Miami Valley Hos 

ifter a long illness 
had been president of the dis 
firm since 1944 and previ 
ously was vice president of Klinger 
Dills Co. of Dayton, with which he 
had been associated for many vears 
Klinger-Dills later became ‘Trans 
mission Inc. Mr. Dills had been 
ictive in the supply industry since 


ton: 


William L. Neilson. 
Norton Co. 


William La Coste Neilson, vice 
president of Norton Co., died Mar 
> of a heart ailment in Hark 

Pavilion, Columbia-Presbyte 
rian Medical Center, New York 
City. He was 77 

Mr. Neilson joined the firm as 
sales manager in 1907 and became 
1 vice president in 1919. He headed 
the firm’s Italian concern from 1935 
to 1941 and its French company 
from 1921 to 1924. He had also 
been vice president of the Canadian 
ompany. Mr. Neilson served as a 

msultant to the government on 
industrial diamonds 





Alan M. Pyle 


Alan M Pyle, 
E. M. & Co. 

Alan M. Pyle, president of E. M 
Hanson rat ( 


trial Supply 


Hanson 


0., Philadelphia indus 
firm, died at his home 
in suburban Jenkintown Manor on 
Feb. 24 


He was 65 vears old 


Mr. Pvle 


of the Philadelphia Hardware 
| 


vas a former president 
Asso 
ciation. He the United 
States Naval Academy and served as 


t during World War I 


ittended 


1 lieutenal 


Reuben J. Russell 
Century Electric Co. 


Reuben J. Russell, 81, vice presi 
lent and a founder of Century 
Co. died Feb. 11 following 
He had been in semi 


1952 


ration 
rey eT ' 
etirement since 


In 1903 Mr. Russell joined H. E. 








For 
Distributors Only! 


LOWEST PRICES ON 
QUALITY 


IMPORTED FASTENERS 


MEAN MORE SALES 
AND PROFITS FOR yOu 


Be competitive in price on bulk fasteners 
— and still make big profits. In- 
crease both your bulk fastener 
volume and profit per sale. 





STOCK DELIVERY 


Huge inventory in Chicago and Bayonne warehouses. 


LOCK WASHERS 
AT TREMENDOUS SAVINGS 


Both Split and Tooth from one low cost supplier. 


SPLIT SPRING LOCK WASHERS 


Medium section, non-linking; sizes from #6 thru %”. 
Plain and cadmium plated in stock. We positively guaran- 
tee that embrittlement will not occur on any lock 
washers which we furnish plated—and our plating “‘extra”’ 
is extra low. 


TOOTH LOCK WASHERS 


Popular single twist Tooth; Internal and External Styles; 
sizes from #6 thru \”. 


Conforming to American Standards they are— 
Tempered Right—Look Right—Priced Right! 


Samples on request 


Compare heads and threads 


PRICES . . . Watch your profits grow! heads and threads prices 
are consistently lower. 


DISTRIBUTOR PROTECTION POLICY ... We sell to distributors 
only and positively will not sell to users or consumers. 


QUALITY . . . Although you can pay more, you cannot buy 
a finer product. Produced by leading manufacturers abroad, 
pride of craftsmanship is very much apparent in all our fastener 
products. You can sell to your most critical customers secure in 
the knowledge that our fasteners will meet the most rigid 
standards of quality. 


GUARANTEE . . . Complete satisfaction guaranteed 
privileges at our expense. 


Return 


heads Want: 


i 
| se threads inc. 


Your Nome 
Company 
Address 
City 


Phone _ 

















FREE 
CATALOG 


For bigger profits 
on bulk festeners 
send in this cov 
pon for our 36 
page loose lea! in 
dexed complete 
fastener catalog 








Reuben J. Russell 


Ld 
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Lindsey Electrical Supply Co. which 


Glan tel ae C-100 became Century Electric Co. later 
| presi 


that same vear. He was vice 


Two-Stage, Air-Cooled Air Compressor dent and secretary of the firm until 


Delivers MORE He helped found the National 


Electrical Manufacturers Associa 


MINUTE tion in 1908 and served as its presi 
HORSEPOWER dent in 1923. He was vice president 


PER aime) 7 thee. leltl ae) of the Engineers Club of St. Louis 
ELECTRICAL ENERGY 1933 and president of the Asso 
CONSUMED 


Industries of Missouri in 


Frank H. Pullen, 
H. D. Taylor Co. 

Frank H. Pullen, industrial sales 
it Niagara Falls for the H. D 
ir ¢ . Buffalo, died Feb. 11 of 

ttack at the Falls address 
d by H. D. Taylor for 
worked at the 


the past eight 


} 
I 


25-30-40 H.P. 
Provides Higher Operating 
Efficiency Costs Less to Install ae A Renere 
. gers, 


The Curtis Two-Stage Compressor as- Charles Millar 
sures a saving in your power costs. 
It’s air cooled, thereby eliminating a ‘+3 

expensive water bills—quick and easy a Sn Stee NN Fs 
installation with no complicated r & Son Co., Utica, N ¥., unt 
plumbing problems. \is retirement in January, 1943 =~ 
The new C-100 embodies pons RS “pt his 
all the well-known Curtis 

engineering features such 

as centro-ring oiling and 

Timken Main Bearings. 


For complete information 
write for illustrated folder. 


Rogers, manager of the 


« COUN, Harvey W. Ellis, 
Jv % y Syracuse Supply Co. 
REMEMBER - Harvey W. Ellis, manager of the 
% ony wane ween yracuse Supply Co. in Buffalo, died 
‘ MANUFACTURING COMPANY b 7 after an illness of six 
PNEUMATIC DIVISION : = _— 43 


1911 Kienlen Ave. St. Louis 20, Mo. A lis was formerly chief meth 





engineer for the Bendix Avia 


— -1 | pacxaceo tion Corp., Eclipse Machine Divi 
fe vy F ii] ee sion, in Elmira, N. Y. He was a 
AIR past president of the Niagara Fron 
AIR HOISTS AUTOMOTIVE | | — tier ¢ hapter, American Society of 

AIR CYLINDERS AIR COMPRESSORS = L-+— CM-21 ool Engineers. 
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“T BUY ON COLD, HARD FACTS!” 


and he EVES 


buys WILTON 
Machinists’ 
Vises! 


You’ve met him. Calculating Cal, the walking slide 
rule. Last time he smiled was at his mother-in-law’s 
funeral. Still wears a celluloid collar. A real hard 
buyer, one that can’t be swayed by anything but 
facts. He softens up, though, when he hears the 
Wilton Machinists’ Vise story . . . 68° more strength 
. . 54,000 psi malleable castings in stressed parts . 
permanent lubrication . interchangeable jaws . 
360° rotation with double lock nuts . . . lower replace- 
ment costs... more working advantages... used and 
preferred by the leaders of industry ... COST NO 


MORE than ordinary vises . . . and, to clinch the sale, 


WiLTO 
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WILTON’S UNCONDITIONAL 
GUARANTEE! Selling is 


ways have the edge with Wilton 


FIVE YEAR 
seldom easy but you al- 
because you have 
more to offer 

BETTER PRODUCT, COMPETITIVE PRICES 
AND THE STRONGEST VISE GUARANTEE 
EVER OFFERED! 

That, plus Wilton’s “Square Deal” distril 

is what makes it so profitable to sell Wilton | 

ists’ Vises, and the complete lin« 


WRITE FOR NEW FREE CATALOG! 


TOOL MFG. CO., INC. 


SCHILLER PARK 


ILLINOIS 


25 


1957 2 





the right dresser for 


EVERY WHEEL 








Only Desmond can furnish you with the correct dresser for each 
type grinding wheel. Some are shown above, left to right: 

For large coarse wheels—the Desmond Heavy Duty, in two sizes. 

For abrasive belts and drums—the Desmond Beltbrasive, in three 
sizes. 

For general utility—the Desmond Huntington, in three sizes. 

For precision work—Desmond diamond hand tools. 

For fine work—Desmond Ball Bearing Precision, which does the 
work of diamonds in many applications. 

Also—Desmond Hex, Desmond Rearwin, Desmond Sherman, 
Desmond Diamo-Carbo, Desmond diamond nibs for all makes 
of grinders, Desmond Crackerjack—and special dressers and 
cutters for unusual applications. 

Write for new Desmond Dresser Catalog, 
nearest Industrial Distributor 


and name of your 


THE ONLY COMPLETE LINE OF GRINDING WHEEL DRESSERS AND CUTTERS 


Desmond 


THE DESMOND-STEPHAP MFG. URBANA, OHIO 


Your prospects will see this sales-build- 
ing advertisement in Mill & Factory, 
Foundry, Modern Machine Shop and 
other publications. Total circulation more 
than 250,000. For steady, repeat busi- 
ness—promote Desmond. 
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NEWS 


(Starts on page 124) 





Creston E. Overstedt 


Farquhar Machinery 
Appoints Overstedt 


Creston E. Overstedt has been 
named machine tool sales engineer 
by the Farquhar Machinery Co., in 
dustrial supply and equipment firm 
of Jacksonville, Fla. 

Mr. Overstedt has had long ex 


perience in the machine tool field. 
He was formerly sales manager for 


W ilson 
engineer for 
weather. Mr 
business for 
ing engineering and selling machine 

ols. He lives at DeBary, Fla 
Mr. Overstedt was named to re 
ce Fred A. Milnes of North Mi 
Fla., who has left to go into 


softener business in Jack 


Automation and was sales 
Motch and Merry 
Overstedt was also in 
a while for himself do 


water! 


11 
SOnNVI1LEC 


Shifts Morrison 


Grant A. Morrison, formerly Car 
boloy cemented carbide component 
parts representative in the Houston 
irea for General Electric Co.'s 
Metallurgical Products Department, 
has been transferred to Detroit as 
in the 


engineering administrator 


firm’s engineering section. 





Production ' : 
Maintenance Construction 


BLACKHAWK offers you the only 


complete hydraulic approach to 


present and future growth markets! 


ou’LL find it pays to join the many BLACKHAWK 


’ 
For your customers distributors handling this 30% profit line . . n- 


plants, too, it's time to start joying plus profits of $15,000 and up yearly! Prospects 
growing hydraulically! everywhere: On every call you make there’s a hydrau- 
lic application — and a Blackhawk tool to do the job 

Put Blackhawk’'s complete faster, better, at lower cost! 
line of hydraulic production, So show your customers how they can save time and 
money in every department . . . in every operation 
maintenance and testing tools Powerful Blackhawk national advertising is behind you 
into your 1957 selling plans! . . . telling your story to industrial, electrical and con 

struction men! 


Visit our Booth No. 821 at the Triple Mill Supply Convention, June 18, 19 and 20 


LT 7 . See us in Sweet's Catalog No. = 


Free “Idea” Catalog No. 
H-201 shows you 100] 


, w 
4 | eee applications of Blackhawk BLACKHA 

‘| Hydraulic Tools. 
a |" 


BLACKHAWK MFG. CO., Dept. H-1747, Milwaukee 46, Wisconsin 


“The world's largest manufacturer of hydraulic power t 
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You can make more money with 


BORROUGHS 
STEEL SHELVING 


Borroughs’ outstanding features 
mean more sales for you! 


M. A. Hayden 


Vickers Creates 
T, Four New Divisions 
HERE’S no greater shelving value than Borroughs’ in wit ok tin piliashinn 
S Dpadl OT the aecentranzatnion 
.. and there’s no better way for you to make extra stiiiatainn Miubicli, aitiaiiiieidh teatia a 
sales than to cash in on Borroughs popularity. First it iene tae fear obfitinnal 
of all, what has Borroughs got to offer? Borroughs operating divisions have been set 
has the most simple and most rapidly assembled ip. Each has its own engineerit 
shelving on the market—bar none. This means manufacturing. sales at 


ee ee Borroughs shelving saves money from the first day 


bracket .. no fumbling of its installation. Look at the illustrations on the \. Hayden and W. | 
with studs, bolts, nuts or 
lock washers. 


Driver 
left... see how easy it is to install and adjust shelves. have been named general manage 
Except for the top shelf (2 bolts and 2 nuts), no ind general sales manager respec 
other bolts or nuts are required for shelves. No spe- tively the new machinery hy 
cial tools are needed. Don’t miss out on the big, 
profitable Borroughs market. Write today and get 
all the facts. 


raulics division. The three other 
new divisions are: aero hvdraulics, 
mobile hvdraulics and international 
With the firm 22 vears, Mr. Hay 

len had been general manager of 
a oe immediate delivery from the Waterbury tool division. Mr 
ready for loading. river joined the company 12 vears 
factory warehouse distributors 70 and managed several branch 

fices and the industrial products 

sales department, now part of the 


4 


hinerv hvdraulic division 


aia 
bet ee 

| 
—- 
M4. WV 


Ty 
v4 


} 


h { 4b 
tHe 
Fy 


fal) ea 


— a 


al 
ae 


/a='= 


Vr 


Each individual unit is complete in 


e° t t 
itself ..no part depends on unit next to With Borroughs Fork Lift Adapter any 


it.. any unit can be moved independently. 4 b 
y P ’ Borroughs unit can be instantly moved any 


where without disturbing adjacent units or 
stock in unit. 


BORROUG HS MANUFACTURING COMPANY 


OF KALAMAZOO 


A SUBSIDIARY O AMERICAN METAL PROL TS COMPANY OF DETR 


3024 NORTH BURDICK alip KALAMAZOO, MICHIGAN 





W. F. Driver 
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Republic Supply Sales You always PROFIT when you sell QUALITY! 


Show Gain Over 1955 - 
Makes MAINTENANCE easier! 
Sales at The Republic Supply Co. 


of California for 1956 were $32.389 


QOU as compared to the Los Angeies LIQUID WRENCH 


supply firm’s 1955 sales of $27, 
083.000. 


Net profit was $983.000 as against LOOSENS rusted boits 


$555,000 for 1955. Earnings per nuts, screws, “frozen” parts! 


share showed an increase in the ; 
same ratio with $2.43 in 1956 against " power ae 6 Qmaating 
$1.85 per share in 1955. solvents. Frees parts frozen by rust, 
Each year, for the past seven, the corrosion, scale, paint, varnish, car- 
bon or gum. Safe for all metals 





firm has furnished all personnel 
with a financial report, well in ad 
vance of a series of regional meet 
ings at which John J. Pike, presi 
dent, discusses the company’s plans, 
policies, finances and answers ques 
tions on all phases of management 


Questionnaires are furnished so that 
Gasket & Joint SEALING COMPOUNDS 
Heat-proof, vibration-proof, non-solvent. Will 
not shrink, crack or crumbk meets every 
anonymous gasketing and sealing requirement Prevents 


employees may prepare their ques 


tions in advance and these can be 


rust, corrosion and seizure of joints 
Gasxer a 10” 


SEALING compe ' For Profit . . . Sell Quality! 
For information write Dept. 4 


RADIATOR SPECIALTY CO., Charlotte, N. C. 


In Conode: Redictor Specialty Co., Ltd., Toronto 





SPEEDY 1-TON AIR PRESS 


Does the work of expen- 
sive presses! 5-inch 
throat; Ram 0 to $’; 
stroke %"; table 5” x 5”. 1 ¢ FOOT CONTROL 
Operated by foot or ve 

Morse Retires fingertip controls. $85 


7 HIGH SPEED - POWERFUL GRIP 

At Stanley Works S 
W. Ronald Morse retired April I - New, improved model speeds up all repeat 
operations— milling, drilling, tapping, punch- 


as executive vice president and di ; AEN Als aes. 
7 ; aveting. ) ands lett tree to 
rector of The Stanley Works. ing, bending, riveting. Both hé 


Mr. Morse first joined the firm SPEEDY AIR RAM No. 70 
in 1919. From 1921 to 1928 he was Mounts in any position. 


W. Ronald Morse 


produce more! Light squeeze to 2250 pounds 
pressure! Extra thick jaws for attaching jigs 


: Compact, extremely aw »n to 3 inches; 6" to %” maximum 
secretary of the Mohawk Mfg. Co. sturdy. Exerts gentle Ja $ ope . 


pressure to one ton travel. Complete with foot control. air hose 


928 Stanley ; 
In ] he rejoined Stanley nd ” thrust, 64%" high, 5%’ and fittings es $44.00 
1949 became vice president of the wide. $35.00 


hardware division. [le was ap Write for new Air Tool Catalog 


winted to the board of directors 
: W. R. BROWN CORP., 2657 N. NORMANDY AVE., CHICAGO 35, ILL. 


LA kK « AIR VALVE a) esi mes | e PAINT PRAYER e AIR COMPRES! 





in 1950 and was named executive 





vice president in 195]. 
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JACKS for All Trades 


100-Ton Hydraulic 
Mode! 100812 


Ratchet Lowering 
Model 2215SB 


Ball Bearing Journal 
Model 2510 


Hydraulic “Two Speed” 
Model 25822 


Hydraulic “Hi-Speed” 
Model 8-9A 


[Was] 


out the 


WESTERN 


C | Industrial Division —2400-2434 S. Ashland Ave., Chicago 8, Ill. 


No matter who your customers are... 
No matter what kinds of jacks they use... 
You can supply them IF you carry... 


WESTERN 
‘pupa WACKS 


WESTERN is a new name in the jack manufactur- 
ing industry, having only recently acquired 
the jack portion of Bupa Division, Allis- 
Chalmers Mfg. Co. This old, established, 
highly-reputable line of 120 models in 9 basic 
types is wisely and widely diversified and thor- 
oughly complete . . . expertly selected to sup- 
ply the mass demands of the whole industrial 
market... capacities from 3 to 100 tons... 
closed heights from 634” to 38”... lift ranges 
from 1% 
fast mover because comprehensive user-market 


analyses pinpoint each as a necessity by many | 


basic industries. 

But more has been changed than just the 
name. WESTERN is determined to become the 
most aggressive jack manufacturer... the 
most attractive to buy from... the most profit- 
able to represent. Here’s how: 

New SALES Policy 
representatives 


inted. Territories 
representatives ca 


New SERVICE Policy 
Authorized Repair Stations New 


] J } rT. 
cated been apf 


strategically through- 
nation carrying com- set up so 
plete stocks of replacement concentrate on proper servic- 
parts. Prompt repair service distributors 


ing of selected 


New DELIVERY Policy New DESIGN Policy 


WESTERN has built up an in- WESTERN has announced 

ventory of all models, all 100-ton hydraulic jack—illu 

types. No matter how large trated above. More jacks are 

an order is placed, deliveries on the drawing board ‘ 

will start immediately others are being redesigned 
refined, improved 


New PROMOTION 
. 

Policy 
Direct mail pieces for distrib 

» send to their cust 
ing industry publications .. . er lists . ample space for 
urging users to buy WESTERN imprinting so distributors can 
Jacks from WESTERN Distrib- tie-in with WESTERN’S nat 
utors al advertising. 


MEMBER 
America Supply and Machinery Manufacturers Assn., Inc. 
Write for all facts 


New ADVERTISING 
Policy 


Hard-hitting, interest-provok- 
ing ads are scheduled in lead- utors te 


RAILROAD 
SUPPLY 
COMPANY 


6799 
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Lynn H. Durham 


Durham To Manage 
Hajoca Branch 

Lynn H 
manager of the Hajoca Corp. branch 
at Danville, Va., it was announced 
by J. W. St. Clair, president. 

Mr. Durham joined Hajoca in 
1939 but, during the war vears 
1941 to 1945—he with the 
irmed Reentering Hajoca 
employment, he trained in various 
departments of the Danville branch 
Hie became sales representative and 


Durham was named 


served 


forces. 


heating and cooling specialist, priot 
to his appointment is branch man 


age! 


Promotes Gentile 


Joseph M. Gentile has been made 
executive vice president by Resisto 
flex Corp. He served as treasurer the 
past five years and vice president in 
charge of manufacturing the past 


two vears. 





AUTOS FOR EMPLOYEES 


Transportation is provided for em- 
ployees of a Florida light and power 
company by selling them cars, notes 
Fleet Owner, McGraw-Hill publication 
The firm buys cars at fleet prices, then 
sells them to employees at the same 
prices. A 25% down payment is fol- 
lowed by a payroll deduction plan 
which must be completed in two years. 
It can't be just any car, though, the 
magazine observes. Its list price must 
not exceed $2200, and convertibles 
are ruled out. Though the company 
doesn’t specify colors, it takes a dim 
view of off-beat hues like lavender 


and periwinkle. 














Here—the Hottest ‘New Business” Line of the Year! 


GRACO’S COMPLETE LINE OF “DIRECT-FROM-DRUM” PUMPS 
FOR LIGHT FLUIDS » MEDIUM + HEAVY SEMI-SOLIDS 








For spray gun systems, this new Portable Powerflo spray outfit For full open-head drums, this 
Powerflo will supply up to 20 is designed for 5 or 10 gol Powerflo 8-: Mogul-type unit 
guns, ‘‘direct-from-drum poils, fits the needs of many handles the heaviest sprayable 
Model 226-008 customers. Model 225-837 moteriols. Model 225-886 











You sell Cost Cutting and Labor Saving! 


In the drive to lower manufacturing costs, an important 
new area is crackling with action! For alert distributors, this 
means sales action! This area, extending into every type of 
industry, is the original container (drums, pails, tanks) and 
how to get the contents out. 


F 
: These air-powered Graco Powerflo “Direct-From 


Drum” Pumps have revolutionized the transferring, 

spraying or extruding of nearly every conceivable The new Graco Red 
type of modern material — from the light oils to smree Sn 
sealing compounds so heavy they won't pour. ng 
Sessa at eaaaiiadiitidiin it Most of your customers use fluids or materials ofa Meal 23408 
the famous Graco Fast Flo “di- received in drums or pails. You can get new busi- 

ec fromdrum Pump! flendies ness by talking Graco Pumping to them! 


Model 225-761 




















See the Graco 
Section in Sweet's 
Plant Engineering 

; File! 

This Graco Powerflo “Inductor Here, for extrusion of very In this new Powerflo unit . 
outfit wipes drum’s sides clean heovy moterials, the inductor use-it-oll" pumping ond ex 


as the pump descends. Model plate is powered by a Pnevu- truding is done from 5 or 10 AS I aoe, 
204-490 matic Ram. Model 203-765 gal. pails. Model 225-951. sat — 


e TATA 
Jew CATAL 











x sf) // 


: j 7 - » 
( TELLS 7 
' 40 pages of photos, 
\ data and application 


charts on entire Power- 
flo line. Write for your 


“DIRECT-FROM-DRUM” PUMPS copy! 
GRAY COMPANY, INC. @ 45 Graco Square @ Minneapolis 13, Minn. ge 


Factory Branches and Test Laboratories: New York + Philadelphia + Detroit + Chicago + Atlanta + Houston * San Francisco 
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ces » f Pie . aa AG 
cet aie 


’ STANLEY 


Ce Se 


NEW CATALOG MAKE-UP 
t I ttention « 
and Saics Mal 
Ww Sup] 


i 





Lunkenheimer Moves 
Mahon to Houston 
nt P Mahon. sales repre 
Lunkenheimer Co.., has 
from Chicago to 


he succeeds Tollie 


ver the Hous 
Green. With 


he had been 





We definitely don’t recommend it... no doubt neither do you, 
but almost everyone at some time or other misuses a screw ; ia Ss : wine 
driver and wallops it with a hammer. Stanley is first with this ie a a 
“Cushion Core” screw driver. The green core absorbs the for iu f America 

impact of hammer blows and makes the screw driver last longer. 





2006 


2007 


“CUSHION CORE” 3008 
2006 
Standard blade and tip 3, 
4, 6 and 8 inch blades. 
Here’gthe new ‘‘Cushion . 2007 
Core” that cushions hammer Square bar, standard tip 
blows. See how it is placed at 4, 6 and 8 inch blades. 
the end of the blade where . 2008 
force of impact is otherwise Light blade, cabinet tip 
directly transmitted to handle. 3, 6 and 8 inch blades. 








7" 


a * a A 
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SOSSNER| = atez; 





Yes! Sossner taps are tem- 

pered, not just once, not 

just twice, but THREE 

TIMES. The result ...a 

tougher, more reliable, longer lasting 
tap...less chipping...less breakage. 


Triple Tempering, standard with Sossner, 
can make all the difference. Get FULL 
VALUE taps... Get SOSSNER. 


QTHER SOSSNER EXCLUSIVES 


elektraLUBE. SPIRAL TAPS... 
The most complete line 
Regular Style +4 thru 5/16” 


Hook Style +3 thru 5/16” 
elektraLUBE tak 


ditical points ark Three Flute Style....1/4” and 1/2” 


Double Scoop Style ons 


1 @}—}—) 1 Se 9 oe - 2 OO) Oe LO) 1). 7 wale), | 
29 BROADWAY. LYNBROOK, L.I., N.Y. 


NOTE TO DISTRIBUTORS: FIND OUT WHY THE 3 SOSSNER EXCLUSIVES AND 
OTHER ADVANTAGES WE OFFER THE DISTRIBUTORS CAN MEAN EXTRA SALES 


FOR YOU. ... CONTACT MR. T. T. SOSSNER 


INDUSTRIAL DISTRIBUTION e@ APRIL, 1957 





BIG NEWS ABOUT 


DROP LIGHT 
REELS 


Perfect portable industrial light- 
ing—ideal for warehouses, load- 
ing docks, construction jobs and 
dozens of other uses! Available 
in 20’, 30° and 40’ cord lengths. 


Cape Sy, 


ELECTRIC 
BALANCE 
REEL 


for 


POWER 
TOOLS 


Eliminates costly 
“waste motion” on 
production lines! 
Completely elec- 
trical—does away 
with separate bal- 
ance wire cables. 


17th & Indiana Ave. 
Philadelphia 32, Pa. 


Here's your opportunity for 
the same high unit profits and 
easy sales that have made the 
Cordomatic line popular with 
automotive jobbers for years. 
Now, Cordomatic has developed 
a new line of products which is a 
“natural” for the industrial and 
electrical fields...and they're 
being pre-sold to all of your 
customers in the trade books they 
read most. The products are uni- 
formly high in quality ... fully UL 
approved ... yet, in keeping with 
Cordomatic’s policies, are priced 
to sell! 


Warehouse stock available in all 
principal cities in U.S. and Canada. 
Write today for free illustrated 
brochure and price sheets. 


CORDOMATIC DEPT. “W" 
17th & Indiana Ave. 
Philadelphia 32, Pa. 

Nome 

Address. 


City i . Zone . State 


Me ee ee ee 
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Norman K. Anderson 


Warner Electric Brake 
Names Two Executives 

Norman kK. Anderson and King 
DeSeve of Warner Electric Brake 
& Clutch Co. have been assigned 
to new posts. 

Mr. Anderson has been appointed 
vice president and general manager 
of the industrial division and Mr. 
DeSeve has been named vice presi 
dent and general manager of the 
automotive division. 

With the firm since 1946, Mr. 
Anderson had been vice president of 
sales. Mr. DeSeve previously had 
served as vice president in charge of 
manufacturing operations. Both 
men were formerly with Fairbanks- 
Morse Co 


Moves Mid-West Office 


Ihe mid-west office of Clark Bros. 
Bolt Co. has been moved to 9500 
W. Ogden Ave., Brookfield, III. 
he operation is directed by Stan 
ford A. Hurd, mid-west sales man 


igecl 





HUGE ATOMIC LINER 


It has been predicted that a civil 
airliner weighing a million pounds and 
powered by an atomic engine is a 
“not unreasonable” expectation within 
the next 20 years, says Aviation Week, 
McGraw-Hill publication. 














A-—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B-—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D—They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 


=—— 
— 
_—= 


- 
v1 








Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi- purpose power tool, are: 


Webster-Robinson Mach. Co., Tacoma, Washington 
Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

Central Hardware Company, St. Louis, Mo. 

White Star Machinery & Supply Co., Wichita, Kansas 
The Stambaugh-Thompson Co., Youngstown, Ohio 


Product 


De Want 


POWER TOOLS 


DeWALT Inc. 





Olsen Tool and Equipment Company, Chicago, III. 
Ornamental Products Tool & Supply Co., Cleveland, Ohio 
Bidwell Hardware Company, Hartford, Conn. 

Elwood Adams Company, Worcester, Mass. 

Neff Machinery, Miami, Florida 

Rudolf Bass Co., New York, N. Y. 

Warner Hardware Co., Minneapolis & St. Paul, Minn. 


Lancaster, Pa. Dept. ID-704 
Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 
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To handle“any lifting job... 
twelve dependable Duff-Norton 
Hy-Power Hydraulic Jacks 
capacities 3 to 100 tons 


Rugged and dependable, Duff-Norton Hy-Power hydraulic jacks 
are available in a wide range of sizes for all kinds of lifting jobs—in 
all types of industries. Manufactured with care from the finest 
materials, they will function smoothly for many years with a mini- 
mum of maintenance. If you are not enjoying the competitive 
advantages of a full line of hydraulic jacks, it will pay you to talk 
to your Duff-Norton representative. Complete details on these 
quality jacks may be obtained from the world’s oldest and largest 
manufacturer of lifting jacks by writing for Bulletin AD-16-ID. 


<> Duff-Norton Jacks 


DUFF-NORTON COMPANY 
P.O. Box 1889 « Pittsburgh 30, Pennsylvania 


COFFING HOIST DIVISION: Danville, Illinois 


Rachet Jacks, Screw Jacks, Hydraulic Jacks, Special Worm Gear Jacks, 
Rachet Hoists, Electric Hoists, Load Binders, Spur Gear Hoists 
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Ronald W. Douglass 


Henry G. Thompson & Son 
Adds Two Representatives 


Ronald W. Douglass and Jack 
Frost have joined The Henry G. 
(hompson & Son Co. as sales rep- 
resentatives. Mr. Douglass has been 
ippointed to the Milford sales staff 
in the Chicago territory and Mr. 
Frost has been assigned to the De 
troit-Cleveland area. 

Mr. Douglass had been with 
Chevrolet Division of General Mo- 
tors, while Mr. Frost had been with 
Minnesota Mining & Mfg. Corp. 


Jack Frost 





Opens New Warehouse 


Fairmont Supply Co., Fairmont, 
W. Va., has opened a new ware 
house in Ravenswood, W. Va. Lo 
cated a mile south of the town on 
Highway 2, it will serve the Ohio 
River Valley. 











“I FOUND OUT 
IN THE YELLOW PAGES” 


“ an Ha 








America’s Buying Guide for Over 60 Years 





Qne reason your advertising in 
the Yellow Pages will pay off! 


hese are typical Yellow Pages ads that have been appearing 


in PURCHASING magazine for many years. They are directed 
to your customers (the P.A.’s and buyers of industrial prod 
ucts and services). 

The chief aim of this advertising is to remind these buyers 
that the quick and easy way to find local suppliers is to look 
in the Yellow Pages. 

Cash in on this continuing campaign by having your sales 
messages under appropriate Yellow Pages headings to make 


it easy for buyers to find you. 


For further information on Yellow Pages advertising, get in touch with 
the directory representative at your local telephone business office. 
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Find Your 
Nearest Distributor 
In The 


Yellow Pages 


Advertisers of branded 

products like Airtemp { 
Chrysier Corp Black & 

Mfg. Co., Briggs & Strattor f 
Minneapolis Honeywe Regulator 
Co are using the Yellow Pages 
embiem to tel! buyers where to find 
their local distributors 


| 
| 
| 





tat 


HACK SAWS— BAND SAWS 
THE RIGHT BLADE FOR EVERY JOB 


For superior cutting. service Spartan furnishes Kutall Molybdenum 
High Speed, High Speed, Flexard, and Flexible Styles and our | 
SAFE-T-SAW. A welded edge HIGH SPEED BLADE—Shatter-proof, | 
and Die Cutting, Skip, Tooth, Hook Tooth, Flexible Metal Cutting and | 
Wood Cutting Band Saws whose Proven Performance Records bring | 
repeat orders. 


FULL DISTRIBUTOR CO-OPERATION 


Our Sales Policy of selling only through Distributors, full co-operation 
and protection for stocking Distributors will be strictly maintained. 


We Do Not Overload any Territory. 


The Spartan Sales Force is constantly working with and for our 
Distributors at all times. 


Sparty says: 

“We have some open territories. 
A few on exclusive basis. 

If any Distributor wants to tie up 
future profits with a proven metal 
cutting line, write us today.” 


SPARTAN SAW WORKS SPRINGFIELD, MASS. 
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Old Pig Iron 


Pidgeon-Thomas Mascot 


Cleans up at Cat Show 

Mice in the warehouse should no 
longer be a problem for Pidgeon 
Thomas Iron Co., Memphis, Tenn 
The firm’s mascot, “Old Pig Iron, 
vas recently judged so well qualified 


for mousing work that he won two 


firsts and a second prize in working 
lasses of the Memphis and 
d-South Cat Show 

its fr 


hout 


1g! 


m firms and institution 
the Mid-South 


“Dp 
Proletarian 


ym 
cat 
maze and 


mvols | 
IvVOLVeC 


mousing trials as well as conforma 
tion. Pig Iron stalked off with Best 
of Color, Short Hair Specialty; Best 
Kitten, Short Hair All Breeds, 
second prize, all working 
cats Old” Pig Iron 
ram 


months old and still qualifies for 


and 
classes, 
is something 
snomer—he’s actually 9 
kitten classes 
Pig Iron’s 
Charles 
l‘homas 
Mrs. Abbie 


diet and training 


agent and handler 


of 


department. 


DeLappe, Pidgeon 


personnel 

Purcell 
Bert Cole, inside 
salesman, took his official champion 


hip photog 


supervises his 
iphs 


Crucible Steel Promotes 


William H. Knoell has been 
from assistant 

secretary of Crucible Steel Co 
America. George F. Groff, 

yresident-finance, had former 


ld +} 
1Ci { 


vanced secretary 


i 
1e¢ post of secretar 





Make your Danly distributor 
or branch assembly plant 
your source for fast 


delivery from stock. 


DANLY MACHINE SPECIALTIES, INC. 
2100 S. Laramie Ave. « Chicago 50, Illinois 


GQ SiZE RANGES 


For Production or Repair 


You may not be able to see the difference in 
these Danly Dowel Pins but it’s there and it’s 
a big one when it comes to die making, repair 
work or equipment production. One is standard 
size for new work, the other .001” oversize for 
repair work where the hole has been enlarged 
Yes, Danly provides, from stock, two complete 
ranges of diameters and lengths. You'll be able 
to meet any job in your shop with exactly the 
right dowel pin whether it’s new work or repair 


All Danly Precision Dowel Pins are made of 
high-grade steel, hardened and precision ground 
to + .0001”. They drive without upsetting or 
expanding. Lead end taper and driving end 
radius make them easy, simple to use. Modern 
inspection methods assure uniform hardness, 
quality and accuracy. 


A complete line of Danly Die Makers’ Supplies 
are available from stock at leading industrial 
distributors and Danly branch assembly plants 
in all major toolmaking centers. Write for your 
new catalog today! 
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RESINOID 
DIAMOND 
WHEELS 


qualified distributors who specialize in 


and cutting tools. Add a product to your sales picture which has 
approved and is used by major U. S. industries. 


Fy 
| 
4 


*% Distributorships are available to 
abrasives 
been fully 


Your further inquiry is invited and we will be happy to provide full particulars. 


UNITED STATES DIAMOND WHEEL CO. 


AURORA, ILL. 


Top Prize in Wendt-Sonis Contest Goes to Meier 


p., receives $2,001 
ntest. William 

s hands over 

\. Okenfuss, left 


E. H. Meier, center, methods engineer f 
heck as first prize winner in W I 
sentative of Mill 
looking on ar 


and David E. Clark, W 


Brennan, repr 
the he k, whi le 


Wagner Electric 


Wholesale Prices Continue Stable 


Monthly Statistics | 


2° Yearly Stotistics - All Commodities 
(Right hond scale) 


ALL OTHER 
COMMODITIES 


ALL COMMODITIES 
~*f 


PROCESSED F000S * 
+100 


eC) IP 


1947-49= 100 (Revised Series) 
Source: U s Bureau of Labor Statistics 


pirtarer 


pepdeperts ae 
1940 1945 1950 1985 





softening 
d trend during the first 
e widespread. Farn 


ill other coramodit 


Arrow Tool & Reamer Moves Into New Building 


pward 


AF 


sch PLUON BL Leo 


moved into a new 


After being in Detr a 41 vears rrow Tool & Reamer Co. has 
building at 711 St nson Highwa | i The firm’s line of “Fascut 
I l Mich 


s will continue to  manufa 
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MORE “‘PULL’’. . . MORE PROFIT 
with G & K Industrial Leathers 


Profits, in volume are yours with Graton & only leather can do the job... and for the more 


Knight's revitalized industrial leather line. Spear- critical of these, G & K, and only G & K gives peak 
headed by the “pulling power” of G & K’s pliable, performance and long life — consistently. 

strong, stretch-resistant transmission belting, the Your customer knows this. We’re reminding hin 
line includes a variety of top-grade packings and by an advertising of your « 
service. Share his enthusiasm by recon 


dependable G & K leather produc ts 


ontinued interest and 


miscellaneous leather goods. 
For a host of industrial applications, leather and 


FGRATON GRATON& KN IGHT 


KNIGHT & 
WORCESTER, MASSACHUSETTS 


7 
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John Klein 


William T. Gibson 


Deming Elevates Klein, 
Names Two Representatives 


REED MACHINISTS’ VISES last a long, long 
time. The few seconds saved by Reed's easier, 
‘ er a " issistant sales manager by The Dem- 
faster, no-play action are significant in a single =e gan. Baise 
Ing O at two eCpDIrese atl _&® 
work week ... substantial throughout the long, litt P tteed ane Mitel 
useful life of the vise. Further, good workmen Kaltenbach, have been assigned. 


like good tools ... do better work with them. Mr. Klein had been manager of 
the Jacksonville, Fla., sales ofice and 


John Klein has been promoted to 


Yes, a vise is a vise. But Reed Machinists’ 
Vises are better ; . . with differences that lower 
labor costs for your customers and build good 
will for you. It pays to sell quality! 


ASK YOUR DISTRIBUTOR 


REED MANUFACTURING COMPANY 
ERIE, PENNSYLVANIA © U. S.A. 


Robert Kaltenbach 
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also served as a sales representative 
in the southeast. 

Mr. Gibson 
distributors and dealers in west Wis 
consin, Minnesota, North and South 
Dakota and Montana. He will also 
conduct pump classes for dealers 


will call on pump 


and jobbers. 

Mr. Kaltenbach has joined the 
company as factory sales representa 
Wisconsin 
He was formerls 


tive for eastern and 
northern Illinois. 


with a consultant engineering firm 


Firth Sterling Holds 
District Chiefs Meeting 


Recent annual district managers’ 
meeting held by Firth Sterling Inc. 
was attended bv nine district chiefs 

lhomas G. Barnes, vice president 
—sales, presided over the meeting; 
four informal all-day sessions were 
held and the fifth day 


for private interviews. 


was reserved 


District heads present included 
J. M. Hartford, Conn.; 
H. M. Westfield, N. J.; 
J. J. Sowko, Pittsburgh; S. A. Smith, 
Cleveland; J. S. Roller, Detroit; 
R. Q. Valoon, Melrose Park, lil.; 
R. W. Guenther, Birmingham, 
Ala; R. B 
W. H. Davis, 


Deming, 
Dawson, 


Lewis, Houston; and 


Los 


Angeles. 


On Firth Sterling Board 

Dr. Paul I 
the atomic division, Chase 
Manhattan Bank, has been elected 
to the board of directors of Firth 
Sterling Inc. 


Genachte, director of 


energy 





SILENCE TREATMENT 


A bus company in Berlin, Germany, 
thought it was doing passengers a 
favor when it installed loud speakers 
throughout the bus so they could en- 
joy music. But some non-music lovers 
objected to this invasion of their pri- 
vacy. As a result, the company an- 
“silent 
compartments” for those who like to 


nounced it would establish 
ride in quiet, reports Bus Transporta- 


tion, McGraw-Hill publication. 














Spotcheck 


SPRAY CAN 


SK-3 Complete Inspection Kit 


Everything needed for complete dye penetrant 
inspection included in handy, lightweight 
Fiber-glass carrying cose. 2 cans Penetront, 
2 cans Developer, 4 cons Cleaner. Instruction 
book and cleaning cloths 


ALL ABOUT SPOTCHECK! 


SPOTCHECK — manufactured by the 
MAGNAFLUX CORPORATION —is 
the Dye Penetrant Inspection available 
in pressurized spray cans. For mainte- 
nance and in-process inspections, 
SPOTCHECK marks all crack type 
defects open to the surface (including 
defects invisible to the naked eye). 


A “SMALL ORDER” PROFIT GETTER 


| SPOTCHECK is used to inspect metals, 


carbides, ceramics, plastics, etc. YOU can 
see that the market is BIG and what is 


| more important, GROWING! In use, 


SPOTCHECK SK-3 KIT materials are 
used up in a hurry. Repeat business is 
really automatic! You get big profits 
and fast — you buy by the case and sell 
by the can. You can also supply your 
largest users with bulk deliveries. You 


| can get the ball rolling with a modest 


stock because you will be dealing with 


| MAGNAFLUX, the leader in the testing 
| field. We can steadily and rapidly fill 


your orders — FROM STOCK 
PRICE INFORMATION 


gives you— 

the distributor— 
these 

rele MZelaliele[-15 


e SMALL INVENTORY 


modest dollar and space investment 


STABLE PRICE 


All substitutes cost more 


NATIONAL ADVERTISING 


By Magnoflux 


DIRECT MAIL PROMOTION 


Tested folders for Distributor use 


MINIMUM SELLING TIME 


No Service Calls — Good mail seller 


HIGH PROFITS 


High first sale profits 
Higher replocement profits 


SPOTCHECK Gives Your Customers 


oe COMPLETE INSPECTION — Avoids visucl 
guesswork. No other equipment needed 


@) FAST INSPECTION—This easy-to-use 
“crack finder” sprays on fast with no 
waste. 

© PoRTABiity — the lightweight SK-3 Kit 
can be used in the plant or in the field 
No power needed 


e& LOWER PRICES — ALL substitutes tost 


more! 


(on SATISFACTION — Magnofiux guarantees 
satisfaction with all its products 


The complete SK-3 Kit shown above is priced at $36.00 to your customer. He con't do better 


anywhere. Send the coupon below for more details 
Kits, low case lot prices on replocement moterials, and bulk deliveries 


NO solesman will call 


Get Distributor price list on the SK-3 
DO IT TODAY! 


| MAGNAFLUX CORPORATION 


NAME on 
TITLE dipole 
COMPANY___ 
ADDRESS__ 
os 

WE DISTRIBUTE: 

| Production Equipment 





LJ Industrial Supplies 





(ee eee ee ee 
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7330 West Ainslie Avenue, Chicago 31, Illinois 
Please send all details on Spotcheck including distributor terms 


ZONE STATE 


Plant Maintenance Equipment 


Automotive Maintenance Equipment 





Now, right in your own shop, you can attach “Holedall” 
Couplings to any type of industrial hose ...to meet your 





customers’ requirements for coupled hose promptly, and 


with the assurance that you are furnishing the strongest, Columbus McKinnon Chain 
. ; Assigns Representatives 
safest couplings for every type of service. 


R. Morrison of Glen Bur 


\Md., has been appointed direct 


The “Mulcoram” ... the hydraulic press for making the coup- fom 


ling attachment ...is small, compact and inexpensive. It is 


representative in Delaware 
7 
| 


ind central Pennsylvania 

r the Columbus McKinnon Chain 

ind its Chisholm-Moor 
Division. 


easy to operate, either manually or by power. 


With the “Mulcoram” and “Hole- Tp 
dall” Couplings, you can quickly ist 
supply complete hydraulic hose Arthur H. Luchs, headquartering 
assemblies, using wire, rayon or 
cotton braid hose; or you can 
furnish wrapped ply and rubber lirect factory representative in 
or cotton covered hose with coup- tner;i California and Nevada 
lings attached. Never before has the firm’s chain produc ts line 

such a practical, economical meth- 
od, or such assurance of customer 
satisfaction with the couplings sup- 
plied, been available. It will pay 
you to get all the details. 


in San Francisco, has been named 


noi 





Attached quickly and easily by the hydrau- 
lically-operated “Mulcoram”, this unique 


WRITE FOR BOOKLET 


Completely illustrated, it describes the 


coupling is there fo stay ... virtually molded 
to the hose by a multiple gripping arrange-, 


ment illustrated in the cross-section view, 
above. This super-strong application of hose 
to coupling precludes the possibility of the 
coupling pulling or blowing out of the hose, 
even under highest pressures. Furthermore, 
it is not necessary to alter the hose in any 
way before making the attachment. ..no 
buffing or cutting of the cover. 
“MULCONROY Sia2u... 


_aean . 


INDUSTRIAL DISTRIBUTION 


revolutionary MULCONROY HOSE 
COUPLING SYSTEM and how quickly, 
easily and economically it can be 
operated ...in your own shop, with- 
out skilled labor ...to provide coupled 
hose of any description, with coup- 
lings that can't come off and which 
actually prolong the life of the hose 
by protecting it against the effects of 
continvous flexing at connecting points. 


WHERE OTHERS 


@ APRIL, 1957 


H. CHERRINGTON, JR., presi 


f Standard-Machinists 
Pittsburgh, greets 


vated office 


Supply 
visitors in newly 





“10 YEARS ON THE JOB 
and our 


SOLID 
CARBIDE 


Hundreds of tool men have 
HPH and IBH Standard Milling 
tributor of tools, you'll value 
have worked Super cutters for 
ind you'll profit by passing th 
tomers wherever you call 
Here’s why: For high speed machining 
brass, our HPH cutter has big solid carbide blade 
elimination of braze strains. Blades set 1 
diameter x 2 You sharpen with i minimum 
you lose with serrated-back blades 
a sharpening. The 


is super 


few thousandths or less at 

use the carbide down to a stub because 

you a locking area the complet 

though part of the body itself since 

occurs—as it may in the best shops 

net your cutter body. There are no threads in th: 

ire tapped to take locking screws let in from the 
The Super cutter body is #4! 

Drift pockets are machined under wedges for quick ret va 

Mounting is versatile; it may be bolted o +50 NMTB 


has a keyway and ground bosses for arbor mounti 


Steel, heat treated 


SUPER IBH CUTTER 


r metals. A if 
t big Super line of 


you're not familiar with the 
r excep solid and carbide 


tive angie t tipped tl ols, write tor our complet 


5 catalog and full information on oui 


diameter +z 
f sales and distribution plan 


correct grade 


the nroner 


TOOL COMPANY 
21650 HOOVER RD. - DETROIT 13, MICHIGAN 


NEW YORK LOS ANGELES 


WAREHOUSES CHICAGO DETROIT 


Subsidiery of Von Norman ind, Inx 
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I) 


FAAS 


LAA di ddd 


OFFERS 
ALL THIS! 


A complete line of 

power transmission equipment 
using one interchangeable 
bushing system 


Browning is your one source for an integrated line of V-belts and sheaves, 
roller chain and sprockets, paper pulleys, and rigid, flexible and chain 
couplings. Profitable and easy to sell because the entire system employs 
Browning’s unbreakable malleable split taper bushing, which mounts 
and unmounts easily but won’t loosen in usage. Standardizes whole plant 
on one-type bushing, saves time, lowers’maintenance costs. You can stock 
thousands of size and bore combinations, yet lower your inventories, 
save space and time, simplify orders and deliveries. Write today for 
detailed information on this complete line. Ask for free copy of Catalog 
GC101. Browning Manufacturing Company, Maysville, Kentucky. 
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Earl A. Frazier 


Frazier Heads Area Sales 
For Roebling Division 


Earl A. Frazier has been made 
New York district sales manager for 
the wire rope and aircord division 
of John A. Roebling’s Sons Corp 
Formerly Cleveland district sales 
manager, he has been with the firm 
19 years 
Mr. Frazier will direct sales activi 

n New York, northern New 

ind New England 


Warehouse Men Elect 


Newly-elected officers of the 
American Steel Warehouse Associa 
tion, northern California Chaptet 
for 1957-58 are: Frank B. Stewart, 
U. S. Steel Supply Division of 
United States Steel Corp., presi 
dent; E. A. Jones, A. M. Castle & 
Co., vice president; P. M. Oakley, 
George R. Borrman Steel Co., secre 
tary-treasurer; and S$. W. Sloneker, 
Hickinbotham Brothers Ltd., Stock 
ton, chapter director. 





ENGINEER-TYPISTS WANTED 


A British editor, noting the increased 
use of electronic computing machines 
in government offices, still thinks it 
will be a long time before he will 
see woant-ods for “engineer-typists” 
or “shorthand-electricians”, reports 
Electrical World, McGraw-Hill magoa- 


zine 














Yale Division Adds 
Two Sub-Branches 


Two sub-branches have been es 
tablished by Yale Materials Han 
dling Division, The Yale & Towne 
Mfg. Co. in Baltimore, Md., and 
Harrisburgh, Pa., and will operate 
under the direction of the Philadel 
phia branch. 

Ihe Baltimore sub-branch will 
serve eastern and central Marvland 
ind industrial accounts in Washing 
ton, D. C. It is staffed by James 
K. Redding; John J. Nagle, Jr. and 
Frederick W. Hopkins, sales repre 
sentatives 

(he Harrisburgh operation cov 
ers east central Pennsylvania and 
\. S. Gleason and William T. 
Ainge, will represent the division 
in that area 


Moves Cleveland Office 


Ihe Cleveland sales and service 
branch of The Yale & Towne Mfg. 
Co. has been moved to larger quar 
ters at 3560 E. 93rd St.-and two 
sub-ofiices opened in Youngstown 


and Akron 





William P. Gillespie 
Fayette R. Plumb Elects 
Gillespie Vice President 


William P. Gillespie has been 
elected vice president in charge of 
sales by Fayette R. Plumb, Inc. 


Sales manager of the firm since 


January 1956, Mr. Gillespie has cov 
cred the hardware trade nationally 


for the past 20 years. 





reasons why 
you pocket 
more profits with 


BUFFALO'S 


complete line of 


QUALITY 
EXTINGUISHERS 


SELECTIVE PROTECTED 
DISTRIBUTION =| & TERRITORY 


NO CHAIN QUALITY, NATION- 
STORE ALLY ADVERTISED 
COMPETITION 1 PRODUCTS 


NO DIRECT SALES A COMPLETE LINE OF 
.. «ALL SALES FIRE EXTINGUISHERS, 
GO THROUGH BRASS GOODS AND HOSE 
DISTRIBUTOR FOR EVERY FIRE HAZARD! 


Yes sir, when you sell Buffalo’s Underwriters’ Laboratories and 
Factory Mutual approved line, you can provide your customers 
with dependable protection against every fire hazard! And 
you make more profits too, because Buffalo's complete line of 
quality fire protection equipment plus their outstanding Selec- 
tive Distribution Policy put you in the best competitive position 
possible. If you are not a Buffalo distributor, write today for 
complete information! 


BUFFALO FIRE APPLIANCE CORPORATION 


oS 2% Bye es S . o uw it @ 
ESTABLISHED 


B UW, Fi; FA [ 0 the right extinguisher for every 
fire hazard . .. plus a B complete 


etter-buil line of brass goods and 
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Sixth Branch Opened By Oliver H. Van Horn 


Sold only through Distributors 


Latest branch of Oliver H. Van Horn ¢ ins, is located in Jackson, Miss 





Oliver H. Van Horn Co., Inc., 


of New Orleans, now has a branch 
> — > 
in Jackson, Miss. It is the sixth Phoenix Rubber 


Names Sales Head 


| 


branch now operated by the firm 
the others being located in Bator . ; 
ae Cee oes _ hl _ , B. Bates has _ joinec 
Rouge and Shreveport, La., Fort ae 

hoe Rubber Co., Memphis, 
Worth and Houston, Texas, 


Mobile, Ala. 


Staff Named r. Bates’ sister, Mrs. Sue Davis, 
he firm’s owner. He was for 


ice president in charge 


MERIDEN, CONN. 


Marvin Gherke was made man 
ager and Louis Stortz is assistant 
manager. ‘The sales staff includes 
James W. Watkins, Robert Hanson 
and Joseph W. Lyle. 

A new building was erected to M. Nielsen, executive vice presi 
house the branch. It is made of dent of The Babcock & Wilcox Co., 


has been elected a trustee of The 


with Home Equipment Co 


Elected Trustee 


concrete, has a single floor and 
50 by 130 ft Bank of New York 


PRENTISS VISES are furnished in types to 
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THE “BULL DOG” LINE 


Steel Mills Humming at over 95% of Capacity 
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THE CHARLES PARKER CO. 
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A few territories still open. 


PRENTISS VISE DIVISION or 


STEEL STRIKE J 

Operating Rote Wk ending Jul 7-12 3% 
"14-29% 

“21-8.3% 

“26-56% 

two 4-'6.9% 

* 11-S78% 











L WwWESESee ! sees 
wee 9 FM AMIS ASONO'SFMAMIDASONODIIF 
1955 1956 1967 


+ } \ iroughout the winter, < 


Steel ingot production was 
ing to this industry chart, and late 
men say the industry can’t run at 


some efficiency. 


at over YO" 


vithe ut sacrificing 


The way has long been paved for our Dis- 


tributors through 88 years fine 


of PRENTISS VISES. 


-PRENTISS 
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hard chrome 
finished cones 


shel. 


Sales-winning SMOOTHER fiares, 55% easier 


Imperial tubing tool leadership pays 
off for you once again. All the dollar- 
saving, time-saving and tool-saving ad- 
vantages of industrial hard chrome 
finished cones — in the complete line 
— now yours to sell at no increase in 
price! 

Your customers get time-defying, 


diamond-tough protection that out- 
lasts all other metals . . . easily make 
smoother flares, up to 55% faster! 
And once you see the spectacular dif- 
ference Imperial industrial hard 
chrome finish makes, you'll want to 
put a special program behind these 
tools. 


Forming torque 
reduced up to 55% 

In tests, annealed copper 
tubing was flared with 
standard and hard chrome 
cones. Results proved Im- 
perial superiority .. . 55% 
less forming torque re- 
quired in many 
Easier forming means bet- 
ter workmanship . . . long- 
er tool life more 
profits. 


cases. 


To boost your tool volume — we're telling 


STOPS TEARING 
FLARE FACE 


OFf 


ten 


experienced with 


mon-chrome ¢ 


HIGHLY 


RESISTANT 


TO CORROSION 


SAVES TOOL D 
LARS odds e 


service lite to « 


the “Imperial hard chrome cone story” in 
leading trade magazines. Investigate! 


Only Imperial offers you hard chrome cones on all popular flaring tools! 


ete 
Gam? erage? 


=— 


| 


Ol- 
stro 
e 


— 


NO. 300-F HI-DUTY (45°) sing 
lever clamping. Flores 3/1 
5/16, % 2, %” O.D. Eo 
NO. 437-F (37°). Flares 3 
5/16, %, Va. ¥e" O.D. Ea 


NO. 195-F FLARING TOOL (45°) 
has quick, slip-on yoke. Flares ‘i, 
5/16, %, Ve, %” O.D. Ea. $5.75. 
NO. 203-FS (45°) Flores %%, "/e, 
1%” O.D. tubing. Ec. $9.90. 
NO. 103-FS (45°) Flares %, /e, 
1” O.D. tubing. Eo. $9.90. 


Ali types for 45°, 37° and double 
flares on copper, clumiaum, steel 
and stainless steel tubing. Tools 
for sizes from %” up to 2” O.D. 


NO. S500-F ROL-AIR [45°) Rolls 
flares in the cir and automaticolly 
burnishes 3/16, Va, 5/16, M%, Ve 
ond %” O.D. tubing. Tight joints 
every time. Eo $9.95. 


Ask for Cataiog No. 3014 describing Tube Cutters, Flaring Tools, Tube Benders, etc. 
THE IMPERIAL BRASS MFG. CO. 
511 S. Racine St., Chicago 7, Ill 


In Canada: 334 Lauder Ave., Toronto, Ontario 





Emblem Gualetz 


Industry's Most Complete Line of Tube Fittings and Tubing Tools 
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Write for Bulleing-c +«=SPROUT-WALDRON =” 


BELT-SAVER PULLEYS 


Belt-Saver ads, such as the one pic- The large demand for Belt- 
tured here, have promoted indus- Savers is continually growing for 
trial markets for distributors over applications ranging from stone 
a period of many years. Industry and gravel to wood chips and foun- 
is sold on Belt-Savers, and they've dry sand. You'll find hot prospects 
become a “bread and butter” line among the quarries, foundries, 
for many distributors. Let them jnines, sand and gravel plants, con- 


earn steady profits for you. = 
You'll win customer good-will, tractors and others in your terri 


Si -¥ ssigne thicago 
a ta ine, 8 Silver Assigned to Chicag 
belt life from 50% to 400% in in- | Quick sales can also be made By Billings & Spencer Co. 
stallations conveying abrasive with Sprout-Waldron’s line of . = 

materials. Sharp lumps and ro’ standard cast-iron pulleys for : ; 

materials are dislodged from Be ™ transmission and conveyer use. Charles E. Silver has been ap 
Saver Pulle py the exclusive cone They're available in a wide selec- t '. Billings & Spencer 
and wing . without lodg- tion of types and sizes, Write for a? inted to 1€ Huungs &@ openecel 
ing between "belt and pulley. full details. Co.’s Chicago office as a sales rep 


SPROUT-WALDRON resentative. | 
Since (866 Mr. Silver will cover part of 


Charles E. Silver 








hi 


3 LOGAN STREET + / MUNCY, PA. nois, Indiana ind southern lowa, as 


Missouri, Kansas and Ne 


Elevates Matchulat 


John Matchulat of Electro Re 


Abrasives Corp. has 


QUALITY PRODUCTS 
+ 


ty 


STEADY PROMOTION . fractories & 


been advanced from superintendent 


" O rucible and refractories divi 
—m- i Bee ayy eo ; rucl ind refra € 


to plant manager in charge of 





this formula has made KEY pipe sealing 
compounds “‘Best Sellers’’ for 38 years 


QUALITY PRODUCTS —Key Pipe Setat Com- 


pounds provide tight, permanent leckproof seals, never 
freeze in the joints, break quickly and easily. 





For water, gas, 
low pressure 
steom lines. 


hp), iT 
VIGOROUS PROMOTION —with a steady program of consno 


attention-getting advertisements in 10 leading notional 
industrial publications, plus liberal sompling and power- 
ful follow-up soles letters. 


F il, " 
—hundreds of industrial high pA 
supply houses hove been stocking KEY compounds for over png 
20 yeors. Their customers’ orders specify “KEY—no . 
substitutes."" 


WRITE FOR FREE SAMPLE AND 
DISTRIBUTOR INFORMATION 


y ” / 
WwW -K-MI HOW ARD J. EKEDAHL, president 


DIVISION OF QC f INDUSTRIES f Ekedahl Tool & Supply Co., Pitt 


X 


INCORPORATED p talk ime vith I 
Plant: Missouri City, Texas ° Mailing Address: P.O. Box 2117, Houston, Texas M 
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Texas Distributor Elects 
Officers, Directors 


C. C. Krueger has been re-elected 
president of San Antonio Machine 
& Supply Co., San Antonio, Tex., 
and in addition has now also taken 
on the post of treasurer. 

Other officers of the firm are: 
J. G. Younggreen, J. L. Wilkie, 
J. W. Biggs, Jr., and Frank Maxwell, 
Jr., all vice presidents; A. G. Krueger 
and EF. J. Hassen have been named 
secretary and assistant treasurer. 

Seven directors were also named: 
Mr. Wilkie, J. E. Webb, Robert W. 
Prosser, Roget D. Prosser, Mr. ad 
Krueger, Mr. A. Krueger and T. C. 


Frost. 


John C, Lindblad 


Lindblad of Johnson 
Is Wax Merchandiser 

John C. Lindblad of S. C. John 
son & Son, Inc., has been made 
merchandiser for special industrial 
waxes. 

Before his promotion, Mr. Lind- 
blad had been industrial products 
regional sales supervisor in Cleve- 
land. He joined the firm’s Cincin- 


nati district sales force 16 years ago. 


CALORIES RULE 


With low-calorie ice milk—or cream- 
less ice cream—selling well in several 
areas, it seems consumers’ shapes are 
reshaping the food business, comments 
Food Engineering, McGraw-Hill publi- 


cation. 


Vhelher Jowice for 
DIXON Qalhetbulon 


1D) D.C 0) rr 


GENERAL OFFICES & FACTORY—PHILADELPHIA 22, PA. BRANCHES—CHICAGO 


BIRMINGHAM + LOS ANGELES - HOUSTON + DIXON VALVE & COUPLING CO., LTD., TORONTO 
~ Sawn sre “mPranr amotn 


a are MPANie s ~ MPAN ~ age 
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Norman R. Ekholm 


Ekholm and Truelsen Head 
New Norton District Offices 


ustrict om es Nave been 


R 


. ; 
been named 


ind Je .. 


THERE'S A CATAWISSA PERFECT SEAL 
UNION FOR EVERY USE... ALL 
TEMPERATURES, ALL PRESSURES! 


The full dependability of HOT FORGED STEEL is 
yours in a Catawissa Union (hot forged from solid 
steel bars) with several extra value features thot 
are exclusive here at the UNION SPECIALISTS! 


All Catawissa Unions are designed to give a 3-to-] 
SAFETY FACTOR 3,000-Ib. service unions are 
tested to 9,000-lbs., 6,000-ib. service unions 
tested to 18,000-Ibs., etc. 

Exclusive Ball-to-Angle seot design assures a PER- 
FECT SEAL even when the pipe is not in alignment! 


Machining operations assure ao UNIFORMITY AND 
ACCURACY heretofore found only in special fit- 
tings and, with rigid inspection both during and 
after machining, gvarantees LEAKPROOF 
CONSTRUCTION! 
Satisfaction is guoranteed in any application— 
whether it be general low pressure service or ex- 
tremely high pressures and temperatures (for air, pis 
y high pressur p John R. H. Truelsen 


oil, gas, chemicals, hot oils, gases or steam) 





WRITE FOR CATALOG 1! Directs Advertising 
AVAILABLE FROM LEADING INDUSTRIAL SUPPLY FIRMS harles armer, Jr 
CATAWISSA VALVE & FITTINGS COMPANY ee 


300 MILL ST. % CATAWISSA, PENNA. vit tor Chemical Vi 
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Cameron & Barkley 
To Install IBM System 


Carey J. Carpenter was appointed 
as supervisor of the installation of 
IBM accounting machines in the 
executive offices of The Cameron 
& Barkley Co., Jacksonville, Fla. 

[he installation, said to be the 
most comprehensive ever estab 
lished for a southern distributor of 
industrial supplies, is designed te 
handle minimum of 150,000 
punched cards per month and in 
cludes provision for automatic 
hangeover to RAMAC (Random 
Access Memory Accounting) with 

1 lion alphamerical loca 
ti discs 

has been active in 

In apprais 
llation, he lists 
ybjectives 

ind up-to-date 

rds showing 


totals 


the Cambar sys 


dual quantities 


, ’ 
DOOK 

yunting dat 
‘tomatic prepara 


vernment tax re 


i, 





CALLING ALL EXECUTIVES 


Executive work-weeks range from 
35 to 622 hours, according to Ameri- 
can Machinist, McGraw-Hill! magazine 
A normal 35 hour work-week can be 
put in by the president of a small 
company. However, most presidents 
average 11 hours of “overtime”, most 
vice-presidents 12, department heads 
approximately 8. Overtime results, in 
the main, from daytime conferences 
and meetings. The biggest time-waster, 
it was found, is the telephone; the sec- 
ond, failure of subordinaies to accept 


responsibility 











TOOLS 


salable items—widely used 














VERONA, PENNSYLVANIA 
MAKERS OF CONSTRUCTION AND RAILROAD TOOLS 


- \ \A/ 


Shown above are some of the more widely used Woodings-Verono Tools 
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a Modern Fittings Package 


John D. Morell 


Morell Covers Northwest 
For Weatherhead Division 


ohn D. Morell has joined the 


industrial distributor division of 


1 


The Weatherhead Co. as a sales 


Cl resentative 
Mr. Morell has been assigned to 


“ 
orthwestern area and will cover 


Washington, Oregon, Idaho, Mon 
tana and Wyoming. He had previ 


one more reason for specifying ously been a sales engineer for Har 
W-S FORGED STEEL FITTINGS vev Aluminum Sales, Inc 


Handles Townsend Line 
he Murray Co. in East Orange, 


W-S Forged Steel Fittings are now being N. J. has been appointed sales repre 
shipped in strong, lightweight fiberboard sentative for the Townsend Co.’s 
cartons designed to make purchasing a 
pleasure. Shipments are made up of unit 
cartons packaged inside a larger rein- , New York City and Long Island 
forced carton. It’s easy...and advanta- 
geous to order your fittings in packaged 
quantities. 

Here are additional advantages of the 
new W-S package: 

1. Compact and easy to handle. 


2. Ideal for neat, efficient stacking on 
warehouse and stockroom shelves. 


line of industrial fasteners in the 





3. Sealed against dust and moisture. 

4. Contents clearly marked on outside face of each carton, readily visible for 
prompt identification. 

The new W-S package is only one of many reasons why W-S Forged Steel 

Fittings are the most widely accepted by industry. 

Don’t forget, too, W-S carbon steel fittings have the additional protection of 

their new blue synthetic coating. For detailed information on packaged lots 

...and for a copy of our new fittings catalog, write today to W-S Fittings 

Division, H. K. Porter Company, Inc., Roselle, N.J. 


Sold Through Leading Distributors 


W-S FITTINGS DIVIS!I 
ON ’. P. THOMAS, salesman for Superior 


terling Co., Bluefield, W. Va., heads 


H. K. PORTER COMPANY, INC. wr the coal fields on a warm spring day 
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Portion of Warehouse in Ff 3&W’s Port Chester plant. 


Look at this reliability 





of supply...and packaging 


RBéW standard fasteners, one of the broad- 
est and best known lines in the industry, are 


OXES, cases, kegs as far as you can see... 
all packed with RB&W bolts and nuts, in 
instant readiness for shipment. This is just 
part of our finished stock . . . and in just one of 
our four plants. 


To a bolt and nut distributor, that’s like 
money in the bank. 


Because it means dependable supply, for one 
thing. Your customers look to you as their 
“warehouse” to free them from need and cost 
of large inventory. But you in turn need 
prompt delivery from your own supplier. RB&W 
has not only strategically located finished 
stocks, but also the plants and abundant raw 
material reserves to handle even unusual orders 
promptly. 


Note, too, the sturdy wooden cases. Their 
use at RB&W exceeds the industry’s packaging 
standards. They stand up when stacked. You 
waste neither storage space, nor stock through 
broken or collapsed containers. 


made right .. . stocked right . . . packaged 
right .. . priced right. Yes, handling the RBaW 
line is profitable business. 


Russell, Burdsall & Ward Bolt and Nut Com- 
pany, Port Chester, New York. 


RB-W 


W11th year 


Plants at: Port Chester, N.Y; Coraopolis, Pa.; Rock Falls, til.; 
Los Angeles, Colif. Additional sales offices at: Ardmore 
(Phila.), Pa.; Pittsburgh; Detroit; Chicago; Dallas; San Fran- 
cisco.. Sales agents at: Milwaukee; New Orleans; Denver. 
Distributors from coast to coast. 


RB«W FASTENERS - S709 Point orf any assembly 
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DAVIS 


VALVE SPECIALTIES 
FOR STEAM, 
AIR 

OR GAS 


Davis offers a complete line of valve 
specialties including relief valves, alti- 
tude valves, pump governors, pressure 
regulators and emergency valves. No 
matter what the control problem, 
there’s a Davis specialty product to 
meet the need. Contact Davis today 
for precision control valves. 


No. 401 
PRESSURE 
REGULATOR 
Everything you want for 
pressure reducing and con- 
trol service on steam, air or 
gas. Spring loaded, balanced 
disc construction for indoor 
or outdoor service. Range of 
size: 4 to 10’. . . initial pres- 
sures to 600 psi. . . reduced 
from 500 down to 1 psi. Con- 
troller attached or remote 
Request Catelog 200 


whe OO SAG ee ii | 


0 SES Be: 


|) No. 80 BACK 

PRESSURE VALVE 

For automatic contro] 

of exhaust steam for 
heating and processing 

use. Semi-balanced double- 
port valve. Temperature 
compensated to avoid stick- 
ing. Standard sizes 2 to 24”. 
Davis No. 81 style for abso- 
lutely drip-tight closing. 
Davis No. 82 where both pres- 
sure and vacuum conditions 
ha prevail. Ask for Bulletin 101A 


RE PONT EER 


| No. 101—No. 102 
BOILER STOP AND 
CHECK VALVES 


No. 101—For high pressure, 
heavy duty steam plants 
External! oil dash pot 
counter-weighted lever 

for testing and visible 
action. Clean, simple 

inner construction 


a . 
er 
ao 


No. 102—Popular valve for general service 
Internal steam dash po 
eliminates chatter 


Both valves in 
size ranges 
elbow, semi-carbon or 


mplete 


rner or 


alloy steel bodies wit! 
trim to sult pressure r 
temperature needs. Ask 
for Bulletin 101A 


pS eee eee wits aaectites L 
SEND FOR COMPiETE FILE OF LITERATURE 


2544 So. Washtenow - Chicago &, Illinois 


266 


IN FRON' f the company’s 
R. A. Dunberg 
resident, Mid-States I 
Rockford Il] ind 


ck, president 


dock facilities are 





Burndy Division Expands 
Field Engineering Staff 
Che field engineering staff the 
utility-industrial division of Burnd 
Corp 


Richard Harap has been 


has been doubled 

made 

chief field engineer and will head 

Gale 
- ] 

named senior field engine¢ 

1, 


the group James | has been 


or 
heid eng 


have been Burn 
six years 

The new field engineers are Henry 
Shavel and Jerome S. Penzner. Mr 
Shavel joined the firm ) 
\Ir. Penzner in 1953 





R. O. KENNEDY, JR., has 
uir impeller division of The 
ton Mfg. Co. as sales 
een executive vice president 


D Cardwell Electronics Prod 
Corp 


manager 
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NONLINK POSITIVE 


HIGH COLLAR 


POSITIVE 


has been the sole 
source of Lock Washer supply 
for many Distributors for the 
past 66 years. That's because 
these Distributors KNOW they 
serve their customers best 
through a RELIABLE source of 
supply and the BEST possible 
product for each specific fasten- 
ing requirement. 


OSITIVE 


Positive’ 


KANT LINK 


RIBBED TYPE 


NOW - 
66 


YEARS 
OF 
DISTRIBUTOR 
CONFIDENCE 





LOCK WASHER CO. 





AVE. A& MILLER ST., NEWARK 5, N. J. 





: wi Wa 
NEW KEYSTONE RT FITTING replaces conventional relief plugs. Speeds lubrication of anti-friction 


bearings in motors, machines, pillow blocks. Snaps open and shut with just a flip of the finger 


o 


=. me — 


Facts to help you sell New Keystone RT Fittings 


make them hard to reach or when corroded 
plugs are hard to remove. New, patented 
Keystone RT Fitting lets you do the job in 
seconds. No wrenches or special tools required 
No danger of cap being dropped or lost 


“FLIP OPEN” CAP swivels 
to any position. Internally 
flared body speeds dis- 
charge of excess grease. . . 
andl, sacha Because it does away with stubborn plugs that 
ed by Patent No. 2770507. cause neglect, the Keystone RT Fitting helps 
prevent over-lubrication and resultant contam 
r ination of windings. “Flip open’’ feature re 
duces lubrication time to as little as 23 seconds 
under actual test conditions 
Here’s a brand new Keystone development — the om ; ad 
a ene: > Bees ; es Our new Technical Bulletin BU-s1 cont 
RT “Flip Open” Fitting that’s revolutionizing 2 , 
ail : complete information and specifications 
lubrication methods. Sell this money-maker , anaes ae 
: Sl : , “el Keystone RT Fittings. Review 
now! A big time saver in bearing lubrication, it oe 
: ; — your copy now and be ready 
is rapidly replacing conventional relief plugs. : = | 3 
. to answer inquiries developed 
Conventional relief plugs hike maintenancecosts by Keystone trade journal! 
—especially when sheaves, pulleys and sprockets _ advertising. pt ert ty 


KEYSTONE LUBRICATING COMPANY ~ 2!st and Lippincott Streets + Philadelphic 32, Penne. - 


INDUSTRIAL DISTRIBUTION @ APRIL, 1957 





AUTOMATIC 
REPEAT SALES 
MEAN 
STEADY PROFITS 


UNIVERSAL “STAY-PUT” 
FLEXIBLE STEEL COOLANT NOZZLES 


ueidd LILLY ; 
; rT; 4400660 ‘dda 
°* 
, 


Robert T. Dudley 


Dudley Takes Chicago Post 
With Fort Worth Steel 


Robert T. Dudlev has joined Fort 


DL 
Worth Steel & Machinery Co. as 
sales manager for the Chi 
STANDARD ASSEMBLIES available from stock: Ve", igo area. He succeeds Russell H 


va", %e", V2", Ya", male one end, nozzle other end. 
6", 9”, 12”, 15”, 18”, 24”, 30”, 36” lengths. new supervisor of the com 


Ask for U-55 “Stay-Put” customer service section. 





a. Statiatar’s Hite Sitatiete Mir. Dudley had been midwest 
-y manager for Sterling Electnic Mo 


. 
3 Quality... au meat riexisie Hose propucts ne 


UNIVERSAL METAL HOSE CO. 


2163 SOUTH KEDZIE AVENUE, CHICAGO 23, ILLINOIS . ; 
Harnischfeger Names 





Robert Losse has been made di 
rector of industrial relations and 
personnel, effective April 1, of Har 
nischfeger Corp. Paul Diefenderfer, 

nager of Los Angeles shop and 

e operations, succeeds Mr. 





PROOF OF FITLER’S INNER, DURABLE QUALITY 


sse as general manager of the 


canaba operations. 





TREATED UNTREATED 


FITLER ANTI-ROT ROPE 


These two pieces of rope before being photographed were 











P.R. ON THE HOOF 


During a summer storm a Wisconsin 
Public Service Corporation's meter 
reader showed how well he reolized 
that public relations is the responsi- 


submerged in warm Gulph Waters for over three months. 
At the completion of this test the outstanding resistance 
of Fitler’s Rotproof process against decay-producing 
moisture, mold, mildew, fungi and bacteria, was visibly 
apparent. The competitive sample of rope did not stand-up 
under identical conditions 


There is a Fitler Rope designed for your customer's every 
need and it is treated to give efficient, economical service. 


SOLD BY INDUSTRIAL DISTRIBUTORS EVERYWHERE 


THE EDWIN H. FITLER CO. 


EST. 1804 
PHILADELPHIA 24, PA. 





bility of every employee, reports Elec- 
trical World, McGraw-Hill magazine. 
When a cow was knocked unconscious 
by a bolt of lighting, the meter 
reader—who was nearby, making his 
rounds—rolled up his sleeves and set 
about reviving the cow by applying 
artificial respiration. The cow was 
saved, and her owner was grateful to 
the meter reader and the utility com- 
pany. If you are wondering how to 
apply artificial respiration to a cow, 
it’s really easy. You simply pump the 
animal's front legs. 
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This time saver will quickly pay 
for itself in your customer’s plant 


Show your customer how he can give his present lathes 
the time-saving advantages of the same +GF+ Work 
Driver used on the world famous George Fischer 
Lathes ...and you'll make some worthwhile sales. 
He'll see that it’s a far better way to turn between 
centers. 

The +GF+ Work Driver clamps and unclamps with 
a slight turn of the hood. Clamps rough or smooth 
blanks and out-of-round forgings evenly. Automatic- 
ally matches clamping force to cutting pressure. No 
fussing with driving dogs, no time-wasting hand 
wrenching. 

Five models of the #6F+#Work Driver give diameter 
capacities of 1/4” to 8-1/16”—each model drives a 
wide range of diameters. Write for the +6F+ Work 
Driver Bulletin, which gives full information, specifi- 
cations, and applications. Write Dept. 124 





Best way of all to drive out-of-round forgings and other work 
pieces. Jaws are held in a floating ring which fits them to the 
work piece and drives with evenly distributed force 


A half-turn of the 
hood engages or re- 
leases the jaws no 
wrench needed. Jaws 
can easily be set to drive in either direction. Hood is easily 
removed for changes to jaws accepting different diameters 


Skinner Chuck Company is national distributor for the +GF+ Work Driver. 


\NVV 
(5. 
VEL 








THE SKINNER CHUCK COMPANY 


ESTABLISHED 1887 
NEW BRITAIN, CONNECTICUT 


Wherever Cotton Belting 


‘ 
Pee? 
rArA 2 4 yy Ay 


EME ri 


f4 
7 wy Wy vive ; 
Sa he An, ; 


Basi a 


hd 


used by Biscuit and 
Cracker industry 


suggest 
SOLID WOVEN 
BELTING 


"Super Corrugator™’ 
used by Corrugated Box 
Industry 


more dependable 
for 


SERVICE + SALES 
PROFITS 


Alert distributors know there’s no substitute for quality in 
belting — and FRANKO is the belt that won't break down. 
Stock and sell this fast-selling, profitable line . . . known 
for over 80 years as the finest belting on the market . . . 


used by many of the nation’s leading industries. 


Sell maximum production and minimum downtime . . . less 


stretch, less shrinkage, no peeling . . . greater strength 
and longer life. Recommend FRANKO — finest for long, 


trouble-free service. 


“‘Innerlok’ 
for Industriol 
Conveyors 


Write — TODAY . . . Learn how YOU 
can PROFIT WITH FRANKO! 


THE FRANKLIN 
COTTON MILL COMPANY 


1118 Central Parkway 
Cincinnati 10, Ohio 
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Mustard Manages 


Jack L. Mustard 


Sales 


Of Ex-Cell-O Division 


Jac 


» § 


continue 
industrial 


the Detroit area and 


| 
Sales 


Mir 


k L. Mustard has been elevated 


iles manager of the industrial 
m_ of Ex-Cell-O Corp. He will 
working with the firm’s 
representatives both 


in the national 


In 


rganization 
Mustard joined the company 


in 1930 and before his promotion 


had been assistant sales manager of 


the division 


He 


also served as as 


stant sales manager of the precision 


prodt 


icts division. 





CLARENCE 


i 


ret 


A. MAIER, left, off 

und Charles F. Grotenrath 
iry-treasurer, hieed an Machiner 
Milwaukee look over on of the 





Wayne Pump Makes 


Sales Changes STA N 1 FY Electric 


Tools 


Eight sales appointments have 
been made by the industrial divi 
sion, The Wayne Pump Co. R. D. 
Gallmever and F. H. Gentsch have 
been named sales manager of rotary 
pumps and assistant sales manager 
of industrial lifts, respectively. 

Mr. Gallmever joined the firm a 

is assistant sales manager- 

tract sales. With the company 

five vears, Mr. Gentsch had been 
zone manager of New York 

Five zone managers and a sales 
representative have also been ap 
pointe 

sen joined the firm as 

zone manager succeeding 
Mr. Olesen had been 
manager for Man 
& Moore, | 

V. Allan, wh as been 


ne three vears, has been 


head of ‘the Philadelphia Heavy duty drills 
has been assigned with ‘power to spare!”’ 


the Cleveland-Pittsburgh 


+} 


He has been with the com 


= ya : “What I like about these new Stanley all ball bearing drills is the way 
Hinman has been appointed they stand up on the tough jobs, day after day, week after week. They 
manager of the St. Louis and do all the drilling we take them to with complete satisfaction and 
. wer to spare 
ncinnat sia Mi ' po H 
Cineinna = —_ f Hinman This is what one typical user has said about Stanley 300 series 
joinec the hrm four vears ago. heavy duty portable drills. For rugged maintenance of all kinds and 
S Benner, who has been with for production that demands continuing peak performance, it’s what 
, } every user knows. No. 300 Series drills are available in 4 models of 
the mpany 10 years, has been is : 
J 1/4°. 5/16° and 3/8 capacities 
namea Chicago zone manager 
Hughes has been assigned to “4 
t-Fort Wayne zones as 


ce He & 


' 
CCT) 
+ 


1 Sdies trainee 





No. 230 Series— Mighty Midget No. 123 and No. 383 
7 models— 1/4" and 3/8" capacities 3/8” and 1/2” models 
Light weight—Heavy duty Compact size — Heavy dut 


Show your customers. Demonstrate the right Stanley drill for his need 
For complete catalog, write Stanley Electric Tools, Division of 
Stanley Works, 484 Myrtle St.. New Britain, Conn 


AMERICA BUILDS BETTER AND LIVES GETTER WITH STANLEY 


joo STANLEY 


This famous trademark distinguishes over 20,000 quality products of The Staniey Works—hand and electr 


se little le a 
7 2 inne tools « drapery, industrial and builders hardware + door controls - aluminum windows + metal parts + coatings - 


Twist his neck until “ 
stee! and stee! strapping—made in 24 Stanley plants in the United States, Canada, Engiand and Germany 
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NEW! 
"LONG REACH" 


LUG-ALL 


Winch Hoist 
30 FT. CABLE 


1/2 TON 
CAPACITY 


DISTRIBUTORS WILL LIKE 
THIS NEW LUG-ALL 


Because 
IT FILLS A LONG STANDING NEED 
(1% TON CAPACITY, 30 FEET OF 
CABLE, LIGHTWEIGHT) 
COUNTLESS JOB APPLICATIONS 
GOOD REPEAT SALES—CUSTOMERS 
ARE COMING BACK FOR MORE 
RUGGED CONSTRUCTION—GUARAN. 
TEED FOR ONE YEAR 
%& SELLS FOR ONLY $49.85—YET OFFERS 
HIGH DISTRIBUTOR DISCOUNTS 
OTHER LUG-ALL MODELS FROM %4 TON 
TO 2 TONS ARE AVAILABLE TO MAKE 
A COMPLETE LINE OF PORTABLE WINCH 
HOISTS. 
Special corrosion resistant, salt spray test- 
ed LUG-ALls available in all capacities. 
Because LUG-ALL Is The Best, it Is The Most 
imitated Winch Hoist On The Market 
CAR DOOR PULLERS THAT OPEN DOORS 
IN A JIFFY ROUND OUT THE LINE 
WRITE TODAY FOR MORE INFORMATION 


THE LUG-ALL COMPANY 


HAVERFORD 11, PENNA. 
eeeeeeeeeeeees 
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I'wenty-six distributor representatives attended r 


Foote Bros. Gear & Machi 


fifth distributor 
ind sales clinic held by Foot 


Gear & Machine Corp 


J 
Present at 


) git 
row—Robert McWi 
Dietz Industrial Supply, Au 
Lewis Orland, Globe Machi 
Supply Co., Davenport, Lowa; 
Barnes, Crawford 
lerre Haute, Ind.; 
G & J 
Voled 
Second row—Manmt 
tral Rubber & Supply ¢ 
apolis, Ind.; \ K Akerbe 
Machinery & Suppl 
Moines, Iowa; Charles | 
Noelling Steel Sales, Kans 
\lo.; Ross Sharpless, ‘Transm 
Inc., Dayton, Ohio; Everett We 
levy and Robert Oliver, Globe M 
chinery & Supply Co., Cedar 
Rapids, Iowa; and Jim Heer, Glob 
Machinery & Supply Co., De 
Moines, lowa 

Third row—Brad Quackenbush 
and Norb Hamot, Foote Br 
Ewing, Central 
- Otto Takas, Tr 
Roger Zerbes, Machine Parts ¢ 
Berwvn, Ill.; Hugh Blevins an 
Hubert Deering, Mill & Mine Sup 
No. Little Rock, Ark.: 
George Banks, Jeffrey Mfg. C 
Montreal, Canada; Walter Van Si 
kle, Northern Industrial Supph 
Saginaw, Mich.; Bill Deeg, G & J] 
Bearing & Supply; Fred Brandt 


Bearing 


Robert Rubber 


Suppl inSmussio! 


] 


ply Co., 
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HOW PLASTERED? 


The Arizona Lath and Plaster In- 


stitute has assigned itself the mis- 
sion of trying to rid the language 
of the word “plastered” as used to 
describe someone who has over-im- 
bibed, notes Engineering News-Record, 
McGraw-Hill 


the word is disturbing to the profes- 


publication. Misuse of 


sional pride of the modern-day plas- 


terer, the institute believes 











TEI ED SEALE''T... 


Tonight we are making the screws ‘Southens 
quantity pr 


you will order tomorrow. working ‘r 
And Southern’'s stratec 


ur order 
ymised. Or t 
little as five n 
Mach'ne Screws & Nuts © Wood Screws @ Wood Drive Screws ® You cam save time 
A&B Tapping Screws @ Dowel Screws @ Roll Thread Carriage by making Southern 
Bolts @ Hanger Bolts @ Stove Bolts U. S. A.-made 
screws and b in stock 
specifications that assure 


tighter fit, greater hx 


In steel, brass, si 
oS stainless steel; slo 


Write for Wareh 
SCREW COMPANY samples and St 


STATESVILLE «+ NORTH CAROLINA 


Warehouses: New York @ Chicago @ Los Angeles @ Dallas 
Sold Through Leading Wholesale Distributors 
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How to keep informed on the 


part of 


your business 


AT YOUR FINGER TIPS, issue after issue, 

is one of your richest veins of 

job information — advertising. 

You might call it the “with what” type — 

which dovetails the “how” of the editorial pages. 
Easy to read, talking your language, geared 
specifically to the betterment of 

your business, this is the kind of practical 

data which may well help you do a 

job quicker, better — save your company money. 


Each advertiser is obviously doing 

his level best to give you helpful information. 
By showing, through the advertising pages, 
how his product or service can benefit you 
and your company, he is taking his most 
efficient way toward a sale. 


Add up all the advertisers and you’ve got 

a gold mine of current, on-the-job information. 
Yours for the reading are a wealth of data 
and facts on the very latest in products, 
services, tools . . . product developments, 
materials, processes, methods. 


You, too, have a big stake in the 
advertising pages. Read them regularly, 
carefully to keep job-informed on the 
“with what” part of your business. 


McGRAW-HILL PUBLICATIONS 
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W. J. Rashleigh 


Rashleigh Manages Division 
Of Ainsworth Mfg. Corp. 

W. J. Rashleigh has been ap 
pointed to the new post of general 
manager of the Mult-A-Frame divi 
sion of Ainsworth Mfg. Corp 

Before joining the firm, he had 


been sales manager of Unistrut. He 
} 
i 


1ad also been associated with Uni 
strut Products Co., Sylvania Elec 
tric Products Co. and Food Machine 
& Chemical Corp 


New Tennessee Plart 


\ plant to manufacture electrical 
equipment will be constructed by 
H. K. Porter Co., Inc., Pittsburgh, 


138-acre site in Union City, 





PHONING IN an order, Pete Pelts 
salesman f Bluefield Suppls 
Bluefield. W Va.., dictat 
pecifications to be picked ip bi 

mh 





Gries Names Representatives, 
Extends Agency Territory 


Robert V. Guignon, Webster 
Groves, Pa., and Riley & Aleshire, 
Jenkintown, Pa., have been ap- 
pointed O.E.M. sales representatives 
by Gries Reproducer Corp. Mr. 
Guignon will cover southern Illinois 
and eastern Kansas. Riley & Ale 
shire have been assigned the middle 
Atlantic area, including Delaware, 
Maryland, the District of Columbia, 
eastern Pennsylvania, and southern 
New Jersey. 

J. J. Spath, Inc., New York City, 
has been appointed sales agent to 
manufacturers of lamps and lighting 
fixtures and their jobber suppliers 
for metropolitan New York City, 
Long Island, Westchester and Rock 
land counties, Connecticut and 
northern New Jersey (to the line 
from Trenton to Asbury Park), and 
will be the exclusive agent in this 
terntory 

In renewing its contract with Jay 
C. Angel & Co., New Rochelle, 
N. Y., Gries has expanded the 
agency's territory to cover northern 
Indiana down to and _ including 
Warren, Fountain, Montgomery, 
Boone, Hamilton, Madison, Dela 
ware, and Randolph counties. 


Black & Decker Names 
Charles B. Mann has been pro 
moted to director of procurement 
and production by The Black & 
Decker Mfg. Co. Glenn C. Wilhide, 
Jr., will assume Mr. Mann’s former 
responsibilities as purchasing man- 


ager. 





TUBE TESTERS CATCH ON 


Test-them-yourself stands in 12,000 
stores have become an important fac- 
tor in replacement tube sales, reports 
Electronics, McGraw-Hill publication. 
Manufacturers of these tube testers 
have sold close to $3 million worth 
since 1953. The testers go into super- 
morkets, drugstores and hardware 
stores for use by customers, and often 





THE 


STAR 


OF HOSE CLAMPS 


In hose clamps, the quality name today as always is 
AERO-SEAL. We pioneered the famous precision worm 
gear and engineered the extra strength and holding 
power. Other clamps may LOOK like AERO-SEALS, 
but take a second look! Compare quality with price cuts 
and special discounts. Which pays off best? Compare 
the worm gear construction. Note that AERO-SEAL 
worms don’t wobble. Look at the special rugged inter- 
locking feature that makes AERO-SEALS hold tight — 
no spot welding. Note the precision gear that applies 
uniform pressure — does not pinch hose. Stainless steel 
bands, complete size range for dozens of fastening uses. 
Insist on genuine AERO-SEALS. 


For added quick-attach 
advantage, get AERO-SEAL 
Jets. Nothing like them! 


GED 
he e100 -Seal REGULAR WORM GEAR HOSE CLAMPS 


BREEZE CORPORATIONS INC., 700 LIBERTY AVENUE, UNION, NEW JERSEY 


get the same rough treatment os 


pinball machines. 
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There’s 


CHAINS 


Welded and weldless chains ¢ Chain assemblies 
Chain specialties ¢ Wagon and truck hardware 


NIXDORFF-KREIN MFG. CO. 


916 HOWARD STREET *@® ST. LOUIS 6, MISSOURI 
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Harry Lee Tool Show Draws 1,300 Visitors 


Choose... from the 
most complete line of 


recessed head drivers! 


: Stay . ‘ - 
Herb Lee, left, partner, Harry Lee & Sons, Chicago, and Ray Olson 
Molde Products Corp., watch Bill Onken, midwest 
Machine Ce vork on a hand lathe 


More than 1,300 manufacturers 
and suppliers turned out to see the BREAK-PROOF 
37 exhibits at the second annual : ; SHOCK-PROOF 
tool show and open house recently . \ 
held by Harry Lee & Sons, Chicago Screw 
Engineers were on hand to operate 4 ' 
the equipment displayed at the Drivers 
show 

here was a continuous buffet 


from 11:30 a.m. to 9:30 p.m. each 
} 


day of the three-day show. Door A Driver for 
prizes were awarded Every Need! 


Herb Lee, partner, said, “This is 


the most successful show we have 


ever had. We had about 30% more 1. @ Because VACO offer 
you ore than 200 styles 

attendance than we did last vear 1 more " 
; and sizes of screw drivers 
We are very encouraged over the he aii eel on cline 
results of the show.” ons VACO brings you a com 
plete choice of recessed 

penne | 

head drivers Another 
Allen ' 
reason why you should 


—— ©) buy VACO for all your 


| 
Robertson 





screw driver needs 


Look for 
the VACO Vari-Board 


Plier 
Vari-Boord, Too 


Look for both screw driver and plier 
Vari-Boards next time you buy! 


Vari-Board shopping is eas) 


VACO PRODUCTS COMPANY 
317 E. Ontario St., Chicago 11, MMlinois 
In Canade: Vaco-lynn Products, Ltd, 


by rt} Sterling } 
ed Firth ig In Montreal 1, Quebec 


uilding provides 2,7 
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now. .. STANDARD 
TONGS... you can 
sell from stock 


TABLE OF DIMENSIONS 
Heppenstail’s Standard Sate-T- Tongs 


HEPPENSTALL SAFE-T-TONGS 
for quicker, safer, lower cost 
materials handling 


‘These standard tongs are ideal for mate- 
rials handling jobs in: DIE SHOPS; 
MACHINE SHOPS; FORGING 
SHOPS; METAL PRODUCING 
PLANTS; WAREHOUSES; STOCK 
ROOMS; PRODUCTION LINES. 
They handle metal—either hot or cold. 


WRITE OR TELEPHONE TODAY 
FOR INFORMATION AND PRICES 


Advertised in leading trade magazines 


+> Heppenstall 


. tongs for every lifting problem 
NEW BRIGHTON, PENNSYLVANIA 
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Frick & Lindsay Opens New Marietta Branch 


} 
1 recently opened 


Increased service to 
s the pipe di part 


Marietta, Ohio, branch of Fr 

ment in 6,000 sq. ft. warehouse 
and produc 
p in_ tion supplies stocked in 
the the 6,000 sq. ft. warehouse Addi 


Pittsburgh, maintenance, operating 


Frick & Lindsay Co., 
has completed the second ste are being 
current expansion plans with 
opening of a new branch in Man tional 
etta, Ohio spaces adjoin 

Che branch will be similar to the Albert R. Minor has been named 


Holdren 


ground storage and parking 


company’s Latrobe, Pa., operation branch manager with G. I 
which was launched in 1955. It will _ as assistant. 

serve Ohio Valley industry on a More than 300 purchasing 
60-mile delivery radius from Man 


etta. Complete stocks of repair, 


plant personnel from the area : 


tended a recent open house 





Rockwell-Delta Trailer Helps Distributors Sell 


This demonstration trailer designed by Jack Steele, Delta Power Tools Division 
Rockwell Mfg® Co. features radial arm saws. Mr. Steele, woodworking specialist 
for the western region, uses the trailer for making calls with distributor salesmen 
Three models can be mounted on the trailer and they operate from a 50 ft. exten 


sion cord to the most convenient pov 


r outlet 
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Increase Pieces-Per-Belt 30% OR MORE 
with MICHIGAN ABRASIVE BELTS 


MR. DISTRIBUTOR, NOTE THESE FACTS! 


OPERATION: Backstand grinding-finishing die cast auto-trim parts. 
FORMER BELT: Resin bond, 180 grit-150 pieces per belt. 
MICHIGAN BELT: Rf <OAT Resin bond, 180 grit-250 pieces per belt. 


6674% more pieces and nothing was changed but the belt! 


More and more people who thought they were can’t be matched in quality, line, delivery or 
getting peak production per belt are being price .. . repeat business is automatic our 
amazed at the additional production they get distributor plan is the best to be had! Return 
from Michigan Abrasive R€0 €OAT Resin belts, this coupon or write today and a Michigan 
representative will call on you to discuss the 


discs and sheets. 
details. You'll be glad you did 


Every day Michigan R€¢®0 €OAT Brand coated 


abrasives are being specified by purchasers 
MICHIGAN ABRASIVE CO. 


because they know Michigan cuts sharper, cleaner 
. and lasts longer. This out- Manvfecturers of “The Humidity-Coatrolled Abrauve 


and smoother . 
11911 E. S-MILE ROAD + DETROIT 5, MICHIGAN 


standing performance has made Michigan Abra- 
sive the fastest growing manufacturer of coated 
abrasives in the country! Now we need more 


distributors to keep the ball rolling. 
Let's talk about Distributing Michigan Abrasives 


The complete Michigan line sells, and stays : Send me your Catalog, too. 
sold, in every field where coated abrasives are 
used (and that’s just about all of them!) Michigan ei 





Wehigaw. 2% 
ABRASIVES 

















INDUSTRIAL DISTRIBUTION © APRIL, 1957 





PACKS REAL 
SALES POTENTIAL 
INTO 


EVERY CALL! 


DEVCON — THE PLASTIC 
STEEL .. . the only product of its 
kind . . . has applications in every 
plant where you call. In just min- 
utes you can prove to any type of 
industrial plant or shop how they 
can save real money. From making 
complex jigs, fixtures, molds, dies 
and holding devices to repairing 
and rebuilding machinery, salvaging 
castings, and stopping leaks in 
pipes and tanks, DEVCON does 
1001 jobs . . . saves hundreds of 
hours, thousands of dollars. 


SELL THESE FEATURES 


e As easy to use as modeling clay 


e Hardens in 2 hours — even 


under water 
e Won’t rust or corrode 
¢ Durable, permanent, light weight 


eLong Storage life 


INTENSIVE ADVERTISING 
in trade and national magazines 


plus data sheets and technical literature 
help you sell DEVCON. Trained 
field representatives in your area are 
ready to demonstrate the benefit of 
using THE PLASTIC STEEL to your 
customers. Write for 8-page brochure 
documenting savings with DEVCON 
(available in four types). 


. git aa Or 


Sree> 
pove® : 


DEVCON CORPORATION 


Mass 


77 Endicott Street, Danvers 


Production on Record High Plateau 


180 





Yeorly Averages 
(Left hond scale) 


Monthly Averages 
| (Right hand scole) 
1947-49100 (Adjusted for seasonal voriotion) 
Source: Boord of Governors, Federal Reserve System 
' 











Prtve vers OWeee ee J, 
35 1940 1945 980 955 F 1986 
\ Research Bus 

Industrial production hasn't moved much up or down since its all-time high last 
fall, according to the Federa! 1 i manufacturers may be 
catching up with their orders, and « ition may be tougher in getting them t 
restock inventories, but over the hol ivity in factories has held up 
better than economists expected 


Reserve 





Pittsburgh Gage Allis-Chalmers Appoints 


Names Planning Head Seven Representatives 


have 


Pittsburgh Gage & Supply Co., 
Pittsburgh, has appointed Herbert 


Seven sales representatives 
been recently assigned by Allis-Chal 
mers Industries Group. Thev in 
lude: Donald P. Bartold, Chicago: 
Allyn P. Ralph J. Grutsch, Jr., Washington, 

sales D. ¢ Robert G. Niendorff, New 
York; Maynard W. Thompson, Mi 
imi; Norbert H. Van Laanen, Hous 
: M. G. Smith, Denver; and Kurt 
Plache, Kansas City 


\. Tuck vice president and director 
of products and planning in an 
organizational change. 
Kreil becomes director of 
Also Ralph Mar 
shall, to be Pittsburgh district sales 


William B 


assistant Pittsburgh sales manager. O 


named were 


manager, and Brown, ton 





Worthington Gives Plaque to Young & Vann Co. 
L vy 


J. A. Vann, Sr., board chairman, Young & Vann Co 

ommemorating the supply firm’s 48 year f ser : 

Presentation was made at il d attended by members 

of the supply firm. Li A. Vann, Jr., presiden ying & Vann; 

J. E. Seibold, manager of the Worthinet rchandising vision, wh resented 
tl and C. W. Kramer, manager of Worthingto | listrict office 


] 
ne plaque 


Birmingham, Ala., holds plaque 
1 Worthington Corp. dis- 
tributor bout 35 


oking on ar 
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Chester S. Beard 


Chester S. Beard Takes 
General Controls Post 


Chester S. Beard has joined the 
General Controls Co. and will di 
rect the firm’s control valves and 
actuators engineering division 

Formerly with Foster Engineer 
ing Co., he will be located at the 
company s western research and de 

ypment center at Glendale, Calif. 
He acted as national vice president 
for the northeast district of the In 
strument Society of America. 


Gets New Post 


Joseph D. Allen, Jr., has been 
made chief technical sales engineer 
for the eastern district, Federated 
Metals Division, American Smelting 
& Refining Co. He had held vari- 
ous positions in the research depart 
ment and the past two years served 


as a Sales engineer 





SMOKE WITHOUT FIRE 


Smokehouse smoke is now generated 
by a Chicago firm without the use of 
fire, reports Food Engineering, Mc- 
Graw-Hill publication. The radically 
new fireless generating unit produces 
smoke through the fast abrasion of a 
wooden log by a rotating, bladed disk, 
filling the smokehouse in less than four 
minutes. Operators can enter with lit- 
tle smarting of the eyes, and there are 
no accumulations of tars and resins 


requiring removal. 











demonstration is a Profitable Sale... 
As EASY as that 
, ; 


ACRA®STOP- | 


Micrometric Travel Control for 
Engine and Turret Lathes... 
Unit pays for itself within days! 


REASONS WHY SALES ARE EASY | 


© Set-up time cut in half 
Our intensive 
advertising and 
publicity campaign 
will pre-sell your 
customers 


e Production doubled 


e First class machining produced by 
semi-skilled labor 


e Costly rejects eliminated 
e Inspection time and intervals reduced 


A TYPICAL INSTALLATION 


ACRA@STOP2% on a lathe 4 TRIED & PROVED PRODUCT 


Hundreds of Acra-Stops have bee 
sold and are in daily use 
launching a national s 

gram we wanted to be sure 


A FEW SATISFIED USERS 


North American Aviation 
General Motors 
Thompson Products, Ir 
Lockheed Aircraft Cory 
Firestone Tire & Rubber 
Douglas Aircraft ( 

Radio Corp. of Amer 
Ryan Aeronautica 


Write for complete distributor information—prices and discounts 


another quality product manufactured by 


YN-HUDSON CORPORATION 
Avenue - Santa Monica, California 
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BARNES SAW 


BLADES 


On-the-job sales assistance 


increases distributor scales. 


Barnes is a specialty manufacturer. All facilities are devoted 
entirely to the perfection and production of top quality band 
and hack saw blades. Inventory is high to assure you prompt 
delivery of each order. Costly follow-up procedures are eliminated. 


Barnes sales engineers are trained, metal cutting experts. 
They give your salesmen on-the-job selling assistance and 
advise your customers on metal cutting problems. This service 
increases your sales efficiency and creates good will for your 


company. 


Barnes advertising and publicity programs pre-sell Barnes 
blades to your customers. Your salesmen know that the Barnes’ 
reputation eliminates sales resistance. 


Barnes sales aids help your salesman produce sales. The 

Handbook of Metal Sawing” and the “Hack Saw Production 
Calculator” plus effective technical literature build sales for Barnes 
distributors. 


Constant research keeps Barnes engineering abreast of latest 
developments. This creates customer confidence in Barnes 
blades and in your service as a Barnes distributor. 


For 36 years Barnes has helped its distributors increase their 
sales of blades, produce satisfied customers and keep them sold 
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How to Plan and Produce 
A Grade-A Sales Manual 





By Hubert R. Rose 
President, H. D. Rose & Co., Inc 


1 from Sales Management 
5. and Part II, Oct. 19 


The purpose of producing a sales 
manual is to make salesmen efficient 
ind effective but it can also produce 
other dividends. 

Disagreements on policies and 
procedures may be uncovered. For 
example, the sales manager does not 

igree with the credit man 
But when both are required 
“O.K. for printing” some state 
relative to their work, they 

» cooperate 
1 sales manual should 

nclude these steps in this order 
Establish objectives and scope 

of vour training program 

under 


Set down conditions 


which instruction will be given 
lp 


i 


Analyze first two steps to he 
determine training content of 
your manual 

Establish outline 

Check outline content to make 
sure it meets objectives 
Determine wher, how and 
from whom necessary material 
will be obtained to fit into the 
uutline (this helps establish the 
size of the task from a time 
ind money standpoint). 
Decide on what style of wnt 
ing and illustration and over 
all format will be used 

Meet production 


group . 


with 
. and get started 


your 


Outline preparation is the key- 
stone. What do your salesmen have 
to do each day to perform their jobs 
successfully? Include the smallest 
detail and list the skills and know] 
edge the salesman must have to per- 
form each. 


Five Major Classifications 


Next arrange these subjects in 
logical sequence. It will be found 


they fall largely into five major 





classifications. These can be called 
“sections” : 
I. Your Company and Its His 
tory. 
II. Your Products. 
III. Your Markets. 
IV. How Your Products Reach 
Your Market 
\. Administering Your Job 
Part I, “Your Company and Its 
History” mav include a little or a 
lot depending on your company, 
the objectives of the manual and 
vour training course. However, it 
should strive to make everyone re 
ilize that he 
OmMpany 


Part II, Your 


products are numerous, 


s working for a fine 


Products.” If 


; 


may be 


; 


better to cover them in a separate 


product manual that can be readils 


Part III 


important, 


Your Markets,” 
particularly to the new 
He must be familiar with 


1S VeT\ 


salesman 
the various types of establishments 
involved and understand his posi 
tion and functions with respect to 
them 

Part IV, “How Your 
Reach Your Markets.” This is the 
It may be advisable 


to divide it into at least two major 


Products 
salesman’s job 


sub-sections 
How to Handle Your Job. 
How to Handle Yourself. 
Part V, Your 
Job,” is a fancy way of saying to the 
salesman, “Here’s how you take care 
of your paper work.” 


‘Administering 


ss 


No “Ivory Tower 


When your 
firmed up, it is a good idea to check 


outline has been 
it with practical people inside and 
in the field to help avoid the “ivory 
tower flavor” which a sales manual 
sometimes may have. 

There are four main sources of 
potential writing talent. Just bear in 
mind that you can’t product a first 
class sales manual with third-class 
talent. There might be first-class 
talent in your sales department. Or 
there may be a supervisor out in the 
field with a flair for writing who can 
handle the job. There is one thing 
to guard against if you bring a man 


Now. 


WORLD'S FIRST 
TRANSISTORIZED CONSTRUCTION WARNING LIGHTS 


. . a safer, more reliable flasher you can offer to many 


markets! Construction companies, city and state highway depart- 


ments, utilities, police, and fire departments . . . 
few of the potential users. 


double-face for 
berricodes 
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these are but a 


SHOCKPROOF! Transistor 
circuit unaffected by impact, 
weather or rough usage. 


BRIGHTER! 


Specially- 


designed lenses provide greater 
visibility. Flash dwell time is 
longer; rate is 60-70 times per 


minute. 


LOWER cosTs! 
Costs 15% to 25% less 
to buy, much less to 
operate and maintain 


EASY 

MAINTENANCE! 
Uses marine bulb and 
standard batteries, 
available anywhere. 
Battery change takes 
only 20 seconds. Noth- 
ing to fail or get out 
of order. 


LONG LIFE! Battery 
life in cone models: at 
least 400 hours; in bar- 
ricade models: at least 
1500 hours. 


Available in four 
models: Barricade or 
traffic cone styles with 
either double-face or 
360° lens. Send for 
Free Literature and 
Prices. R. E. DIETZ 
CO., Syracuse, N. Y. 


and you go Safely 


1957 





RESEATS 
VALVES ana BIBBS 
QUICKLY 
ECONOMICALLY 


Easily pays for itself on 
the first two jobs! 

Reseats flat and tapered- 
seat globe or angle vaives 
—ali bibbs and faucets — 
quickly and accurately. 

The saving, over replac- 
ing old leaky valves and 
fixtures, is tremendous. 

Cutters operating under 
screw feed, leave worn, 
scored seats glass- 
smooth, level, absolutely 
tight. The cutter rotates on 
a level plane and is ad- 
vanced by slight turns of 
the feed screw until the 
job is done. 

A guide pilot centers each cutter; a 
tapered cone centers each spindle. Per- 
fect alignment is inevitable. Cutters guar- 
anteed. Write for literature! 


2” tor %" to 2° valves and %" to %" bibbs 
List price 


2” for 4%" to J vaives and \%" to %" bibbs 


List price 


FREE 


catalog and 
manual on 
all types 
of pipe 
repair clamps 
and saddles 


M. B. SKINNER CO. 


SOUTH _BEND 21, INDIANA 


in from the field. He may be pres- 
sured into doing a lot of things be 
sides the manual. 

Outside of your company there 
are of writing talent 
available to you: the free-lance spe 
cialist who can be hired to write on 
a per diem basis and the organiza 


two sources 


tions specializing in sales training 
that 


from. basic 


can handle the complete job 
and writing to 
] 


iS. 


research 
printed and bound manua 

W hichever 
the writer is the key man, 


method you decide 


on, and 
he should be given all possible sup 
port and cooperation in collecting 
material. When differences of opin 
should be backed 

by someone in authority who ca 
“knock heads together” 


ion arise, he 


and get a 


decision. 


Invite Them to Read 


(he importance of good visualiza 
tion and layout in a sales manual 
cannot be minimized. In its over 


ill appearance, 


your manual should be inviting to 


and page by page, 
Illustrations should be func 
tional. Any 
make complex things seem simple 
an dull subjects exciting. 

It may be helpful here to set 

down two “don’ts”: 

1. Don’t let your layout man at- 
tempt to demonstrate his vir 
tuosity in modern art. Keep 
his feet on the ground. 

. Don’t let him use too many 
styles of type or any trick pan- 
els or other attention-attracting 
devices of the advertising arti 


read. 


good visualizer can 


cles. 
Remember, in 
you already have the reader’s atten 
motivation is high, he 
and he’s looking for 
make it as easy as 


a training manual 


tion—his 
wants to learn, 
help. Therefore, 
possible for him to understand and 
remember what to tell 
‘hat is the function of 


you have 


him. good, 


simple layout and illustration in a 
sales manual. 
Illustrations should tie into the 


existing knowledge and interests of 
the 
built on what they already know . 

relate the unknown to the known 


hey 


trainees, because learning is 


must be technically accurate 
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DIAMONDS 


C miley Says: 
BE > 
THRIFTY!\ 


use elongated 
diamonds 
and really 





(Smiley was using this 
standard 1 ct. tool 
) COST $45.00! 


+ 


RESET COST! 


JA 4 


LOOK AT 
THE WASTE! 


LOTS OF 
PAPERWORK 
TOO! 


Omiley's choice NOW | 
The expendable 


“ECONOMY” tool 
CONTAINING six 














1/6 ct. diamonds 
(total 1 ct.) 


COST $26.00 


NO RESET 
COST 


NO WASTE 
HERE 


NO PAPERWORK! 


ne | 








no wonder he smiles: 
Precision’s economy tools cost much 
less, and they’re so easy to use, too. 
for more information, write 


PRECISION DIAMOND 
TOOL COMPANY 
P.O. BOX 274 + ELGIN, ILLINOIS 
Telephone SHerwood 1-4847 





in all respects. Inevitably an error 
in a drawing or a photograph will 
be spotted by some trainee and he 
and others may lose confidence in 
the text they are studying. Full 
color illustrations, of course, are ex- 
pensive and should be used only 
when absolutely required. 

There is always room for debate 
on the use of cartoons or humorous 
drawings in a training text but the 
governing attitude here should be 
Don’t use humor for the sake of 
humor. However, “cartoon art,” as 
it is called, can be a powerful device 
and useful teaching device if well 
applied 


Don't Be “Index Happy” 


In the preparation of a sales man 
ual there is some tendency to be 
“index happy.” It should be borne 
in mind that while a sales manual 
is a training tool and mav be used 
frequently by the trainee—and as a 
reference in the future, detailed in 


lex tabbing is not necessary if the 


manual is well planned 
One effective way to differentiate 
between the various “parts” of a 
sales manual and information easy 
cate is color keying. For exam 
ple, Part I, with all its chapters is 
red, all pages of Part II blue, etc 
If good use is made of “captioning” 
or headlines in the text, location 
may be spotted quickly. These de 
vices should be tied in with a well 
planned and comprehensive table of 


+} 


contents so that even in a manual 


of 100 pages or more an alphabetical 
index at the back may not be neces 
Sary 
Care should be taken in selecting 
1 binder for vour manual. The 
loose-leaf type is the most popular 
because of its flexibility and the ease 
with which it can be kept up-to 
date. For binders of one-inch ca 
pacity or less, it is certainly desirable 
to use loose leaf in one form or 
inother. Whenever sales manuals 
d by salesmen and sub 
more or less hard usage, 
the flexible binder will far outlast 


] 
hard < 


However, where the capacity 1s 


in excess of one inch, unless the 


SIMPLE 
DESIGN... 


.. RUGGED 
CONSTRUCTION 


WELLS HORIZONTAL 
METAL CUTTING BAND SAWS 


The simple design and rugged construction of every “Wellsaw” didn't 
just happen. We planned it that way! Over 30 years of specialized band 
saw experience and know-how is your assurance of the quality and 
service with each machine produced by Wells Manufacturing Corpo- 
ration 


There is a Wells Saw of the right style, capacity and speed to do a 
better, more economical job for you. Wells Saws will deliver long, de- 
pendable service. Operating and maintenance costs are very low 


Your Wells Distributor will help you analyze your requirements 
and select the proper model Wells Saw for your jobs 


TWO WIDELY USED WELLS SAWS 
MODEL 600 NO. 8 





Capacity, Rectangular. . 6” x 13” 8” x 16” 
Capacity, Rounds , ee A 6%" 8" 
Speeds: Ft. Per Minute... 50, 90, 50, 100 
160, 250 175, 275 
Motor Size ere oe 6|O1/3 HP. ‘49 HP 
Blade Size sien om 56’ x 8212" 4x 11'6 
Height to top of Bed.... 25'2" 25'2" 
Width of Bed in a 81" 10%" 
Floor Space or = 21° x 50” 24" x72 
Shipping Wt. (approx.) 425 Ibs. 650 Ibs 





“The Pioneers of Horizontal 
METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 Adams Street Three Rivers, Michigan 
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MR. DISTRIBUTOR: 


TAKE “T” SLOT BOLTS 
OFF YOUR “NUISANCE 
TEM” LUST... 


~ (em — 














GIVE YOUR CUSTOMERS 
FAST PROMPT SERVICE OF 
HIGH QUALITY PRODUCTS 
DIRECT FROM ZIP’S VAST 
AND COMPLETE STOCKS 


Samples furnished upon request 


Geo. H. Seltzer & Co. 


FOLSOM, PA. 


IF YOU SELL THESE 
PRODUCTS... 


send for 
the world’s most 
complete, illustrated 
catalog of 


ELECTRIC 
emetic 
an 
SAFETY 
CANS 


VALUABLE DATA: 

The world's first comprehensive table 
of lomp and battery operating 
informatior. 

High power searchlights 

All-purpose hand lights 

Safety lights and lanterns 

Flammable liquid SAFETY CANS 

Oily Woste Cans 


JUSTRITE Mfg. Co. 


2061 N. Southport, Chicago, til 


CATALOG NUMBER 569-C 





flexible cover material is unusually 
strong and the binder itself well 
made, the hard cover is preferable 
because it will withstand wear and 
maintain its shape. If a manual is 
to be primarily used for the “shelf,” 
then the hard cover is desirable be 
cause it stands in an upright posi 
tion much better than the flexible 
type 

\ good way to impress on sales 
men the value and importance of 
the manual is to number each vol 
ume and have each man sign a 
registration card for his copy with 
the understanding that it is his con 
fidential personal copy and it is to 
be returned to the company should 


he ever leave. 


Printing Process 

[he choice of printing process 
for your sales manual depends 
largely on the number of pages and 
the 
vou need a large number, 200-300 


or more, lithograph (offset) printing 


number of copies required. If 


is the most economical. For smaller 
editions—100 fewer—re 
production by multigraph or mimeo 


copies OT 


graph is better from a cost stand 
point. 

One of the main purposes of this 
irticle is to suggest wavs and means 
of making vour manuals inviting to 
read. If you can supplement these 
principles with a system of quick 
quizzes, you can guarantee that your 
manual will be read . . . and thor 
oughly. Quick quizzes are composed 
of a judicious balance of multiple 
choice, true or false, matching an 
swers, write-in, etc., questions. 

Inevitably the practical question 
irises, “How much does it cost?” 
Just as architects have a “per cubic 
toot for 


estimating the probable cost of a 


rule-of-thumb roughly 


house, professional manual 


rules-of-thumb by 


pro 
ducers appl 
means of which the total cost of a 
sales manual may be _ estimated 
reasonably well for budgeting pur- 
poses. One of these is the cost pet 
page method. This per page figure 


may include all costs from _ basic 


research to bound copies. 
One of the best methods of estab 


ishing a budget for a sales manua 
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CAR MOVERS 


Greater Power 
Faster Moving 


Compound Leverage 
Long Forward Thrust 
Double “V” Grip Spurs — Safe Operation 
Sturdy Construction Long Service 
No. 5 New Badger 
Leader on Sales 


SOLD ONLY THROUGH DISTRIBUTORS 


PORTER SPRING WINDER 


For making extension and compression 
fror ¢ 12 nside 


springs, « ~ & 4 








67 } 


FOR USE IN 


Maintenance depart 
ments, Machine Shops 
and Small production 
quantities Very use 
ful for exper 
menta ona 


cevelopment ag 
springs = 


~ ADVANCE CAR MOVER CO., INC. 


DEPT. M APPLETON, WISCONSIN 


Will produce 
springs accurate 
in pitch and 
diameter 








HAMMERBLOW * 
WIRE ROPE CUTTERS 


at 


LOW COST 
PORTABLE 
FAST 
ACTING 
SAFE 


wr 
10 Lbs 
20 Lbs 
35 Lbs 


Distributor Discounts on Request 


HAMMERBLOW 
WIRE ROPE CUTTER CO. 


248 AUSTIN ST NEWARK 5. N. J 
Bigelow 8-1045 

















is “cost per head.” Ask yourself how 
much each of your salesmen is 
worth on the average, and what 
should be spent per man to equip 
him with a good sales manual. For 
instance, if it cost about $5,000 to 
put on a new salesman, would 1% 





‘f that—about $50 per man—be too 
much or too little, or does the situa 


tion call for a 3% or 5% expendi 


With CHELSEA, you sell the leader 
in quality . . . performance . . . and 
price! Regardless of your customer’s 
cooling or ventilating needs, you can 
solve them quickly and economically 
with the complete line of CHELSEA 
fans. To help you with unusual or 
difficult problems, CHELSEA engi- 
neers will make specific recommen- 
dations—help you make sales! 
You'll serve ALL your customers 
better, with fans designed for top, 
trouble-free performance . . . manu- 
factured to the highest quality stand- 
ards ... priced for more profits 


ture? 

Whether your manual is to be 
produced within your company or 
by an outside organization, a high 
tandard. of production should be 
vour goal throughout. First and 
foremost, care should be taken with 
the outline. Then the best possible 
vriting talent obtainable should be 
ut to work on it. The proper pet 

for achieving the desired 
tandard may be maintained 
ing this question 

Does (or will) our manual reflect 

The quality of our products? Sor cael 
[he prestige of our company? ani 
The caliber of our salesmen?” 
ur present manual does not 
to these standards, it 

be a sound idea to plan a 

tl ] 


revise the present one. 


Sells Floor Tile Business 





Effective April 5, the rubber and 


plastic floor tile manufacturing a ad 
ie : , CHELSEA gives your personal selling 


equipment and _ inventories of efforts top-notch support! Intensive 
Hewitt-Robins, Inc., will be sold to national advertising . . . colorful mail- 
Johnson Rubber Co. Hewitt-Robins ing pieces for your direct mail efforts 
; . complete, well illustrated literature 
will continue to manufacture and — ALL help you tell your CHELSEA 
sell sponge rubber and plastic foam story more effectively. Ask your 
CHELSEA representative to tell you 
about the 1956 sales program — it’s 
the biggest in the company’s 30-year 
history! Yes, with CHELSEA you 
have more to sell — and more to help 
you sell it! 


arpet cushioning products. 





Chelsea industrial fans are sold only through 
authorized industrial distributors. 


O88 an i — eee — 


FAN & BLOWER CO., INC. 
Seecly Co. Recied, 0. ane PLAINFIELD, NEW JERSEY 


& Storn 
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YOu'LL MAKE 
PLENTY OF SALES! 


— when you handle the compiete 
line of PORTER METAL CUT- 
TERS. Each PORTER CUTTER does 
@ number of jobs better than 
any other cutting tool — and 
PORTER CUTTERS hondile every 
type of job! This means that 
every metal-cutting firm — every 
industrial and utility company, 
every contractor and municipsli- 
ty on your prospect list is a 
likely customer — and a more- 
than-satisfied customer. Check 
the job-coverage list below with 
your metal-cutting prospects’ 
needs. Then write for the PORTER 
CUTTER catalog — and start 
going places! 


There is a PORTER*CUTTER to 
cut ALL these metals — BETTER! 


BOLTS — RODS — WIRE — 
SCREWS — RIVETS — SOFT 
STEEL OR METAL — Capacities to 
¥," ... Close or Flush Cuts — Gen- 
eral Cutting — Special Position Cuts. 
MEDIUM HARD METALS — Ca- 
pacities to ¥" . . . Close or Flush 
Cuts — General Cutting — Special 
Position Cuts. 

HARD STEEL - FLAT BARS + STEEL 
CABLE - COPPER AND ALUMI.- 
NUM CABLE - CHAIN - EXPANDED 
METAL + CONCRETE REINFORC- 
ING RODS + SPRING WIRE - 
STEEL STRAPPING - STRIP STOCK 
* BINDING OR BOX WIRE + “LIVE™ 
ELECTRIC WIRES + WIRE ROPE 
and CABLE + Also — WORK-STA- 
TION CUTTERS for Continuous 


Production. 


WRITE FOR Proof — of the 
All-Job coverage of POR- 
TER CUTTERS. Ask for gen- 
eral catalog, and sample 
of sales folder furnished 
free for your prospects. 


K. PORTER, Inc. 


Somerville 43, Mass 


New Orders Continue 


+ 


a a 
SMASONALLT ADJUSTEO NEW O80G8 mepEx 
ry (MOUSTRIAL SUPPLIES AND MACHINERY 





——— 


x + 7 + 
7 = \ Neg 

*R0 SEASOMALLY ADJUSTED DEX | 

j IMOUSTELAL PROOUCTION } 


MANUFACTURES DURABLE | 


a 


a. 


i 


Up on Adjusted Index 


+ + 
Pepered by Amercer per b ttechunery Mmmatermer er) Aveo oor lm 
x0 
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1952 1953 1954 


Er 


The 


Industrial distributors ; ed or 


earned, 
it new record levels in Januar 


American Su] 


Ihe new order index of the Ame 
ican Supply & Machinery Manufa 
stood at a 


turers Association 


record high in January, on a seas 


} 


illy adjusted basis 
Two-Way Revision 


Che 


ume of orders placed by distributor 


index, which measures vol 


with their manufacturers, has bee: 


revised in two ways: |. the index ha 
been seasonally adjusted, and 2 


two-month “rolling 


been applied. The changes are ex 


pected to eliminate some of th 


»ply & Machinery Manufact 


average” has 


1955 1956 1957 


ind downs resulting from 


the use of raw figures 


seekin ‘ 


( 


ler index 


Charles T. Jordan, of The Charles 
, | Association 


We have long been 


irker ( American 


lon} ] 


g means to make the new or 


itive of signihcant 


yf interest to the 


indic 
manufac 


and users of 


and supplies 


that the application of 


] 


long 


takes us a 
dex is a measure of orders 


140 member companies 





Doussan Opens New Branch at Harvey, La. 








New building was provided for newly 
Co. at Harvey, La 


Doussan ‘Tool & Supply Co., of 


New Orleans, La., has opened a 
new branch in Harvey, La., to serve 
industrial and off-shore oil drilling 
customers in the territory. A new 
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78 by 100 .. 


to house the branch 


was con 


F. Doussan, Jr., is manager 
he branch. P. J. Arnault and 
. McCullum are the salesmen. 





William Keenan 


U. S. Rubber Engineer 
Joins Distributor Firm 


William Keenan has joined W 
S. Nott Co., Minneapolis, as sales 
power transmission engineer. ‘The 
last 10 years he had been with U.S 
Rubber Co. 

Mr. Keenan will assist the sales 
staff in promoting the firm’s various 
power transmission equipment lines 
which are distributed throughout 


five states 


Opens New Warehouse 


\ new warehouse-service center 


has been ypened by Eutectic Weld 
ing Alloys Corp. at 358 Wisconsin 
Ave., S. W., Huron, S. D. 





COUNTER CONFERENCE in early 
A. M. occupies attention of Kawie Tool 
Supply Co., Inc., East Hartford, Conn 
quartet: Olin Stone, George Gustin 


Joseph Kawie and Paul Willey 


HALLMARK 
OF 


FOR MORE THAN 100 YEARS 


Regardless of your location, you will find a sales representative of 
IRON CITY at a key distributing point near you. Call him for com 
plete information on IRON CITY products. 


+ + 325 
+29 
: Double Faced 


<= PICKS» MATTOCKS Js 
HOES + SLEDGES 
BARS + WEDGES u 


7424 Post Hole 
Cutter Digger 


ae CHISELS * LEG VISES 
TRACK TOOLS 
ANVIL TOOLS & TONGS 


= 440 
Grub Hoe 
SALES REPRESENTATIVES 


NEW ENGLAND MIDDLE WEST WESTERN STATES 
T. P. mil igan & Company Mork L. Bristol Hughson & Mertoo 


734 Statler Office Building 12 Hamilton Place 270 Bush Street 

Boston 16, Massachusetts Gorden City, L. | Son Francisco 9. Co 
New York 

NEW YORK & NEW JERSEY 

Herbert M. Demorest 

50 Maplewood Avenue 

Maplewood, New Jersey 


John F. M. Detlefsen 
30 Church Street 
New York 7, N.Y 


PENNSYLVANIA Robert E. Muzzy 
565 W. Washington Bivd 


Maxwell & McKenney 
Chicago 6, Illinois 


Bourse Building 
Philadelphia 6, Pennsylvania 
H. K. McJunkin Company SOUTHEASTERN STATES 
P_ 0. Box 8346 Henry Keidel & Co 
Pittsburgh 18, Pennsylvania Snow Building 


Baltimore 2, Maryland 
MIDDLE SOUTH ee CANADA 


Reid, Taylor and Corart Horry A. Hoffner |. W. Sleeth & Come 
2011-13 Cedar Springs P. 0. Bex 4346 l ' 
Dallas 1, Texas Jocksonville 1, Florida 


“Unit Oe We FOR LATEST PRICE LIST 


IRON CITY TOOL WORKS, «w«. 


PITTSBURGH 1} PENNSYLVANIA 


r 
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George F. Burras 


Burras Joins W. O. Barnes. 
To Cover Midwest Area 


George F. Burras has joined t) 
sales engineering staff of W. O 
ies Co., Inc. He was former 
with Lincoln Laboratories, In« 
Mr. Burras has been assigned t 
Kansas City, Mo., headquarters an 


metal Cutting Band S *" 


Mr. John West, Vice President, Sales, 
Warren Balderston Co., Trenton, N. J. 


sit distributors in the midwest 





‘It's a beauty 
of a band saw blade... 


"Appearance is just one advantage in selling Disston 
Metal Cutting Band Saws," continues Mr. West. 
"Take the way they're packaged. They're so easy 
to store and handle that even a one-blade order 
is profitable. 
"Then, too, Disston gives us a complete line of 
Lancer-tooth and regular-tooth blades. And the price 
structure makes both our customers and us happy. 
"Also, Disston's policy of referring to us all 
orders and inquiries from our territory is real 
cooperation. Cartis D. Cummings 
"Last, but not least, is Disston's field 
assistance and advertising in many metal-working Cummings Gets Added Duties 
arazines. W hir a g igh S ss " 
magazines. We think we get mighty good sales support. Ms Aneatiican Chote & Calte 


W ant more information about Disston \ Curtis D. Cummings, sales man 


tools? ... about how you, too, can benefit by Diss- iger of the Allison Division, has als 


, ; ; a / 
ton's selective distribution policy? >= : = beet ippointed sales head of the 
Write to: Disston — HKP, ‘ ( umpbell Machine Division bi 


Philadelphia 35, Pa. ~Se American Chain & Cable Co., In 
\Ir. Cummings joined Allison 


HKP> Henry DISSTON DIVISION 49 as sales manager. He is a past 
resident of the Bridgeport Sa 
H. K. PORTER COMPANY, INC. xecutive Clul 
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DeWalt Promotes Denmark 
To St. Louis Sales Head 


James Denmark of DeWalt Inc. 


has been promoted to St. Louis dis 


will direct 


trict sales manager. He 
sales activities in Missouri, southern 
Illinois and parts of western Ten 
nessee and Kentucky 

In 1954 he 
is a demonstrator-salesman, 
issistant to district managers 


joined the company 
serving 
iS an 
in all types of special dealer promo 


tions. Last vear he was assigned to 


his present territory. 


James Denmark 





Pretzinger Is Manager 
On Coast for Pangborn 


Charles E. Pretzinger has been 
promoted to Pacific Coast district 
manager by Pangborn Corp 

Mr. Pretzinger 
engineer at the firm’s Pacific Coast 
office since 1945 
nk Belt Co 


has served as sales 


He was previously 


with | 


“RAWLPLUG 


MASONRY ANCHORS 


NEVER 
LET GO!”.. 


Using a %” drill Millwright 
bores 3'," deep hole 


for over 


18 years 


” 


He inserts 
Rawiplug into hole 


RAWLPLUGS USED TO 
LAG MACHINES IN 
LARGE NEW JERSEY IN- 
DUSTRIAL PLANT (Name 
on request) 


Millwright Leonard Gillis states 
“I’ve been at this plant 182 
and have been using Rawiplugs since 

I started here. | understand that the 

fellows before me were using Rawl- 

plugs. I use about 20 or 25 Rawiplugs 

a day for lagging. I find them very 
simple to use. A smaller hole is drilled, 
making the job faster and easier. The tum- 
bler which I just lagged is used for polishing 
and de-burring. It vibrates constantly when 
in use, but Rawiplugs will not let go. 

Some heavy presses were lagged with Raw!- 
plugs about eight years ago, and they are still 
holding firm. 

We also use Rawiplugs to set up quick 
angle iron braces to hook up a block and 
tackle when moving heavy presses. As 
long as I’ve been using Rawiplugs, I’ve 
never had one let go.” 


years 


" lag screw is placed through 
ee 


etely lagged roller-bearing 


tumbler ready for use 





SAFER LOADING 


loading gasoline into curved and 
slippery tank trucks has been made 
safer with hinged gvord-platforms 
which prevent falls at a Texas natural 
gos plant, says Petroleum Processing, 
McGrow-hill Now the 
truck driver no longer stands on the 


publication 


center of the tank portion of the truck 
to keep tabs on the filling operation, 
but climbs out on the hinged platform 
installed to bridge the space between 


truck and main platform 











RAWL RAWL HAMMER-SETS 


CALK-INS 
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Cae cans ™me RAWLPLUG Co., Inc. 


; 204 Petersville Road 
New York 


RAWL 
CARBIDE 
DRILLS 
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New Rochelle, 








RAWL-DRIVES RAWL MULTI-CALKS RAWL LAG-SHIELDS 
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Our a 
125th oa 
Anniversary 


YOU Helped US Make It 


< © From the first early Traders to the present Industrial Dis- 
AES tributors we have sold through them. This we will con- 
iS tinue. You are a part of our Sales Force, we appreciate 
=<" your efforts and co-operation. 
When you sell a Parker Vise you 
know that Parker’s special features — 
W. E. Clark, Jr. 
and rugged design will protect your 
reputation as a conscientious distrib- 
utor and help you build good will. 
And when you handle Parker Vises 
you benefit from the Parker dealer 
Accepted For 125 Years protection plan. 


THE CHARLES PARKER CO. Established 1932 MERIDAN, CONN. 


PARKER VISES . 


America's First Vise Maker 

¥ . es 

Ae J. R. Boehm 
Hove your pick of 7,000 








- sizes RIGHT OFF THE 
SHELF! And thot's not a Ne 
» give you speedy service 


n soecials too Don't 
n down your customers 
. iries on special items. Te 
’ . 


over to us. If it's st 
s, we con moke it. We 


: drill, grind, tap, slot, thre« 
y head, stamp and bend. W 
7 get off to a quick start fro 


either a biveprint or sams 


STOCK OR SPECIAL 00 
S YT mM ‘ TO STAR FOR STAINLESS 
STEEL FASTENERS RIGHT © 
had THE SHELF TO YOU 


STAINLESS STEEL 

® Bolts and Cap Screw 
Socket, Set and Cap 
Nuts, Washers 
Sheet Metal Screws 
Wood Screws 
Pipe Fittings 
Machine Screws 


“rel ox 


Write, wire, or phone for your 
copy of the new STAR catalog. wae Stars Starrett Makes 


screws have 
J clean, bright ” | ‘| e 
y \ and-shiny Sales Changes 


heads 


i 
9 “STAR STAINLESS SCREW Co. W. E. Clark, Jr. ha 


je FS" union Bivd., Paterson 2, N. J. * ‘phone: Little Falls 4-2300 The | 
~ ‘mmm Direct N. Y. ‘phone: Wisconsin 7-9041; Philadelphia, WAinut 5-3660 
MANUFACTURERS’ REPRESENTATIVES: A Few Choice Territories Open. inquiries Invited 


R. 5. Lougee 


i3 
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in the Pittsburgh area. Mr. Hindes 
is retiring after 50 vears with the 
firm. Mr. Clark had been covering 
western New York 

J. R. Boehm has been transferred 
from Los Angeles to western New 
England as sales representative. 
R. S. Lougee has also been assigned 
to western New England as a repre 
sentative and will assist Mr. Boehm 


Carborundum Establishes 
Clarkson Scholarship 


\ scholarship for the study of in- 
dustrial distribution has been estab- 
lished by The Carborundum Co. at 
Clarkson College, Potsdam, N. Y. 

lhe scholarship, which will be 
granted every fourth year beginning 
with 1957, will equal the college's 
tuition fee up to a maximum of 
$1,000 a year. In addition, the col- 
lege will receive payment equal to 
50% of the tuition fee. 

All employees and dependents of 
employees of Carborundum and its 
subsidiaries in the United States and 
Canada are eligible, with the excep 
tion of firm officers, members of the 
administration committee and their 
immediate families. 





I've gone into specialty selling. I’ve 
got an item | think you’d be interested 


in purchasing—your letters!” 





‘+. Gny qWantity 
and high Speed 


special cuttin 
—just send us the specs 


we do all the work 


Ae 
oF a 


Immediate action on all requests 





— better service for your customers 


—results in more profits for you 


Do it the easy way...order from SPIRAL 





Whether you need cutting tools made to your specifications, 
or you need tools custom-designed to fit a specific job, 
your best source is Spiral. We specialize in “specials,” fast 
quotations, quality workmanship, dependable delivery. One 
trial will convince you. Let's get together now! 


Designers and Monutacturers of 


$4 N Domen Avenve + Chicago 25 Hho 


STEP TOOL COMPANY 


Phone: LOngbeoch |-5384 
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Can your business 
co-exist with 7O million 
captive people? 


9 
te = 


As long as an Iron Curtain shuts off the satellite countries 
of Europe, the framework and future of free enterprise 
will be in danger. 

There is proof before us every day that the world can pros- 
per fully only when men everywhere are free to choose their 
own way of life, build their own businesses and till their own 
land. Yet behind the Iron Curtain 70 million people are still 
virtual prisoners of the Communists. 

There are a number of ways you and other American 
businessmen can help these people, yourselves and the 
world. One of the most direct is through Crusade for 
Freedom, sponsor of Radio Free Europe. 

For six years, this powerful overseas broadcasting 
operation has been beaming the truth into five key satel- 
lite countries. It has been outstandingly successful. 

The Communists have spent fabulous sums trying 
unsuccessfully to jam RFE’s programs. The bill for 
this last year in Poland alone was estimated at 
$17,000,000. Two-thirds of this amount will support 
the entire RFE operation for another critical year! 

And we know from letters and reports that truth 
from Radio Free Europe has helped keep alive the 
desire for freedom. The proof is history. 

So give your generous support to Crusade for 
Freedom in aiding these 70 million captives. If 
you don’t send them the truth—who will? 


Some ways business executives have 
helped. Check the ones you are interested in. 


[) Display Crusade material on your company bulletin board. 


] Plan a paycheck stuffer to inform your employees 
of the importance of the Crusade for Freedom. 


Plan to conduct an in-company solicitation. 


Match employee funds with your Truth Dollars. 


For campaign material and information write CRUSADE FOR FREEDOM, East 46th St., N. Y. C. 173 
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NEWS, IDEAS AND INFORMATION 
OF INTEREST TO STARRETT DIS- 
TRIBUTORS AND THEIR SALESMEN 


THE L. S. STARRETT COMPANY 


SALES LEADS 


SINCE 188O WORLD'S GREATEST TOOLMAKERS 





MECHANICS HAND MEASURING TOOLS AND 
PRECISION INSTRUMENTS ~- DIAL INDICATORS 
STEEL TAPES - PRECISION GROUND FLAT STOCK 
HACKSAWS, BAND SAWS end BAND KNIVES 


ATHOL, MASS., U.S. A. 


You'll Sell More If You Know More About... 


Starrett DEPTH GAGES 


Basic equipment in any tool crib or mechanic’s kit is a complete 


array of depth measuring tools. As usual, Starrett offers the widest 


possible choice — each tool representing the ultimate refinement 


in its class. 


VERNIER 
DEPTH GAGES 
No. 448 Series 


For precise read- 

ings in thous- 

andths of an inch 

by means of a Ver- 

nier. New longer 

" blades provide full 

6” or 12” capacity. 

Featuring hardened, ground and 

lapped heads; hardened and ground 

blades; sharp, clean, highly ac- 

curate graduations — English, Met- 
ric or English and Metric. 


DEPTH AND ANGLE GAGES 
Nos. 236, 236H, 237 





For measuring depths or duplicat- 
ing angles. No. 236 has 6-inch 
rule graduated in 32nds and 64ths, 
base graduated for 30, 45 and 60 
degrees. No. 236H similar except 
furnished with hook rule and, as 
No. 236HB, also with rod. No. 
237 similar to No. 236 except with 
out the angle measuring feature. 








MICROMETER DEPTH GAGES 
No. 449 Series 


Featuring blade-type, non-turning 
rods which enter narrow slots and 
recesses, won't roll off shoulders. 
Available with 24 or 4 inch base; 
0-3, 0-6 or 0-9 inch range. Microm- 
eter head has no-glare Satin Chrome 
Finish, quick reading graduations. 
No. 440 and No. 445 Series, with 


round rods, also available. 


: & Fea! 
~~ es cae 
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inch steel rule graduated in 32nds and 
64ths. No. 46G similar to No 
both stock and rule are graduated 


DIAL DEPTH GAGES 


No. 640 Series — with flat base and 
push down rod or reverse move- 
ment. For measuring holes, slots or 
recesses to 4 inch deep in half- 


thousandths (.0005”). 


No. 643 Series — with knife edge 
base and push down needle point 
rod for small holes, grooves, en- 
iZo 


graved lines, etc., to deep 


Balanced dial graduated .0005 


No. 644 Series — with flat base and 
two extra rods for measuring depths 
over the range 0 to 3 inches. Indi- 
cator with range of one inch auto- 


matically registers depths in .OO1 


ROD AND RULE DEPTH GAGES 


Nos. 45, 46, 46G 


Simple, economical yet ac- 
curate depth measuring tools 
No. 45 with plain stock and 
round rod available in 3% or 


6-inch sizes. No. 46 available 


with plain stock (314” or 6”) and 4 or 6- 


j 
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WRIGHT Safeway Hoists 


MEET ALL CUSTOMER REQUIREMENTS 


_ Redesigned - 
AQ I2sizes- 
=. 

‘Up fo 

50 tons 


WRIGHT Safeway Hoists 
have been redesigned. In the 
Safeway line you are selling 
the utmost operation effici- 
ency over the widest range 
of lifting applications. The 
twelve sizes and capacities 
of hoists handle loads of from 
ls to 50 tons. 

These rough, tough hoists build repeat business. 
Their long service life is promoted by a sealed construc- 
tion which suits them for both indoor and outdoor 
service. All vulnerable parts are enclosed in high grade 
analysis steel housing (see illustration). These features 
make good prospects of cement mills and foundries 
where excessive dust prevails, heat treating installa- 
tions with their high temperature, and outdoor appli- 
cations with cold or wet exposures. 

Be sure YOU have the WRIGHT Hoist 
for every customer requirement 


for complete information on the WRIGHT line 
items shown, send for these booklets: 


Safeway Hand Hoists: Bulletin DH-164B 
Pull-A-Way: Bulletin DH-163B 


Jib Cranes: Bulletin DH-300 


AMERICAN CHAIN & CABLE 


WRIGHT Hoist Equipment 
to fit any job 


WRIGHT Safeway Hoists 

WRIGHT Safeway Clevis- 
connected Hoist with geared 
trolley. For close head room 
operations or where easy de- 
tachment of hoist from trolley 
is not desired. 


NEW 


WRIGHT 
Type"C”’ 
Block Chain 
Ratchet 
Lever 
Pull-A-Way 
FEATURES: 


® Hooks are drop-forged 


~~ 
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® Special alloy-steel chains 


7 ><> <> chc) ch cece ces? 


® Chain sheaves of 
drop-forged alloy steel 


@ Gear teeth cut to precision limits 3 
® Load brake is dependable and safe , 


ee 8 8 8 8 8 ee 8 Ee 


@ 1'4-ton Pull-A-Way | pictured) 
weighs only 23'4 pounds 6 


Roller-bearing Trolley A TONS 


WRIGHT roller-bearing 
trolleys, in plain or 
geared models, provide 
smooth handling of 
loads from !4 to 40 tons. 
Other trolley types with 
proportional strength 
and flexibility for lighter 
industrial applications. 


WRIGHT Jib Crane 

WRIGHT Jib Cranes are . 
extremely desirable to sup-~ 
plement regular traveling 
cranes or monorail track, or 
for individual use in bays, on 
side of shops, etc. 


ik 


Better 





York, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, San Francisco, Bridgeport, Conn. 


Value , 





